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This Oiler Insures Uniform 


Rate of Feed 


Changes in temperature do not make necessary a 
resetting of the feed adjustment on the Detroit Force 
Feed Oiler Model JTS, because the volume of oi! de- 
livered by this oiler is constant regardless of tem- 
peratures and the height of oil in the tank. 

This feature, a valuable asset to any oiler, is greatly 
enhanced by eleven other distinctive improvements 
incorporated in the JTS design. 

The Oiler is built by the world’s largest manufac- 
turers of lubricating devices, a guarantee of satisfac- 
tion. Our catalog No. 100 explains in detail. May 
we send it? 


DETROIT L[UBRICATOR (COMPANY. 
DETROIT, U. S. A. 











ade to Fill a Demand— 





Not to Meet a Price 


P’T “HERE always has been a 
demand for vises wit h 
m strength, utility and durabil- 
ity built into them. Columbian 
Vises were made to fill this de- 
mand, not to meet a price. 
The sturdy qualities of Colum- 
bian Vises and their many exclu- 
sive patented features, make 
them popular with mechanics 
who appreciate good tools. 
Columbian Vises are always a 
profitable item for dealers. 


Maa 


THE COLUMBIAN VISE & MFG. CO. 


Trade 


Mark Reg. U. S 


Successors te 


» The Columbian Hardware Company 


CLEVELAND, OHIO 
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Probably right now you are figuring your quotas for 1927 business, 
and are checking up on 1926 results. In case the 1926 sales of indus- 
trial brooms and brushes to your customers and prospects (ALL of 
whom use brooms and brushes) did not meet your expectations, why 
not give us a chance to put to work for you a sales co-operation plan 
that has built business in these lines for scores of America’s leading 
johbers, who today buy from us in carload lots? 






Our co-operation program brings sales and profits. What we promise to do 
for you is done, completely and successfully. Perhaps this accounts for the 
fact that more CAPITAL Industrial Brooms and Brushes are sold today by 
America’s best jobbers than any other make. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Established 1890 Indianapolis, Ind. 















































The Dayton Safety Ladder is the first and only folding safety ladder. 
It is a product of structural engineering. It is built for permanent 
service. It 1s entirely different from any other ladder ever made. It 
fits the requirements of every commercial building and industrial plant. 
It is endorsed by safety engineers. It is strong, safe, convenient, light 
and absolutely rigid. It combines many features that have never before 
been used on a ladder. The experience of users indicates that because 
of them the Dayton Safety Ladder not only eliminates the possibility 
of accidents but returns a profit far in excess of its cost. 





Distributors 









The Dayton Safety Ladder Company 
121-123 West Third Street 





Cincinnati 














\ slick trader used to be able to cuess 
within a vear of a horse’s age by taking 
a good look at its worn molars. It may 
be possible to size up some wrenches 
that way. but we'd like to see David 
Harum himself come within ten years 
of a STILLSON’S age by looking at 


its teeth. 


The above illustration shows 


- te ed b 
an actual photograph of a 40- ihe’ wal 
vear old STILLSON with pa," 


teeth as whole and sharp as 


WALWORTH COMPANY. Boston, Mass. 


I; G ! I K ! I I A 





STILLSON* 
(like Walworth) is a 


and regis- 
its owner, 
W alworth Com- 
the g &. 
Office, in the 
several States and in 
foreign countries. 


trademark 
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if this husky old wrench were sull in 


its youthful teens. 


Something in the drop-forging and 
special heat treatment of a STILLSON 
wrench makes its teeth tough as well 
as sharp. Every tooth in both jaws is 


put there to stay—everlastingly. 


Walworth 


from 6 to 48 inches. with steel 


makes all sizes 
handles that are just as strong 
as the teeth. Also with wood 


handles in sizes from 6to 14 in. 


Distributors in Principal Cities of the World 


W t Ir nation ( Ne Yor) For no Representativ 


WALWORTH 


STILLSON’ 


Mitt Suppwt 
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GENUINE “TOLEDOS”— 


LONG LIFE, EASY CUTTING PIPE 
TOOLS MORE THAN SATISFY 


“TOLEDO” tools for cutting and threading pipe 


TRADE MAR? 
will satisfy your most exacting customers. 


The “TOLEDO” pentagon trademark, here illus- 
trated, appears on every box containing a genuine 
“TOLEDO” tool. It is your customer’s assurance 
of *TOLEDO” quality, which has been recognized 
as supreme among pipe threading and cutting tools 
for the past 25 years. 


Be sure they get the genuine when buying. “TOLEDO” trade mark 
as it appears on every 


genuine “7 OLED CG” 
THE TOLEDO PIPE THREADING ste 
MACHINE CO. TOLEDO, OHIO 


New York Office, 72 Lafayette St. 








TRUCK CASTERS 


HIS Double Ball Race Caster is typical of the Bond 
Line of Anti-Friction Truck Casters. It will carry 
heavy loads without damage and will swivel freely 





Patented when loaded. All strain is taken from the King Pin and car- 
Double Ball Race cied by the sturdy Ball races. It is the standard Caster for 
Type all-around use in the industrial plant. 


The Bond line of Truck Casters is complete, including a type 
Ps i A: agar scientifically designed to meet every possible requirement. 
tains @ wealth of helotal Our Service Department will gladly recommend the type 
information. best suited to your particular needs. 


BOND FOUNDRY & MACHINE CO. 


Manheim, Lancaster Co., Pa. 
New York Office: 256 Broadway 
Chicago Office: Reeves-Bond Sales Co., 39 S. Clinton St. 








When writing to Advertisers please mention Mitt § 








AARHUUS 
ADELAIDE 
ALEXANDRIA 
ALGIERS 
AMSTERDAM 
ASUNCION 
ATHENS 
ATLANTA 
BARCELONA 
BELEAST 
BELGRADE 
BERLIN 
BILBAO 
BIRMINGHAM 
BOGOTA 
BOIS-COLOMBE 
~ BOMBAY 
BORDEAUX 
BOSTON 
BRESLAU 
BRISBANE 
BRISTOL 
BRUSSELS 


INDUSTRIES, INCORPORATED, 165 BROADWAY, NEW YORK 
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NEW YORK 
NOTTINGHAM 
NUREMBERG 
OSAKA 
OSLO 
PARIS 
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SAN FRANCISCO 
SAN SALVADOR 
SANTIAGO 
SAO PAULO 
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SYDNEY 
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FORONTO 
TURIN 
VALENCIA 
VANCOUVER 
VIENNA 
WARSAW 
WASHINGTON 
ZAGREB 
ZURICH 


Maintains Factory Offices 


a 


in All of These Cities 


All over the world, under all flags, 
> anti-friction equipment is in- 
creasing production and reducing 


over-head costs. 
marked ball and roller bearing for 
every friction requirement. 


There is an Sf 
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Sell Barretts 
Quick Sales—Repeat Orders 


That’s the story—if there’s a 
lift-truck or a portable eleva- 
tor order to be had—get it 


sell them a Barrett. First 
at orders 
assured. Barrett Lift-Trucks 
have a reputation for long 
life. Some with 14 years of 
service to their credit are still 
at work. Who couldn’t sell 
lift trucks with such a service 
record? Here’s a real oppor- 
tunity for you to cash in. 





Witha record for longer 
life, 


lower cost, 25 per 





ai, 





mown “tt “steele Platforms 

tire companion write to Barrett 

Lift- Tracks and Portable Ele- 
vators., 


Barrett Lift- Prucks 





50 per cent quicker opera- 
tion—just back it under the 
platform, raise the handle bar 
to the locking position and lift 
the load with a single down- 
ward thrust. 


Here is a lift-truck properly 
designed, structurally and me- 
chanically correct, for which 
the demand has been created 
and maintained, assuring a 
steady and profitable business 
to the jobber. 


ing'j~ For further information 


cent easier lift from in eee about quick profits from 
WTF . 
front oratan angle and =Slg¢ Barrett sales, write us. 


BARRETT-CRAVENS 


t Monr Stre hiea 


COMPANY 


n Chicago and Paris 


BARRETT 





LIFT TRUCKS 
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Many Times 
Nothing Will Serve 
But WOOD! 


HERE isn't one case out of ten where 
fe wood pulley cannot handle a job— 
but there are many cases out of ten 
where nothing except a wood pulley 
will do. For big flywheels—for power 
transmission at high speeds—a good 
wood pulley will out-last and out-per- 
form cast iron or steel every time. 


REEVES Wood Split Pulleys are 
stronger, run truer, transmit more 
power, weigh less, are more solidly built, 
and are less expensive to buy or to run 
than any cast iron or steel pulley ever 
made. They grip the shaft and grip the 
belt. ‘They cannot slip or strip. 

What kind of pulleys do you sell—good 
wood pulleys like the REEVES? Do 
you know whether or not there is a 
REEVES representative in your terri- 
tory? Write or wire us today for full 
information. 


Reeves Pulley Company 


Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 
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PREVENT CASTER lcci 
FROM GINDING 


Caster & Manufacturi 
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Pioneer 
Truck Casters 


Popular and Profitable 


Cross-SecrionaL View Or Prowneer Antrfricrion CASTERS 
MACHINE -S PUN River 


SACO: S 














STANDARD 
TEMPLATES* Y 
Uy . 
| RE-ENFORCED RIB 
a? PREVENTS SREAKAGE 
76 SPACE TO 








HEAVY WROT WASHER} —— 





THIS POST RE. ES 
——t rR On eweneerg 
Popular—because they are made Strong 
and Durable; will swivel and roll very easily 
under heavy loads and render your custom- 
ers a long and satisfactory service. 





Profitable because they are manufac- 
tured in one complete plant from pig iron to 
the finished caster, direct to you upon a reas- 
onable one margin profit basis. 


Many Mill Supply houses are securing the 
caster trade of factories and warehouses in 
their territory with Pioneer Casters. You, 
too, can secure this desirable and profitable 
business. 

Made in all anti-friction, swivel 
single wheel, double wheel and rigid casters. 


sizes, 


Write for Catalog and Trade-prices. 
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ng Co. 
G6lkhart. Ind. 


26 years’ cas’er experience at your service 
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It’s Profit Taking Time 


As the New Year begins and the scales bal- 
ance their tale of satisfactory or unsatisfactory 
profits, there is food for thought in the results 
secured from the sales effort of the past twelve 
months. 


The desired profits on any line are best 
secured when dealer and manufacturer coop- 
erate—when the manufacturer provides, in 
addition to a worthy product, a spirit of re- 
sponsibility and helpfulness essential to the 
successful sale of any product—then, and 
then only, are worth while profits assured. 


For 69 years The I. B. Wood Sons Co. Line 
of Power Transmission Machinery has been a 
quality line—and yet a popularly priced, 
cooperative line, potent with dealer profits. 


We'd be glad to tell how the Wood Dealer 


Plan of Cooperation will profitably function 
for you. 


A request for information incurs no obligation, 
of course. 


T.B.Wood Sons oe sbut <4 Pa. 


OR PULLEYS, FLEXIBLE CO 


AUTOMATIC BELT CON 


ERS 
PAC {ORT CENTE 


New England Branch and Warehouse, 624 Main St., Cambridge, 


Southern Offic 


e, 312 Masonic Temple, Greenville, S. C. 
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THEY ALWAYS COME BACK FOR MORE 





























and they ll come back to you if they know you handle— 


\SF 
ELECTRIC 


DRILLS - GRINDERS 
BUFFERS 
YOU TELL ’EM—we’ll furnish sufficient catalogs 
—attractive catalogs that they’ll keep (see illustra- 
tion of cover at left), with your name on the front 
cover to circularize your entire mailing list, without 
cost to you. 


HERE’S WHY “HISEY” IS THE 
LOGICAL LINE TO HANDLE 


(1) It’s the most complete line. 


(2) Hisey Tools have never been surpassed in a competitive 
test. 


(3) Trial offers encouraged. 
(4) Sell the first one, and they'll always come back for more. 


THE HISEY-WOLF MACHINE CO. 





CINCINNATI, OHIO 




















Look into this new WALL 


“Service with Safety” 


DREADNAUGHT 


This new steel torch combines all the advantages of the time-tried older Dread- 
naughts with a number of improvements. Built for heavier work, to give a 
bigger hotter flame. New burner cleans itself automatically All joints 
brazed with hard brass spelter solder; every torch tested. Can be used in all 
kinds of weather. A better “service with safety” torch at an attractive price 
that sells readily at an attractive pront. Let us tell you why the new Dread 
naught No. 4] has been adopted by manv ot the lar rest industrial and public 
utility companies 


P. WALL MFG. SUPPLY CO. 


3126-66 Preble Ave., N. S. PITTSBURGH, PA., U. S. A. 


since L864 








ILLINOIS MALLEABLE IRON CO. 


IRON BODY GATE VALVES | 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 
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You Can Increase Valve Sales 


With the O-B Flexitite Disc Gate 


ANY of your good customers are using 
globe valves when they really need a gate 
valve with its full opening free-flow feature. 


They are using globe valves as a matter of 
habit, from the belief that there is no entirely 
non-leaking gate valve on the market. 


To increase sales, show them the O-B Flex- 
itite Disc Gate—the first gate valve that 
actually shuts off tight. Have them install it 
where no other gate has ever before operated 
satisfactorily. The result is certain—your 
valve sales will grow. 

Ask us today to send you full details about the O-B 
Valve line. There is no obligation. Address 


Ohio Brass Company, Mansfield, Ohio 
283V 





(Patented) 
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DIXON” 
FLAKE GRAPHITE 


“here is but one flake graphite and its name is DIXON. For 
100 years this name has been associated with graphite and today, 


consumption is greatly reduced. 


No 1 Coarse No 2 Powdered 


Flake Flake 
Write for Circular 71-C. = 
JOSEPH DIXON CRUCIBLE CO. | 2 ~ 











Jersey City New Jersey 
1827-1927 


ONE HUNDREDTH ANNIVERSARY 











to thousands of exacting men in every line of industry it 1s synony- a > = > 
mous with the best graphite obtainable. — — i 
™~ 





It is an ideal natural lubricant that spreads a smooth unctuous ~ ae — 
} : Pte ~ ~ —_— ao 63° ‘ 
veneer over rubbing surfaces and reduces wear to a minimum. ‘ — Le mae O 
. ° . : ~ ike fa 
Recommended for cylinder and bearing lubrication, for coating wa + 10 ibs NS 
gaskets, packings, etc. Properly mixed with grease or oil their Stef i SIXON 
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Sold Only Through Jobbers 2 ses 
A. sates Electrical Tool Co- x omer » 
The lt five States Elect ap 28. Ballt 


sls of U.S. Line 






For Complete Dete 
i ote 


lectric Drills Ask for Catalog “Q 
inders—Polis! ‘ 





ee | 








F -arbon Cleaning 9¢t 
a | Pilley—U. S. Carbo 
. Lin this set is the ov - ‘ 






HE very features that make U. S. Drills leaders 
in service, also qualify them for leaders in sales. 
In addition, you have the unique protection of the 
U.S. Plan of Selective Distribution—and all that is 
needed in national advertising, factory co-operation, 


a complete line, attractive prices, liberal discounts, 
and dividends in every billing. U. S. 


Drills leave nothing to be desired. sau irrrelh 


Write for Catalog “C” 


GENERAL SALES MANAGER 
THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electric Drills and Grinders in the World 


Cincinnati. Ohio. U.S. A. 


ci Portable Electric Drills | 
\ 'e j G 
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HIS new Magnolia Metal 


Book contains more really 


selection, 
anywhere else between two covers. 


Bearing 
practical 
and helpful information on bearing metal 
use and care than can be found 


pou 


subiect: rered 
subjects coverec 
r 
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The data, suggestions, and instructions in 
this book are the results of 41 years of 
experience in developing, compounding, 
and smelting of bearing metals, and care- 
ful checking of their operation in every 
type of service. 


The advice given should enable any engi- 
neer or machinist to make lined bearings 
that will assure uninterrupted, efficient and 
economical transmission of power. 


Send the coupon 








a 
i 
Magnol'a Metal Co., 
75 West Street, New York. 
Please send copy of the free Magnolia Metal 
Book to 
Name 
Company 
\ddress 
iS 1 
—i 





In the metal line specify Magnolia Products 
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YOUR CUSTOMERS WANT 


RAHMANN QUALITY 


The many dealers who are now handling 
Rahmann Leather Belting have the satis- 
faction of knowing their customers could 
not purchase better belting. 


There is some choice territory not cov- 
ered at present. If you want a dependable 


of Leather Belting that assures you a 


good return, write for our distributor 
proposition. 


Let Rahmann Leather Belting help make 
your New Year a prosperous one. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 


Newark, N. J. 


Syracuse, N. Y. Philadelphia, 


Pa. 











‘The CHICAGO Line’”’ 


Power Transmitting Appliances 





“DAGGETT” BALL BEARING 


HANGER BOX 


Ball Bearing Journals 


This is the Journal that is guaranteed to operate 
day in and day out without bearing troubles. No 
noise—no dirt—no dripping of oil. 


Lubricate but two or three times a year. Suit- 
able for Line Shafts, Countershafts, Machines, 
Idlers, Belt Tighteners or to replace any Babbit- 
ted Journal. Made to suit conditions. 

This is only one of many trouble saving special- 


ties of CHICAGO LINE Equipment. 


Don't be behind the times. Territory for live dealers, 


Chicago Puiley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 
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Just the Name—Duxbak 


Just the name, Duxbak, means good 
leather belting. 


Those who use it know its quality 
first hand. Its reputation has uncon- 
sciously impressed those who do 
not use it. All in all, the name 
Duxbak has a definite meaning to 
every belt user. 


We have something more to offer 
vou, as a dealer, than a mere agency 
proposition for leather belting. Your 
inquiries and correspondence are 
invited. 


BZ b 
ESTABLISHED /868. 


to Advertisers please mention MILL SUPPLIES 
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9 Clipper Knows 


ge The Clipper Bel: 


Lacer standard of 
the werld. More than 
PP50900 now itn 








use. 





The above Diploma of Award indicates 
that even in far off New Zealand the 
value of Clipper Belt Fasteners is rec- 
ognized, in this case by the awarding of 
the First Order of Merit. The Clipper 
Belt Lacer Company is justifiably proud 
of this award and accepts it as a sign that 
Clipper Fasteners are rapidly becoming 
standard throughout the world. 
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No Boundaries! 


T is not surprising that the Gold Medal Award of 
the New Zealand and South Seas Exhibition has 
been awarded to the Clipper Belt Lacer Company. 

The widespread acceptance of Clipper Belt Fasteners 
as standard belt connections, not only in North and South 
America but in Europe and Asia, should have a notice- 
able effect upon the decisions of practically ail foreign 
countries. 

Since one-third of the enormous daily production of 
4,000,000 Clipper Belt Hooks is exported to foreign lands 
it is evident that Clipper enjoys an international repu- 
tation. 


WHY CLIPPER PRODUCTS ARE SO 
WIDELY USED 
Clipper products are sold at a low margin of profit and 


at prices that meet foreign competition even in foreign 
countries. 

Clipper Hooks are mechanically perfect and are made 
of the best fatigue-resisting steel. 

Clipper Pins are the best we know how to make. 
Clipper Hooks have a staggered double grip. 

Clipper Belt Lacers are the most efficient lacers for use 
with Clipper Hooks. Material and workmanship fully 
suaranteed. 


Standardize on Clipper Products 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN. 
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neon BEARIUM 
STANDARD BARS - CASTINGS - RODS BEARIUM 





= ALL BEARING SERVICES 





SOLD ONLY THROUGH EXCLUSIVE 
DISTRIBUTING JOBBERS 





The Acid Test of Any Specialty Proposition Is the Result 
of Experience 


Your Conclusions Can Be Safely Guided by Those 
Who Have Proven the Value of the 
Bearium Franchise 


WRITE TO ANY OF THE FOLLOWING DISTRIBUTORS: 


Coblentz Tool & Supply Co Maddock & Company J. Russell & Company 
Erie, Pa. Philadelphia, Pa. Holyoke, Mass. 

The C. S. Mersick & Co. 
New Haven, Conn. 
Paulsen Supply Co. 


Cook Iron Store Co. 
Rochester, N. Y. 


The Strong, Carlisle & Hammond Co. 
Cleveland, Ohio 


The E. A. Kinsey Co. Chicago, Ills. The Strong, Carlisle & Hammond Co. 
Cincinnati, Ohio Pittsburgh Gage & Supply Co. Detroit, Mich. 
The E. A. Kinsey Co. Pittsburgh, Pa. Topping Brothers 
Indianapolis, Ind. Root, Neal & Co. New York, N. Y. 
Buffalo, N. Y. 
The Long Island Hardware Co. The €. Be Weed Co. Lewis E. Tracy Co. 
Long Island City, N. Y. Guracuse, N. Y. Boston, Mass. 


Vames in Red are distributors appointed since December Ist 





A CONSTRUCTIVE SALES POLICY THAT ASSURES 
TURNOVER AND PROFITS PLUS 100% COOPERATION 





A Bearing Metal with Increased Service Life 
Non-Scoring Non-Seizing 





Proven by Nationally Known Users | 
BEARIUM BEARINGS, INCORPORATED | 


ELLICOTT SQUARE, BUFFALO, N. 29 BROADWAY, NEW YORK CITY 
88 PEARL ST., BOSTON, MASS. 


Foundries: Buffalo, N. Y., and So. Boston, Mass. 


Issociuate Member Nattonal Suppl Vachtnery Distributors’ Assoctatton 
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The 
Goheen Line 


Since 1888 Goheen Industrial protective coat- 
ings have had the unqualified approval of engi 
neers and architects. Quality plus extensive 
advertising in the best known trade papers have 
made Goheen paints known and used the world 


| Why a Mill Supply House Can 
Sell Industrial Paints 


You, as a mill supply house, cover the field 
recularly with high class representatives who are 
able to bring you your share of the industrial paint 
business—if you have a high quality, well known 
industrial paint. 

The combination of the reputation of a mill 
supply house and the standing of Goheen paints 
spells RESULTS—the basis of all sound business. 


Continuity of the Industrial 
Paint Business 


Paint is not a commodity that is affected by 
business depression. As paint reduces deprecia- 
tion, structures must be painted whether business 
is good or bad. Paint is not a one time seller until 





—PAINT ENGINEERS SINCE 1888 / 
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expansion, but rather a commodity that must be 
renewed from time to time. 


Advantage of Handling Goheen Paints 


To get the proper consideration from the 
industrial buyer, the distributor must handle a 
STRICTLY INDUSTRIAL line of paints. Goheen 
paints are specialized and each is designed to fit 
some particular industrial use. Goheen paints are 
more than just paints—they are SPECIALIZED 
INDUSTRIAL COATINGS. 


This is the time of year to look 
over your lines and plan for 1927. 
Clip the coupon and write us. 


Gcoheen Corporation of New Jersey 


331 Madison Ave. 


Goheen Corporation of New Jerseys, 
31 Madison Ave., New York Citys 
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In his own interest 
one of the most highly-reputed 
manufacturers of machine 
tools published the advertise- 
ment reproduced below. His 
statements are typical of the 
best thought today, among 
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makers and users of Timken- 
equipped machinery of every 
type, for every purpose. 


THE TIMKEN ROLLER 
BEARING CO., CANTON, OHIO 


EARNEY & TRECKER’S latest 

and largest milling machine — 
the New No. 4 — is equipped with 
Timken Roller Bearings. 


This is not in answer to a popular 
appeal, nor to add another “talking 
point”. Kearney & Trecker milling 
machines are not designed that way. 
Every improvement or new feature 
must stand the test of rigid experi- 


ment, otherwise it is never adopted. 


In October 1921 we first put Timken 
Roller bearings into a milling ma- 
That pioneer machine has 
been running day in and day out in 
For five 


years it has been submitted to all 


chine. 
our own shop ever since. 


manner of service far more severe 


MILWAUKEE 


MAIN OFFICE 





MILLING 


KEARNEY & IRECKER 


AND WORKS: 





than would ever be encountered in 
normal operation. 

Exhaustive experiments have borne 
out the fact that anti-friction bear- 
ings provide (1) Greater load carry- 
ing capacity (2) Increased mechanical 
efficiency and (3) Longer life. Not 
only that, the reduction in overhang- 
ing loads and clearances required, all 
make for greater rigidity of drive. 
Anti-friction bearings have earned 
their way into Kearney & Trecker 
milling machines by sheer merit. In 
our judgment, they accomplish the 
greatest usefulness in the bigger sizes 
of machines where it is necessary 
to transmit a large amount of power. 


That is ““why we adopted Timkens” 
in our new No. 4. 


MACHINES 


MILWAUKEE, WISCONSIN 


Why we adopted Timkens 
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Sell the YALE | 
"LINE of | 
STEEL | 


The Yale Spur Geared Chain Block with its “line 
of steel, from hook to hook”’ is the strongest, 
safest and most efficient block on the market, 
and the name Yale helps make the sale. 


The Yale Chain is an important part of that 
‘line of steel’’— useful as well for other purposes 
aside from its specific application as the Yale 
load chain. 


Sell this Yale chain. You may often have calls 
for special chain of unusual strength and depend- 
ability for special work. 

There is nothing better than the Yale welded 
steel load chain and it has tremendous shock 
sustaining capacity. 

For purposes where other chains fail, the Yale 
chain is available in such sizes as are made for 
Yale Chain Blocks. 

Yale Material Handling Equipment includes 
Ball Bearing Spur-Geared Chain Blocks, Screw- 
Geared and Differential Chain Blocks, Ball Bear- 
ing Electric Chain Hoists, I-Beam Trolleys, 
Overhead Crane Equipment, and Electric Indus- 
trial Trucks, Tractors and Trailers. 

Factory Locking Equipment—to acquire lock- 
ing control, security and convenience throughout 
the factory, use Yale Master Keyed Locks. 


The Yale & Towne Mfg. Co. 


Stamford, Conn., U.S. A. 








Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 





«Conveying Systems 








Ap aces opt te RNR ale Ae NRE wo 


Agee EERE ATOR 


eon 


ey es 8 IR Sy 


January, 









\“TWO IN THE MORN-| 
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Z J YAND KEEP 


("WHAT'S THAT,- YOU HATE TO 

| BOTHER ME- SAY OLD MAN 
| BEING BOTHERED IS HOW 
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BUSINESS | 
ESN'T IT TRUE THAT JOBBERS HAVE AS THEIR CHIEF REASON 


VICE THEY RENDER? 





E believe that jobbers are the 

most logical and economical 
source of outlet for Mechanical Rubber 
Goods, which explains why Republic 
adopted the five point policy shown 
ca 


for us [to 
and understand jobbers’ mer- 
chandising problems in order that we 
may be partners with 


W e believe it 1s 
] 
stuay 


necessary 


sources ol 
1 1 , . 

outlet and command their respect and 

support. 


We believe jobbers render a very 
necessary service to all dealers and 
consumers, and we believe in telling 


our 


THE REPUBLIC RUBBER 


Youngstown — 


dealers and consumers that jobbers are 
entitled to their support. 


We believe our line is complete—that 
it will compare favorably in quality and 
price with any made—that our service 
is as good as any and that our sales 
program, pioneering the jobbers pre- 
eminence, stamps us as 
worthy of support. 





leaders and 


Wouldn’t you like to know all about 
our advertising plan which 
the jobber’s importance? 


feat ures 


A letter from you inviting 
the complete story willin no- 
wise obligate you. Write to 


Co. 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorilv 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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= YOST VISES —— 


GUARANTEED THROUGHOUT 


} Machinists’ 
Vise 














Combination 
Pipe 
Vise 








Machinists’ 
Vise 











12 Sizes : 
2” to 81%” jaw 4 Sizes 
314” to 6” jaw 


Machinists’ 
Vise 


Machinists’ 


Vice Hinge Pipe 


Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 


%” to 12” 


12 Sizes Drill Press Vise es 
2” to 8%” jaw 





Pattern a oad Sizes Le — 
s olds Pipe 

Makers’ * B pons se” to oF ; ise 

Vise s 8”x16 










Anvils 





60 Ibs. to 450 Ibs. 


Complete Line Manufactured by 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


When writing to Advert s please mention MILL SUPPLIES 





























WORKMANS HI P 


Workmanship is as important in 
making car movers as it 1s In mak- 
ing any other product. That ts 
why Badger car movers are so 
carefully made. They are pains- 
takingly assembled and inspected, 
making sure that each part fits and 
is of the highest quality of mate- 
rial. 

The exercise of such care in mak- 
ing the mover means that only a 
well made product will get on the 
market. 


This helps to explain the good 
reputation of the New Badger 
Movers, which means more sales 
to the jobber. 


[-y Dea 


ADVANCE CAR MOVER COMPANY 


Appleton, Wisconsin 








[New Bad 


car movers. 
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REPEAT 
BUSINESS 


VERY that real 

profits come from the sale that leads 

to a continuous flow of sales. That's 

just what the first order of Kleen 
Kwality Kloths means. 


salesman knows 


Practically all of your customers use 
wiping cloths of some kind. Isn't it just 
as easy to sell them a brand that is not 
only clean; but actually sterilized? 
Klean Kwality Kloths are washed in 
chemicals, boiled in live steam and 
baked at 225° F. for 30 minutes before 
they are baled. This makes them as 
sanitary as hospital gauze and lintless, 
too. 


You can sell them in four grades and in 
any quantity from 10-lb. packages to 


1000-lb. bales. Let us show you how 
they will be a profitable product for you 
to handle. 


Aaron Ferer & Sons 
ST. LOUIS 


Branches in main 
industrial centers 


Kleen Kwality 
KLOTHS 


yn MILL SUPPLIES 
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How many belts that have come to your notice have lasted 12 
years and 4 months? 


And did you ever sell a belt that after serving 148 months 
brought the buyer a 10°¢ cash rebate? 

This is exactly what a Diamond Rubber Belt accomplished on 
this installation. 

Lasted 12 years and 4 months in service. 

Handled 1,300,000 tons of crushed rock. 

At a ton cost of only .00146. 


After which, half of the belt was still good enough to be sold 

for light conveyor service, at a price representing 20% of its 

original value—thus constituting a 10% cash rebate on the first 
cost of the entire belt. 


The supertor service value of Diamond belts makes 


% the line not only profitable but a permanent business 


builder for the jobber and distributor. We shall be F 
very glad to give you full details on the Diamond A 
proposition, 4 


THE DIAMOND RUBBER CO., Inc. 
Akron, Ohio 


Atlanta Chicago Boston Dallas 
New York Philadelphia Kansas City 
Los Angeles Seattle San Francisco 
4 
« 
\ Ad | Miv.1 Sut s 
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Cold-Drawn 
Hex. Sockets 


Allen Process 
Extra Strength 


“ALLEN” Cap and Set Screws 


Pull the trade with 30°, More Strength! 


They have the “pull” with your set screw Buyers—by having that 
extra strength. They have the pull of a Reputation, as the cold-drawn 
“30% stronger screw.” They have the pull of industry-wide adver- 
tising—which saves you a lot of “push.”’ Easily your line of least 
resistance in selling and keeping your set screw customers. 





Illustrating the Process Midian Sat Seswws 


Hollow screws of Allen manufacture 
> show 30 percent extra strength over 


A 


broached hollow screws —the only | 
other kind made. By a_ patented 


- 


. process of cold-drawing we increase 


- 


TH the density of the steel around the 
~ ALL Ny socket-hole, so that even the smaller 

am. sizes will stand all the strain that the 
best made wrench can apply. The | 
\llen process makes clean, perfectly formed socket 
holes, with no chips in the bottom as in broached 
hollow screws. The entire length of the Allen is 
utilized either for solid metal at the point, or depth 


mm 






of socket for the wrench. All sizes carried in stock, } 
from '%4 in. to |! in. diameter; any length, point or 


thread at no extra cost. 


A 
y 


Socket Head Cap Screws 


These are the strongest, handiest 
screws for punc h, die and jig work. 
The head of the Allen is finished all 


over and is turned true to the body ot 


_ 


the screw. T his accuracy enables the 


\\ 


user to set up the screw in a counter 
bored hole without grinding off the 
sides. Scientifically heat-treated like 
the \llen safety set screw; threads die 


i 


cut, accurate in pitch and perfect in 


lead. 


i 


i 


The hexagon wrenches give greater 


i 


purchase than any screw-driver in a 
slotted fillister. And firmer leverage 
than projecting-head screws; no cor 





\ 


3 
mane 





rc 





i 


ners to round and allow wrench-play. 


You could use the handy Allen Catalogue with its size and 
price-charts, sales- points, etc. We'll gladly send it, with 
any further information that would help you personally. 


THE ALLEN MANUFACTURING Co. | 


143 SHELDON STREET HARTFORD, CONN. 


Hi 
RB W. C. Stauble R. E. Gregory E. P. Crawford W. J. McRae | 
( 2704 Rochester Ave 1029 Wesley Ave. 3348 N. Park Ave. 320 Market Street 
} Detroit, Mich Evanston, [ll. Philadelphia, Pa. San Francisco, Calif. 
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| Th Lines Do Sell! 
ese Lines O Sell. 
SET ETE Ce 
¥} ERE’S a page of quality products that you'll enjoy sell- 
Ail ing. Each item has been so consistently advertised to 
| | the trade that little effort is needed to get orders. Attractive 
| prices—exceptional quality—prompt shipments—that’s our 
| . . 
reputation. Send for circulars today. 
“Hallowell” All-Steel 
Benches save time and 
money. No carpenter 
hire—no lumber to bu 
Can’t burn or splinter 
Rugged—built to last for 
ea Shift them as you 
ill. All-Steel Bench Draw- 
rs protect tools. Steel 
Tables, Steel Tool 1s 
All lines in stock 1 oO 
ship 
| 
**Pioneer’’ Steel Hangers, the 
original all-steel hangers, cost 
| less to stock than any other and 


] 


re now so well introduced that 
hey almost sell themselve 
Steady repeat business brings 


**Gast’’ Oiling Machin 
for loose pulleys will pay 
for themselves in a few 











months. Loose pulleys 
me practically never wear 
**Hallowell’’ Stee! I : 
Collars are reco out, when equippec with 
nized to he best the “Gast’’ Oilin 
made con chine. Oil twice ye 
ie, : eapaaiee 
pap heir Bri profitable 
igh polish and lov GEGSES 
rice, explains their 


**Hallowell’’ Ste¢ 


Bench Legs lave 
rccome very popu 
lar because they 
an be picked uf 
ready 
they 
ock 





wonder 


ller 
ire ready sellers 















‘“*Unbrako’”’ Hollow Set and Socket-Head Cap 
Screws stand up under strains that wreck 
every other screw similarly tested. Besides, 
*‘Unbrako” products cost you and your cus- 
tomers less—but net you more profit, and 
that’s something to think about. 
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Box 3, Jenkintown, Penna. 
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The night and day service, the constant, organ- 
ized, standardized push, requires the strongest 
driving power—and behind the work, the ma- 
chines, the rush—you’ll find Cocheco Belts. 


No belt supersedes the leather belt for long 
hard service—no belt is better made, from hide 
to pulley, than the Cocheco Belt. 


The railroads are keen buyers—no guesswork, 
no maybe, just efficiency and service. Railroad 
shops in the Northern States, the Middle States, 
the far West, and in the South, specify— 
Cocheco Belts. 


Sy aly 
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Write for the 
Cocheco Booklet— 
a Book on Belts. 


I. B. Williams & Sons, Dover, New Hampshire, U.S. A. 
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“The Greatest All Purpose 


Alloy Ever Made”’ 


The unanimous testimony of experienced manufacturers 
and machinists is that Bunting Phosphor Bronze delivers 
the maximum of quality, serviceability, and satisfaction. 
This is the same metal from which is made the millions 
of Bunting Bushing Bearings used for years in all 
mechanical industries. Your best customers will be glad 
to learn that you sell Bunting Cored and Solid Bars. 
They are nationally advertised. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 
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CORED and SOLID BARS 
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Bronze 
Assortment 


tell 
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Tis coupon brings 


a free sample 


of Kester Solder to prove these 
“sales points” 


HERE is but little sales effort neces- 
sary in making a Kester customer. Any 
one of.the following features of Kester 


Solder are sufficient to make a quick sale, 


a clean profit and repeat business: 


4, Kester Solder needs no separate flux— 
it carries its own scientific flux in tiny 
sockets within itself. 


2. It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 


3. It saves one-third of soldering time. 


uncertain operation of 


4. Eliminates the 
separate fluxing. 


5. Genuine solder made of pure virgin tin 


and lead. 


6. Handy packages, one, five, tenand twenty 
pound spools. 


To prove to yourself that Kester salespoints are 
facts that have built a substantial and profitable 
business for our dealers, 
sample free. Send the coupon today. 





{ | 4215 Wrightwood Avenue 


l Originators and world’s largest manufacturers 
i of Self-Fluxing Solder 
YOUR JOBBER CAN SUPPLY YOU 





we will send you a test 


Chicago, U.S.A. 


1 

t 

est it now- 1 
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90% of 
all shops 
in U. S. A. 


A 2 Y= MARK REG IN US Pat. ~. N G 


TOOL HOLDERS 
They Sell Themselves ! 


Sales energy to batter down sales resistance 
is unknown to Jobbers and Salesmen handling 
ARMSTRONG Tool Holders. Shop foremen 
KNOW all about the savings and increased 
production afforded by our Tool Holders. 


Increased sales is merely a matter of push- 
ing the complete line. Most shops need all 
of the various ARMSTRONG Tool Holders 
—there’s one for every kind of job. 


Thirty-three years of scientific, dependable 
tool-making behind sale you make. 
Make better customers by giving them what 
they want—RECOGNIZED QUALITY. 


every 


ARMSTRONG Tool Holders 


All Forging 
SAVE 


70% Grinding 
90% H. S. Steel 


{RVMSTRONG 
and Better Sales 


Complete BROS. 


Vore 


Carrying the 
Line means 

Tool Holders 

Lathe Dogs 

Clamps 

Ratchet Drills 

Drop Forged Wrenches 


Solid Stocks and Dies 
Adjustable Stocks and Dies 
Pipe Cutters 

Pipe Vises 

Pipe Wrenches 


Write for Catalogue B-23, showing 
the complete ARMSTRONG Line 


with descriptions, sizes, prices, etc. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
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a AGRE». 4 Volt brand is best for 4 
or Cars Ope Oe | most severe drives. Made 
e VOLT Z in single, double and triple 


~ SANNED! 
yo a 


ply, and in all widths. 
Truly, it is the belt for 














service. 
HE kind of products that build business 
and good will for jobbing houses are ex- OLD FAITH- "s - 
° re ° FUL is same as If'5 \ \\ eae 
emplified by HiLaB Leather Belting. Thor- 9 vor oobi i oman ee 
*,° made with Seni ee 
oughly dependable under every condition and water - proof ! 
= cement and impregnated with special oil 5 
demand—always uniform—these are the rc- Soca, locecnaine | pr “a cca i 


. hot, damp, oily and steamy places. 
sults of a half century of knowing how—and om — 


being satished with nothing short of the best. sabi. So teas he 
small pulleys, high speeds | 
and excessive strains. 
Withstands steam, water, 
oil and fumes. Won't 
crack or lose its pliability 
because it is tanned and 


° ° treated by special process. 
Nothing but pure oak-tanned belting butts from 
carefully selected packer hides are used in HiLaB 
Belting. Thorough testing for tensile strength and 


Only Finest Materials Used 





DYNAM O1s recom- 


mended for use on 


resistance—old-fashioned hand stuffing for uniform = m°te"s: dypamos. fans, 


blowers and similar high 

lubrication of fibres—careful matching for uniforin sees a center drives 
x . : 5 A ight weight, double ply, 

texture and thickness—three distinct stretchings— with great tensile strength 


and pliability. 





and rigid inspection at every step. These have made 
HiLaB the “buy-word” in leather belting for 56 
years. And we never deviate from them—it isn't 
necessary. 


MACHINE is a thor 
oughly reliable belt for 
general purposes and or- 
dinary work where the 
strain and speed are not 
excessive. Made in single 
and double ply up to 4 
inches in width. 


HiLAB 
Leather Beltin 


Hide Leather ok nl & Belting Co. 


Indianapolis 


1k f Indiana, U. S. A. 
—O>—=—==_ ee eae Ta ee i —— ee 





Write for Special Jobbing Proposition 
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~MEDART 


PILLOW BLOCKS 


Self - lubricating 
and Pillow Blocks fur- 
nished split to facilitate 
erection. Of sufficient 
length to provide ample 
bearing areas. Bearing sur- 
lined with anti-tric- 
tion metal. Ojil-fed grooves 
cut in the bearings assure 


Bearings 


tTaces 


proper lubrication through- 
out the bearing lengths. 
Laminated fiber shims be- 
tween halves to compensate 
for natural wear. All bear- 
ing ends faced. 

Four types—Ring-oiling, 
Wick-oiling, Plain- and 
Collar-oiling. Medart “plus” 


service, of course. 








MEDART 
GEARS 


If you need gears—QUICK— 


call on Medart, St. Louis. 
Gear headquarters! Medart 
Gears are furnished in practi- 
cally every type, material, 
construction and size:—Spur, 
Spiral, Bevel, Miter, Internal, 
Herring-bone, Worm, Mortise 
(including wood cogs)—Pat- 
tern Molded, Machine Molded, 
or Cut-tooth—Cast Iron, Cast 
Steel, Semi-steel, Bronze and 
composition Fabroil, Textolite 
and Textoil. 


Patterns unusually complete. 
“Right-now” special stock 
shipments or “special-rush- 
special-order” shipments. 


Note: — Fabroil, Textolite and 
Textoil composition materials 
made by General Electric Com- 
pany converted by gear-cutting 
into finished Gears by The Medart 
Company—national distributors. 


January, 1927 





‘ 


-MEDART. 


HANGERS 


Extra strong to carry reas- 
onable loads with an extra 


margin of safety. And, at 
the same time maintain 
proper rigidity under oper- 
ating vibrations. Quickly 
erected, easily and accu- 
rately adjusted and aligned 
by means of 4-way adjust- 
able screws with jam nuts. 
Bases accurately leveled. 
Frames widely interchange- 
able. Six types—Universal 
Drop and Standard Double- 


brace Drop. Single-brace 
Drop, Adjustable Exten- 
sion, Closed Post, Open 
Post—all with self-lubricat- 





ing bearings. Special serv- 
ice—any time—anywhere. 


THE MEDART COMPANY 


Office and 


Cincinnati - Ohio 


Warehouse 


MANUFACTURERS OF 


General Offices and Works, st. 


POWER TRANSMITTING 


(Formerly Medart Patent Pulley Co.) 


Louis, U.S. A. 


Offices in’ Chicago, Philadelphia, 


‘iitsburgh, New York A Senttle 


AND KINDRED MACHINERY 


~\ 


mM DA LIZZIE mdr 


Everything in Line Shatting Equipment 
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Samples of Kalamazoo covers 
tomeet your requirements will 
be submitted upon request. 


KALAMAZOO LOOSE LEAF BINDER CO. 
Factories at Kalamazoo, Mich., and Los Angeles, Calif. 


Sales Offices in Principal Cities 
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It is a good thing to know that 
there is a bearing that will last six 
times as the bronze 


made, vet mever neca 


long as best 


bearing 


( 
drop of oil, Arguto Oilless Bear 
ines can show manv records of 20 
vears of service without apparent 


wear to either shaft or bearing. 
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Metal Goods of Every Kind and Description Should be 
her- | ; : 
Gear Tools and Ot Sand Blasted to increase Plating Durability 
Hardware The sand blasting process is fully treated in our catalogue. It improves 
= 2A Articles your plating, making a suatece to which the plate will adhere more 


securely and much more rapidly and so sand blasting saves time in 


a plating, and improves your finish—very desirable ends you will agree. 
~ ts | eaned of Scale | : 











This also apphes to articles to be painted, sprayed, enameled or other 


wise treated. Mat finishes of various degrees are quickly secured. 


) LEIMAN BROS. 


—~ 
_—~t%= AUTOMATIC, CONTINUOUS FEED 


= SAND BLAST 


ind Improved in Color isa strongly built machine that lasts for many years, yet is not expen 


RAPIDI Y sive. It does the work with less effort and expense than all other 
makes. That's why the most discriminating concerns use this one. 
and DRYLY 








No Dust Collector or Arrester Needed 


No expensive parts to wear out and require renewal. All parts are 
very sturdily made of common material and are very low priced to 


replace. You can get them everywhere because they are in common 


SAME SAND USED OVER AND OVER 


A press of the foot cont rols the flow of sand through the nozzle. 
The work is held in the hand and moved about to effect all 


use for other purposes. 


No chance for this simply constructed machine to clog up or get out 
angles The hands ar e wet affected and the work cannot ve ‘ ; : : ‘ ‘ 
spoiled. Even the most inexperienced worker gets the bes of order—a common occurrence with higher priced machines. 
results at the first try. 


mn ceo A WG. ae 


Vakers of good machinery for nearly half a century. 








Manufacturers— 
Sales Managers— 


In January of every year the publishers of MILL SUP- 
PLIES issuea new edition of the ‘‘Sellers Guide to Supply 
Houses.” The Guide is now ready for delivery. 


At some time during the year nearly every manufacturer 
selling through supply houses needs a copy of this book. 
It is both a mailing list and a salesman’s guide. 


It was with extreme regret during the last month that 
we could not fill urgent orders for the 1926 Guide. Many 
manufacturers have already ordered the 1927 edition. 
This is a tip to every manufacturer who expects to use 
the 1927 edition to place the order early. 


THE CRAWFORD PUBLISHING CO. 


937 South Dearborn St.. Chicago 
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Blue Grass Brand 
Wipers and Polishing Cloths 


Clean — Soft — Absorbent — Lintless — Sanitary — Germ Proof 


Attention, Mr. Jobber! 


Doubtless you are being quoted almost every day on 
3 : } J y 


wipers. It is well to inquire whether various offers are 








Guarantee 


BLUE GRASS Wipers 
and polishing cloths 
must satisfy you that 
they are exactly as 
represented. If found 
otherwise, any and all 
shipments are return- 
able to the factory 
without cost to you. In 
this connection you 
have the last word and 
are the sole judge. 


made on the good domestic, washed and sterilized wipers, 
as much foreign stock of questionable quality is being sold 


because of the low prices at which it is offered. 


Domestic wipers that have been sterilized and properly 
sorted will prove to be not only more economical to the 
consumer, but they will result in the customer's good will 


and future business. 


We protect our jobbers. Ask for prices. 


Louisville Sanitary Wipers Co., Inc. 


Louisville, Kentucky 


























Are You Getting the Returns You Should? 





HUFFMAN | Fire Pots tens, and stated us 
Ire rots tomers to the leading 


Why? 
When? 


Our 


Torches are giving sure, quick re- 


Gas Furnaces jobbers in the country. 


Because they offer a greater value in quality, design, workman- 
ship and lasting serviceability. 


The season is on. Now is the time to let the Huffman Line show 
you Real Returns. 


SHIPMENTS 


stocks are complete—your specifications can be cared for 


promptly. 


Write for our literature and “Trial on us” proposition. 


HUFFMAN MANUFACTURING CO. DAYTON, OHIO 
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What is his output worth P 


DELTA 


BRIDESBURG 


HETI IER he draws toolmakers wages or cleans cast 

ings, a fhiler’s ‘output’ is a few ounces of metal dust 
per day. Contrasted with the barrel of chips from the big 
milling machine, it is pitiful enough. Yet it costs a man’s 
pay, plus overhead. 


For a number of months, a few employers have known 
that, by using ‘““Lance-Tooth” Deltas, they could do sur- 
prising things to that pile of metal dust. Increases of 50 
per cent in filing speed are common: of 100 per cent by 
no means rare. And Delta Files, instead of being old and 
tired after eight or ten thousand strokes, are still fresh and 
hungry for more! 


That knowledge will be common talk by the end of 1927. 
Start using it in your business now. 


The Delta story is told in a surprising booklet, “Files that 
CUT.” It is worth money to any shop. 


“Buy Fileage as you buy Mileage” 


FILE WORKS 


PHILADELPHIA 
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MAKING SIMPLE 
THINGS RIGHT 


It is important that 
a cuspidor should 
not leak. The 
modern pressed 
steel receptacle 
that takes the place 
of the sawdust 





filled box, is in 


FACTORY CUSPIDOR 


keeping with the 
eflicrency of the 
present age. But there is aright and a wrong way 
to make even so simple a thine as a cuspidor, We 
learned how to make cuspidors before cigarettes 
became more popular than a “chaw” of Horse Shoe. 


and we have been makine them rieht ever since. 


Pote Pans are 
another thing 
that have 
littl or no 
artistic ap- 
peal, but they 
should he 
able to stand 









| the hard Cheney Hammers will bear any 
I ey S k »cks of . . 
ica ilatagy ee inspection. They have stood the test 
ever day 4 


shop work. Our Tote Pans are not easy to bang out for more than 90 years and tool users 
of shape: have no seams to bulee and are cuaranteed know they can bank on ’em. 


tocarry amaximum load without losing their figure. 


From the clear second-growth hick- 


The same thing goes for 


siile Siniag Batik wel Ste ory handles that really fit a man’s 
ping Barrels. We have put hand, to the perfectly tempered ends 
aici i gy age of the tool steel heads, Cheney Ham- 
extra weight. They are mers have the stuff in’em that means 
Satya oe eee ey real hammers to the men who know 
We also make a complete tools. 
ie mate ee That’s why most of ’em insist on 
zs ping ladles— all at_ prices Cheney Hammers first, last and 
aos eS en always. 
SHOP BARRELS with nice profits. . _ 


Write for our Special Jobber 
Offer and Catalog 


MULLINS BODY CORPORATION 
102 MILL STREET SALEM, OHIO 
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—applied with 


a hammer 


Bristol’s fasteners and a hammer 
that’s all you need to join the 
ends of a belt. 





et> . PAN \y ; 
pn a i mee Se As easy as driving a nail. Simply 
wae a eee ok Oe gid’ square up the ends of the belt, butt 
‘to HH oOo asl them together on a block of wood 
and drive the fasteners through. 


The ideal way for emergency re- 
pairs, because it is quick and any- 
body can apply Bristol’s without 
the aid of special tools. Makes a 
strong smooth joint that will not 
work loose or tear out. 


Keep Bristol’s handy and you will 
forestall many an expensive delay. 





For thirty-five years a staple article 
at most mill supply houses. 


Write for belt lacing folder 722-H. 
The Bristol Co., Waterbury Conn. 


BRISTOLS 


_ PATENT STEEL AIS 


BELT LACING 


n Minn Suppui 
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SCOIT VALVES 


A COMPLETE LINE OF 


ae LS 


wd 


rly BRONZE ee IRON-BODY VALVES 
ilioy BUILT FOR LONG LIFE 


Since 
1866 


Scott Iron-Body Gate Valves incor- 
porate in their design and construc- 
tion, the experience of forty years in 
the exclusive manufacturing of valves. 
Full weight—symmetrical and scien- 
tific distribution of metal to resist 
strains — high quality of material — 
accurate workmanship—rigid inspec- 


~ literature tion and test—these are the essential 


Play Sent factors entering into the manufacture 
On Fequest of Scott Valves which have won for them =>. 


the confidence of many satisfied users. 





No. 434 
0.S.& Y. Gate 
125 lbs. 


SCOTT VALVE MFG. CO. 


DETR OT MtcH#. SIGN VALUE 


‘MAXIMUM SERVICE PER DOLLAR’ 


SIGN VALUE 























Traps for every Purpose— 








if 


High and Low Pressure Traps for use in steam 
lines as well as traps for removing air from 
water mains, brine pipes, etc., make up the 
Anderson line. 


Many years of manufacturing experience have 
enabled us to produce traps that meet every re- 
quirement for which you have use for this kind 
of apparatus. 


The Anderson reputation for high quality, re- 
liable traps is your guarantee of satisfaction. 


Vasa J Use an Anderson— 
caug Pali 2 : It's a Trouble Killer 
' : | ape, THE V. D. ANDERSON CO. 


Cleveland. Ohio 






Model “O” 
Air Trap 


3306 Srd Ave. New York City 100 Pearl st... Boston 
212 Race St.. Philadelphia 207 Union Trust Bldg... Baltimore 
\ 131 Plymouth Court. Chieaco Pa 


Wh wi gx to A 1 rs pl on Mint § 
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B RICHARDS WiLcox.. 
AURORA Lag 





There Is Profit For 
You in OveR-Way ite imprint” 


Conveying Equipment | . 
Offer Your Cus- 


: . é tomers This 
and offers you as a mill supply jobber a most attractive oppor- i hag 
tunity for increased profits. [ roposition 


The Richards-Wilcex line of conveying equipment is complete 


"> 


The line includes both enclosed trolley-track and I|-beam types of 


We do not believe, we snow that 
track, switches, trolley cross-overs, turn-tables, curved track, 


R-W No. 925 Ball-Bearing 
l-Beam Trolley will give you a 
y 4 } 

+ C , . service that cannot be duplicate 
The trolleys, for both types of track, are very carefully engineered ervice that cannot be d geag ed 
: : anywhere, by anyone. We dnow 
that it will demonstrate its superi- 
orities under actual working con- 
The Richards-Wilcox Manufacturing Company maintain a staff pr shaahalei SS 
c : 47 . rT be true,we gladly send (nis trolley 
ot experienced OveR-W ay engineers at each branch office. These ‘ 2 2 ae “e 
: fora FREE trial toany reputable 
manufacturer. If it fails to give 
vou the satisfaction you think it 


brackets, and all necessary equipment for complete installations. 


and are carried in stock in many different capacities to meet any 
demands. 


engineers will gladly work with you in assisting to close your 
prospects. 

: = ; : ’ sabe 2 . ates a : ae he 
Richards-Wilcox conveying equipment is efficiently serving thou hould, send It back at our ex 

acs ; t th; . pense. [his offer is far stronger 

sands of industries in all parts of the world. A share of this busi- \ 
than any claims we can make. 
R-W No. 925 is made in seven 
Write to any of our offices for further information. capacities— !4 to 4 tons. 


ichards-Wilcox Mfé. (0. 


“A Hanger for any Door that Slides.’ 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 


AURORA, ILLINOIS, U.S.A. 
Chicago Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


(91 Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 


ness can be yours. 
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Guaranteed Breakproof 
thismeans every Superrench’ 
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Because they are made of 
Chrome-Molybdenum Steel, the 
toughest wrench material 
known today, and because they 
are manufactured under the 
rigid standards that prevail in 
the WILLIAMS’ works— Every 
“Superrench” 1s guaranteed against 
breakage. 





More, we back this assertion with a re- 
placement guarantee. 


The ‘‘Superrench” is made in five pat- 
terns. Experience has proved they sell. 
Time has proved their service. Order 
yours today. Ask for catalog. 


J.H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 


VILLIAM 


SepERIOR DROP-FORGEO Tq 





Ors 


(Chrome-Molybdenum) 


When writing to Advertisers please mention Mitt S 
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WILLIAMSPORT 


W | R t y Telfax Tape marked R P 
Factory certified 
is standard equipment on 


KEYSTONE DRILLERS 
and EXCAVATORS 


This message is broadcast to 1,368,000 people using wire rope because it deserves to be 


You men who risk your lives with ponderous machinery are entitled to the protec- 
tion you get in the use of Williamsport Wire Rope and a manufacturer who thus 
equips his machinery is thinking more of your safety than the price he pays. 

He believes in safeguarding you in every way available and Williamsport is the 
only wire rope made, all grades of which are marked with plain English proof. 
Such manufacturers deserve your confidence. You have a right to be nervous 
about the tensile strength of ropes not so marked—the good name of any manu- 
facturer is not a protection against mistakes—but the wrong grade of Williams- 
port Wire Rope can be instantly detected by anyone. Others can not. 


Isn't this protection worth demanding—If you think so, insist upon Wil- 
liamsport equipment on the machines you use, for your own protection. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works Gen’! Sales Offices 
Williamsport, Penna. Peoples Gas Bldg., Chicago 
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6 ~FAMOUS GENERALS 








ey t Julius Caesar 





Scand Adolphus 


TLE A Sal TWIST DRILL 
LL Lov YW 


CLEVELAND 
NEW YORK-CHICAGO- LONDON 
TRADE MARK REG. U. S. PAT. OF 





F. AND FOREIGN COUNTRIES 
Manufacturers of Carbon and Cle- Seaat High Speed Drills tor every 
Drills; Hand, Jobbers’ and Shell Reamers; 
Reamers; **Quick-Set” Reamers; “Spirex”’ 
Turret Lathes; Counterbores; Countersinks; 


urpose; “Mezzo”’ Super-Carbon : 
“Peerless”? High Speed Reamers; “Paradox”? Adjustable 
Machine Taper Pin Reamers; "Chucking Reamers for 
Sockets; End Mills; and the “Ezy-Out” Screw Extractor. 
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HOYT 


—- SOLDER 
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© /HE superb quality of materials, 
careful blending and matchless 





* 
formula of HOYT’S Solder has | 
made it a standard of quality fj 
for over half a Century. You'll 
realize why when you try it— IU 
and you'll demand it forever 
thereafter. 

ml 
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ul — Ne - IS U 
(i aa c —_ > f i 
| < . ce a 
ll ire 
f] 3 _ fl 
| 
iy y i . uu 
] N O matter what price you are ff 
| bal willing to pay, you can buy no 
A better babbitt than HOYT’S : 
Genuine ‘‘A’’ because no better 
} F ‘ ‘ : 
babbitt is made. A trial will 
il win you over. 1 
| Send for FREE Booklets on = 
ll HOYT Babbitts and Solders 

NV, HOYT METAL CO. | 
] be St. Leuis 
| New York Chicago Detroit 
Wwe >> ==> = SI a 
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Make this a year 
C . 
of steady profits 


t 


S >"7 ‘ ] aieiie 
Make L9 / al Veal \ LC cay Di 


profits of the “solid” kind, profits in 
the type of equipment that makes reg 


lar customers tor you. 


Jenkins sales are an excellent example 
They are sales 


that are bound to please the customer 


of such “solid” sales. 
and to bring him back to you, not only 
when more valves are needed, but 
vhen other equipment is needed as 
well. 

Valve users in every trade and indus 
try will be reached by the Jenkins 
1927 publicity. Plans are 


for advertising regularly appearing in 


CC mpleted 


ver 100 publications and tor wide 
circularizing. Jenkins service repre 
sentatives will continue their extensive 
work in making personal calls on valve 
users throughout the country. 

JENKINS BROS. 


New York, N. ¥ 








Always marked with the” Diamond" 
oe 


enkins \alves 


SINCE 1864 
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BONNEY RIGHT ANGLE 
*C.V. Chrome Vanadium Wrenches 


(cv isa Bonney | (Patents Applied For) 





trademark 
registered in the 


U.S. Patent Office. | 
Chrome Vanadium ONEY THE ‘ST 

















registered BSS 
| August ct, PE i <> 





This new style wrench 
is merely another 
example of this 


ONNEY “C-V” Chrome Vanadium 
B Right Angle Wrenches, 90 degree 

angle of opening, are designed for 
work in close quarters where it is impos- 
sible to use a 15 degree or 221/, degree 
opening Wrench. The heads are pear shaped 
as in the Engineer’s type of Bonney “C-V” 
Wrenches and the handles are shaped to 


give the operator a comfortable grip. 


Se Finished in nickel with polished heads. 


Made in all standard combinations of open- 


ad 


ings from 5 16” to 7/8”. 


BON N E Y N O. 40 K I T {ttractive Discounts to the Trade 
Complete in Leatherette Case $6.00 


Five Bonney *CV Chrome Vanadium double 


Bonney Forge & Tool Works 






Allentown, Pa. 
end Right Angle Wrenches, all neatly pack- 
i i + The ; 2e ‘pecial Service o>nche C ne Vanadium, 
ed in attractive leatherette kit. These five Makers of Special pene cnet ag so ae Vises 
° . ‘ : » Stee te renches, ? e Ss; ses 
wrenches will fit the following: Carbon Steel Drop For gee renche pe } 
and Drop Forgings and the Bonney Rim Tool. 
U.S.STANDARD S.A. E. HEX. CAP hie a ens 
NUTS NUTS SCREWS a 
J ‘ys 36”, 30” J ‘gt 5 Sie 34", 3 5 is 1 ws pal ea ~@ 5 . . a » qj q 
7 ” Lg! 7, ” l 4 Aa ge 7 : es a " r,. x . 
Qe” 


y Chrome QAM Vinadium 
(In cardboard box without leatherette a 2 . oo i a 
kit $5.05) 
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cet N a gasket, it is the material that 

Mea] counts; the time and labor of 
Fas cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 







[eres | 




















Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 


Pittsburgh St. Louis San Francisco 








The pipe passe? from the transfer table to 
these special rolls where it is reduced slightly 
in diameter and increased in length. By thus 
rolling the pipe,the hardened welding-scale is 
loosened, drops from the pipe walls and is later 
removed by being either washed or blown out, 








xy important link in the chain of manufacture is the series of specially designed rolls pic 
tured above, by which “NATIONAL” Butt-weld Pipe is made free from scale. Here, 
entirely by mechanical means, the little patches of scale, which caused pipe consumers so 
much “grief” before this process was invented, are eliminated. 


When the pipe leaves the welding furnace, and while still hot, it is passed through the sizing 
‘olls and then across a cooling or transfer table to these scaling rolls. The sizing rolls 
slightly reduce the diameter and stretch the pipe lengthwise, and the welding-scale (which 
forms on the skelp in the furnace) is partly loosened. In the specially designed scaling 
rolls, the pipe is further reduced in size and lengthened. This working of the metal laterally 
and longitudinally breaks off the scale which has become brittle in cooling so that it falls 
from the pipe walls and is later blown out by compressed air or washed out with water 
This process is applied to “NATIONAL” Buti-Weld Pipe (sizes ™% to 3-inch). 

free from scale has clean, smooth surfaces for g: nizing other coatings; friction 


losses caused by rough interior surfaces are r ‘ed, and the working 
1 7 


capacity of the pipe is 
vreatly increased; the clogging of pipe or small orifices and damage to valve seats and deli 
apparatus by loose scale in the line are practically eliminated, and the tendency to pitting 
minimized, For details of this process and its advantages, write for a copy of Bulletin No. 7 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


DISURICT SALES OFFICES IN THE LARGER CITIES 
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For Safety and Economy 


POWELL 
VALVES 


specify 


Bronze, Iron, and Steel 
globe, angle, cross, check, 
and gate valves—a valve 


for every purpose — as 





well as lubricators, oil- 
ers, grease cups, whistles, 
Fig. 110 


Bronze Regrinding 
Globe Valve 


water and oil gauges, ap- 
proved fusible plugs, and 
a most complete line of 
engineering appliances 
comprise the Powell line. 


Standard in quality, dis- 
tinctive in design, finest 
of workmanship, and 
truly finished products, 
thoroughly inspected and 
rigidly tested with more 
than eighty years of con- 
tinuous development for 
longevity and economy in 


service. 





Fig. 444 
Iron Body Rising stem 
Giate Valve 


THE 
WM. POWELL 
COMPANY 


2521-2531 
Spring Grove Ave. 


Cincinnati, Ohio 





Bronze Composition 
Dise Globe Valve 











You Know Pyrene 


But You Don’t Know 
The IMPROVED 






E 
EXTINGUISHER 


If you are not selling this extinguisher 
you are overlooking a profitable item 
with an all-year sale—it pays to handle 
Svene Fire Extinguishers. 


You have a potential market for them 
among your present customers, in every 
line of industry — mill, shop or factory. 


A Type for Every Hazard 


CAIm) 





We make an extinguisher to meet 
every condition. In addition to the 
improved 1 and 1/2 quart Gee Fire 
Extinguisher, these include 2!2 gal. 
Guardene (Soda and Acid Type), 2: 
gal. Phomene (Foam Type), 5 gal. 
Accurate Pump Tank (Anti-Freezing 
Type), and 10 and 40 gal. Phomene 
(Foam Type) Indoor and Outdoor 
Engines. Also recharges for all types. 
Write for descriptive literature of 


tand1%Qt. any of these extinguishers. 
Sua Fire 


Extinguisher 


Cash In on the Big Gyent Fire 
Extinguisher Advertising 
Campaign — 

It Will Build Business for You 
Line up with the Ge Fire Extinguisher ad- 
vertising campaign now in full swing in mag- 
azines with national circulation. It will increase 
the demand and make Hege Fire Extinguishers 
easier to sell. It will pay you to investigate 

our selling proposition. 


Stock Gpyows Fire Extinguishers Now 
Be ready to give quick service 
PYRENE MANUFACTURING CoO. 
NEWARK, N. J. 


**Fortify for Fire Fighting”’ 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
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CLAY C, COOPER 
EDWARD McOSKER, EVELYN K. NELSON | 


I N. GRANTVEDT, Spec Re 


A REVIEW OF 1926 


Confident that all our readers will peruse with 
unusual interest the scores of letters written by 
executives of both manufacturers and distributors 
of mill supplies featured in this issue, there is little 
left for MILL SUPPLIES to say regarding the year 
just closed. These letters have been an interesting 
feature of our January issue for many years, and 
tell well the story of conditions that have marked 
triumphs or heart burnings. 

Were these letters simply statements of increased 
or decreased profits, with forecasts for 1927 based 
simply on hope, they would be of little value. On 
the whole these executives have faced the presenta- 
tion of their remarks on a much higher plane. 
Constructive thought of a very helpful nature is 
evidenced, together with determination to rectify 
existing evils and errors. Distributors are evidently 
confronted in too many Cases by over-keen com- 
petition, and many state they have decided to here- 
after permit the price-cutter to increase his volume 
of no-profit business until he falls by the wayside. 

There is one thing that stands out strongly, but 
is not mentioned in any of the letters, and that is 
that the tremendous earnings of our industries, and 
their increased payments to stockholders, will more 
than offset losses as told in existing prices for cotton 


nd grain crops. <As of today, compared with a year 
ago, these crops are worth a billion dollars less than 
they would be worth, figured in terms of prices re- 
corded twelve months ago. These losses are spoken 
of as a menace to our future, while increased returns 
to holders of stock in our industries will be more 
than a billion dollars for a twelve month period, and 
the market value of stocks and bonds, compared with 
a vear ago, is alone very much greater than the ap- 
parent losses in the crops enumerated. It may be 
that these losses, so apparent today, will not be real, 
because it’s a long time to another crop, and today’s 
quotations and future delivery prices may be quite 
another thing. Then, too, please remember that 
cotton and grains are not the sole sources of income 
to our agriculturalists. The total value of poultry, 
eggs, fruits, vegetables, dairy and meat products 
adds heavily to the dollars that nearly every man 
carries in his mind when he thinks of the poor pro- 
ducers of grain and cotton. 

As forecasters these executives have in the past 
proved more reliable guides than have the profes- 
sional seers, so it is easy to agree with the majority 
that there are few dark clouds in the 1927 sky. On 
this, the seventeenth anniversary of the birth of 
MILL SUPPLIES, it is a pleasure to express heartfelt 
appreciation of splendid co-operation from readers 
and advertisers, with confidence felt that the present 
year will see the culmination of their hopes and 
plans fully realized. 





1927 TRIPLE CONVENTION 

Again the mill supply people are to participate 
in a triple convention, and fortunately under very 
unique conditions. The steamer Noronic, flagship 
of the Northern Navigation Company, has been 
chartered to carry the members of the three mill 
supply associations on a four-day lake trip, starting 
from Detroit on June 15th and returning on the 
afternoon of June 17th. There are accomodations 
for 600 people, and it is believed the ship will be 
crowded to the limit of its capacity. The Noronic 
is a ship of Canadian register, but will not be “‘wet’”’ 
from a Volstead point of view. 

The benetits to be derived from this meeting of 
manufacturers and distributors, on a ship where 
the closest contact is made possible, cannot be over- 
estimated. The ship will sail north through Lakes 





St. Clair and Huron to Sault Ste. Marie, and, either 
coming or going, wili make stops at Mackinac Island 
and some Georgian Bay port, the details of which 
have not vet been determined. 

The complete story of the trip, with views of the 
ship, including plans, are presented very 
completely elsewhere in this issue. The necessity 
f an early 
apparent to need further comment. 


deck 
date is too 
June is usually 
a month of sunshine on the upper stretches of our 
and trip ought to 


pleasure from a 


reservat ions at 


. ] . 
fOr MakKInNg 


} 


tne 


greal lakes, 


prove one of 
vacation standpoint, with 
opportunity to dispose of the business side of the 


convention with a minimum of effort. 


vreat 


Manufacturers and distributors not accompanied 
yy ladies will find it will add to their pleasure and 
business they will arrange with a hand 
icked companion or two (also navigating alone) 
to occupy the same stateroom. This can easily be 
arranged with the steamship company. 


success ll 


While various conditions during the last two years 
prevented all the associations from agreeing on a 
time and place that would result in a single conven- 
tion, with executive meetings on the side, it is hoped 
and believed that the officers and membership of the 
three associations are now in a iron out 
differences and find a way hereafter to make 
triple conventions a 


future. 


mood to 


1) 
‘ t 
all pasl 


definite part of plans for the 





USES OF DISTRIBUTOR PUBLICITY 

Some supply houses go in very strongly for pub- 
licity. Some issue house organs regularly, others 
resort to circulars and newspaper advertising, and 
still others combine two or three of these methods. 
But many do no publicity work, relying entirely on 
the efforts of their sales forces and the quality of 
the products they handle to bring them business. 

Too much reliance may be placed on direct and 
indirect advertising, but if publicity is backed by 
real quality in goods, aggressive salesmanship and 
pleasing service, it cannot fail to reap benefits for 
the man who uses it. Supply house advertising 
should be particularly valuable in its institutional 
The or prospective customer who 
house organs 


effects. customer 


recelves and circulars from a supply 
house should come to know that house better. Its 
him, and he becomes 
acquainted personnel of its organization 
ind familiar with the products it handles. 

But advertising other important 


Circulars or advertisements 


name is frequently before 


with the 


has functions. 

regarding 

new products, or lines on which special sales efforts 
are being directed are well worth while. They may 
carry nent suggestions to buyers, result- 
ny possibly in an 


newspaper 


very peri 
immediate *phone order or in 
placing the customer ina receptive mood before the 
salesman arrives on 


llv differ 


his rounds. 
in different 


Conditions natur- 
localities and different busi- 
1esses, but every distributor will do well to consider 
augmenting his sales activities by effective use of 
the printed word. 

Another way in which publicity may be used ef- 


fectively is in “‘selling’”’ 


the distributor to the con- 
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sumer. There is no question that the distributor 
exists for a very definite and useful purpose, and 
that he is an important part of the industrial pic- 
ture. He is of value to the manufacturer whose 
products he handles and to the consumer to whom 
he sells his goods. Many consumers realize this, but 
others do not. While some supply houses are keep- 
ine their trade sold on the value of the distributor, 
it appears that others are not. On the other hand, 
the direct selling manufacturer is, in many cases, 
conducting a very successful propaganda. One can- 
not blame the consumer who is hearing all from one 
side and little or nothing from the other for being 
swayed in favor of the former. The thing to do, 
then, is to present the other side clearly, forcibly, 
consistently and persistently, and advertising, both 
direct and indirect, may be one means used for this 
purpose. 

It has been sugyested that distributors co-operate 
in a campaign of education to prove the value of the 
distributor to the consumer, which seems a very good 
idea, and the suggestion also has been made that if 
sales arguments available to distributors were used, 
it would give distributors a better understanding 
of one another, which would result in price cutting 
becoming less prevalent. Certain it is that there is 
evil that is gnawing so effectively at the 
vitals of the supply business as is this. It is a well 
known fact that the margin of profits in many lines 
is already too low, without continually cutting down 
that margin in order to make more sales, and it 
appears that every distributor must have realized 
the harm of the thing long ago, yet many have gone 
on doing it persistently. The only solution to price 
cutting is understanding and good will among dis- 
tributors, backed by the hearty co-operation of man- 


no one 


ufacturers whose lines they handle, and if the 
suggested educational campaign will bring this 


about, let’s have it. 





INTER-DEPENDENCE OF INDUSTRIES 

The story is told of the late head of a well known 
manufacturing organization that he once stood in 
the office of his factory, gazed at the large number 
of employes’ automobiles in the parking space across 
the street, and remarked that he was sorry to see 
so many of his people spending their money that 
way, 

This man was recognized as a financial genius and 
a splendid executive and was beloved by the people 
who worked for his company, and the thought he 
had in mind in expressing his sorrow that the em- 
ployes should be investing their money in motor cars 
was undoubtedly aroused because he wanted them to 
provide for the future, which, of 
worthy desire on his part. 


course, Was a 

But at least one employe of the company found 
a fallacy in the executive’s reasoning. ‘“‘What if 
other people felt the same way about what we manu- 
facture?” he said to a friend. Now, the product of 
that company hardly could be called a luxury, vet 
the average worker could, in a pinch, use a cheaper 
grade. 


The reasoning of the employe serves to bring to 
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mind the thought of the inter-dependence of indus- 
tries. If a factory that is the principal backbone 
of a certain community is going badly, that com- 
munity simply cannot enjoy prosperity, for the peo- 
ple affected directly will buy only what they abso- 
lutely need, and the community’s merchants, as a 
result, will be hard hit. Many agricultural com 
munities, for instance, have not in recent year's been 
as prosperous as they might have because 

have not had fair returns from their ef- 
What applies to communities also applies to 
the nation as a whole. What would happen, for in- 
stanee, if people were to quit buying automobiles”? 
How many industries would be seriously affected? 
Think of the effect on the steel, the rubber and the 
paint businesses, and the railroads, not to mention 
mahyv Very the industries in the 
country can be exceedingly prosperous if a number 


been, 
farmers 


forts. 


others. few of 


of other important ones are feeling the force of de- 


pression. 





ON HANDLING SPECIALTIES 
With a new calendar vear come new problems for 
the distributor. 
Will he originate 
direct selling 


What changes will he institute” 
new methods of competing with 
manufacturers? Will he devise new 
ways for keeping his salesmen on their toes? 

Probably the specialty idea occurs to him. Ap- 
parently his direct-selling competitor achieves not- 
able sales results by sending out specialty men to 
diagnose a buver’s direct need, whether it’s re- 
pair work, special equipment, or what not. Why 
shouldn’t mill supply distributors follow a similar 
course? Their salesmen are not specially trained in 
repair work, but they can demonstrate specialties 
for repairing machinery, or those valuable in gen- 
eral industrial use. Thus, they confront the buyer 
with something he can see, handle and experiment 
with. Perhaps, as factory engineer, he is interested 
Nn special pipe leak clamps, devices to cut fuel ex- 
pense at the same time that boiler capacity is 
increased, a specialty wrench, new check valves, 
devices for oiling machinery or new types of pack- 


ing. Any of these, and others that occur to the 
mill supply distributor through knowledge of his 
own field, mean services that compete with those 
offered by the direct-selling manufacturer’s spe- 


clalty men. Care must be taken, of course, to pre- 
vent specialties 


talk. 
expense of 


from consuming 75 percent of the 
They must not be emphasized at the 
regular staples upon which the burden 
of a distributor’s business really rests. 


sales 





NOT THE CHEAPEST, BUT THE BEST 
A manufacturer recently informed the writer that 
his trade occasionally demands products superior in 
but not in quality. “It’s often the finish that 
sells the “Attractive finishes may 
hide flimsy products, but some customers don’t look 
as far as that.” 


LOOKS, 


goods,” he said. 


Competition encourages the American manufac- 
turer to produce the quality product. Let distribu- 
tors, then, help market superior goods, rather than 


on 


ww 


respond to consumers’ demands for highly finished, 
but inferior products. When customers favor the 
cheapest hydraulic fittings, for instance, convince 
them that they face possible shut-down of plant ac- 
tivity if they install anything but the best. Point out 
that the best lubricating product is not only machine 
saving, but labor saving as well, since better lubrica- 
tion fewer applications during the year. 
Prove the folly of buying cheap, inadequate fire ap- 
paratus, or the mistake in painting machinery with 
materials unable to stand acid fumes, dirt, smoke, 
water or other hazards faced by factory surfaces. 
Remind factory owners that installation of the best 
transmission equipment means decreased operating 
costs, or that old equipment of any kind is best re- 
placed by a superior product. 


needs 


If factory owners face financial hard times, they 
are tempted to buy cheaper lines of equipment. In- 
form them, however, of the mid-western manutfac- 
turer who sold farmers in his territory extensively 
despite the fact that agricultural conditions had been 
financially bad for vears. “‘Farmers,” he reasoned, 
“have little money for this machine, but for years 
they haven’t purchased tools or machinery, and re- 
placement is now necessary. Manufacturer-competi- 
tors will offer them cheaper machines. By issuing 
limited credit, however, I will sell my superior pro- 
duct to this farmer trade.”” And he did, with large 
protits. 

It pays to promote the superior line. If your dis- 
tributor-competitor offers the cheapest, match your 
best against his inferior product. There are tests 
whereby you can challenge the quality of his goods. 
Enter your competition vigorously, offer superior 
lines, and you, not vour cheap-product competitor, 
will hit the bull’s-eve. 





IN FAVOR OF INSTALLMENT BUYING 

Much comment was aroused by Senator Couzens’ 
statement of his belief in the economic unsoundness 
of installment buying, but it is doubtful if many 
business leaders subscribe to his point of view. 

Where would the automobile industry be today 
if it were not for the down payment and so much 
a month system of buying? And vet we are all 
aware that this is one of the country’s most impor- 
tant industries. How many 
washing machines, vacuum cleaners, and 
other modern conveniences were it not for the in- 
stallment methods? How many people, in fact, 
would own their own homes if they had to pay the 
entire amount at one time? True, they may borrow 
money and pay the contractor in a lump sum, but 
what is paving back the lender if it is not “paving 
in installments”? 


homes would have 


radios 


Installment buying keeps money in circulation. It 
creates demand, demand calls for production, pro- 
duction means work, work means wages, and wages 
bring comfort and happiness. So long as money is 
in circulation and goods are being bought, there is 
business, and we shall never have business depres- 
sions so long as people continue to buy. it is a 
tightening up of everybody’s purse strings and of 
credit that brings hard times. 
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Our Platform 


The entire sales program and objective of 
The Mechanical Rubber Company has been, 
and is, based on these points: 


First—To provide a more complete 
line of merchandise than is available 
from any other source, enhancing pur- 
chasing power. 


Second—To rigidly sustain quality 
and integrity of product, creating good- 
will and winning the repeat order. 


Third—To provide distributors the 
nation over with agenuine,constructive 
plan for the exclusive sale of Mechan- 
ical Rubber Goods and Packings. 


Fourth—To render every reasonable 
aid and service in promoting sales and 
sustaining the welfare of thedistributor. 


Fifth—To provide a cost basis that 
insures a Satisfactory margin of profit. 


<.iee Tee = > 
MECHANICAL 7 
RUBGER CO. 


We Back 1 ity Well Bought 
/ fare Cvicwce , 
the Jobber Cy } is Half Sold 


THE MECHANICAL RUBBER COMPANY 
Cleveland, Ohio New York City 
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Triple Convention Slated 
on Shipboard Next June 


The Three Mill Supply Associations’ Membership 
Will Fill the Canadian Mlagship Noronic at Detroit 
June 13th. Sailing North to Sault Ste. Marie—You 
Will Explore Lakes St. Clair and Huron, the Straits. 
Georgian Bay and St. Mary’s River—Send Reserva- 
tion Check to the Steamship People in New York. 
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The foundation of Your 7 
NGINEERING service is the fourth Machinery Profits 


essential in the foundation of ma- 

chinery profits. Dodge engineerinz 
service is available to dealers both for 
educating their sales forces and for sales 
work with them on jobs where this coop- 
eration would be beneficial. 





In each of its four divisions Dodge offers 
you specialized assistance in the handling 


























of important jobs. If it is power trans- National Advertising 

mission, perhaps involving the analysis ee 
of a specific plant requirements, includ- Dealer Confidence in Product 

ing a special drive or equipment of a 2 


special nature, Dodge specialists will ig | 
help you. If, on the other hand, it is a Prestige of Product | 
conveying job of extensive proportions, a aces 

specialist from our material handling 














division will get on the 
job with you. 


Perhaps you have worked 
ymio8 | up a prospect for Dodge- 
PA 2 Timken transmission 
ee en \ bearings on machine ap- 
a plications. If you have, a 
Dodge-Timken specialist 
in that particular division 
of our organization will 
work with you. 


Properly qualified Dodge 
distributors are local 
headquarters for Dodge—- 
“The World’s Market 


_ WIRE 
DODGE, 
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Place for Industrial Equipment.” Through 
him, everything that Dodge has to offer, 
is available to industry in his local ter- 
ritory. 


The salesman who knows is the sales- 
man who sells. That organization is 
most efficient and successful in the pro- 
motion of its sales, which has 
devoted the most time and 
effort to the education of 
its salesmen in the _ sales 
advantages and practical ap- 
plication of its products. 


Dodge sales engineers are 
available to educate sales 
forces through sales meet- 
ings arranged when these en- 
gineers are in the territory. 





Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leading mill supply and ma- 
chinery making 
immediately 
available to industry. 


dealers in 


Dodge service 











Perhaps your salesmen are passing up 
opportunities for sales because they are 
not sufficiently familiar with power trans- 
mission or other problems to enable them 
to intelligently consult with their cus- 
tomers in regard to their specific require- 
ments. Agan, Dodge offers help—it is 
yours for the asking. 


SALES FACTS 
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AND SPECIAL EQUIPMENT 
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(Continued from Page 55) The dining room will seat 272 persons at one time. 


we may get that good suggestion or have that happy The ship includes every convenience for conventions, 

thought that doubles business.” such as assembly rooms, lounges, saloon, observation 
The members of each association have received a let- room and ball room. Six times around the Noronic’s 

ter inviting them to attend the convention, together with promenade deck gives you a mile canter. 

a folder, photograph and deck plan of the ship and a Assignments of rooms and berths will be based 

chart of the probable route. largely on priority in filing reservations up to the quota 


The Noronic, the flagship of the fleet, is one of the allotted to each association. Final allotments will be 
made by a committee of one or more from each associ- 
ation, so all concerned are sure of a fair deal. 

The ship will travel in calm waters throughout its 
voyage, always near some sheltered bay, so there will 
little chance of seasickness. Communication will be 
maintained with the shore at all times by means of 
radio, and passenyers may be set ashore in an emergency. 


Soa 15 a 
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finest liners on the Great Lakes. It is normally used for 
service betwee} luth, but may be char- 
ered sp { the regular summer 
se] starts ix decker, with three oe 
) 
( lecks, and has a gross tonnage of 6,905. It will Dining Room 
have ; ymmodations for a few more than 650 people 
h nvention trip. Under normal conditions the As in past triple or double conventions, each associ- 
ship has 281 rooms and 552 berths. Of the rooms, 10 ation will have its separate sessions and there will be 
re parlors. with bath. of which three have been allotted joint meetings for the members of all three organiza- 
» ea SS n: 34 are outside saloon rooms, 92 are tions. Since the ship has a limited area, and it will be 
F F t ¥ oD x r | 
s7]! py. 
EE ek cet, Ee cue ietiomen eee BU UUUCE dCh JOUL = 
" . ¥ T" 
popred Mel td tes 1 = ‘ 
| i f: 
Sree 
} j i ‘ [Se Pe bye | 
‘ al ot ete ‘ Pale 
i { i i . 4 
> ce { 
' e ‘ ‘ ‘ ' i i 
a. “| we GF \ io pu 24 rt f | Ve | eH 
. a Pp 
j ¥ er - + t + mes { i 
I ah 
De Cc I: Pla IS Of the he Si Noronic 
oms, and 145 corridor rooms, of which 93 are quite a swim to shore, those conventionites who have the 
inside and 52 outside. All rooms are equipped with hot habit of missing important business meetings to partici- 
nd cold running water. Single berths for one person’ pate in the side attractions that present themselves 
re 30 inches wide, double berths 42 inches wide. Up- probably will be easily rounded up for all sessions, and, 
per berths are all singles. All the staterooms are de- as a result, gatherings should be more truly representa- 
bed as good. Those without portholes are provided tive and perhaps more effective than those in the past. 
with pler ty of fresh air under forced draft. (Continued on Page S207) 
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Producers and Distributors 
Tell of a Record Year 


Story of 1926 and a Generally Optimistic View of Bus- 
iness Prospects for 1927 ‘Told in Many Letters from the 
Mill Supply Field—A Composite Picture of Great Inter- 
est and Value to Every Executive and Salesman—Com- 


pelition Was Keen on Increased Volume of Business 


There follows a word picture of dustrial condition howeve and has stabilized production in many lines 
in the United States during the ear just closed ron A vear ago few of our contributors cared to go beyond 
broad-minded and hard-headed executives, speaking for «a statement of belief in at least a three months’ period 
both manufacturers and distributors of mill, mins am 1 good business to follow. Now there appears a gen- 
and general supplies, machinery and tools. The com- eral belief that the outlook for at least six months is 
posite picture of business conditions prevailing in all unusually favorable, with no definite cause seen for a 
ections of the country should be of immense value t business recession atter that time. 
every reader of MILL SUPPLIES. With this issue is cele- In addition to what the letters that follow will tell, our 
brated the seventeenth anniversary of the publication readers, being well informed, know what has happened 


fiel 


empted to serve without 


o our industries generally, to our railways, our steel 
financial institutions and the federal government. 
them have liberal in disbursements em- 
he government only excepted, 


service to the great d which it has so earnestly at- t 
; mills, 


All of 


+ 


lear or 


Annual 


havor. 
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During all these vears thi Review been tO 


had t} pleasure of ploves and stockholders, 





















hs ] t 
his field ULit 
upply field from every a although Coolidge and Mellon favored a fine dividend 
leaders on either side of to taxpayers; but politics intervened, and the surplus 
rue boundarv between th will be used to pay government debts. 
Each vear. ; MILL SUPPI Here stand on the edge of a new year, after clos- 
rankness exhibited and ing the books on the most satisfactory vear ever lived 
he final elimination of in this or any other country. Never such a year, never 
hat par Wan eset 4 such a country, never such an opportunity to go forward 
branch su) istrial surageously, but cautiously, to maintain our favored 
alent. but more and more those guiltv are realizing Place in the sun. Cheerio, comrades. Here are letters 
d ime irnover without prof busines } ron 
Mh ire ¢ realizing that siow moving iten ! Alvin M. Smith, President, Smith-Courtney Co., Richmond, 
elative nall discounts, are unprofitable, and are clo: Vac: 
he it Phe ire maintaining perpetua ven- Ou 24 < s been larger in lume re 
orles, Watcnll overnead cost carefully, : as a re ib t rofits than in 1925 This despite ( n 
ult ar efu aa OM el me bevond a te O} ine asic e} ind other goods a “latory price 
nat cant VV i pl i irine ful overne { cu Oo ple vhie ive e 1t practicé lly impossible 
Sts l i acto} ma ! ] é are also ¢ minat ) ( ( ) I oO} n\ ut a small one nm sucl staples, 
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‘ i ) ilt¢ il ffende t lO} ( \ ertis 9 ind We e¢ wo S 
! NI maged op ~T een is been of consicde ssistance to u 
rrow lng: r aden t p! ( the m ] ID} S We ] rie 
sounder economic basis s somewhat \ 
\ rie ( ( W 
The n ifacturers as a whole seem bette isfied However, we a rt ve 
vith the enl ist cle d tha do their fello VOrKe} \ ave recel\ or ou 
n the distributing side A majority are pl d wit! ributo? this istry 
1926 result and look forward with confidenes » 1927 ) il¢ ut 1 will no 
he are onfident ealers al enerally nde rathe ( ecure (Une 
than overstocked, leading to some complaints that too of distribution to Ww ¥ al 
many houses are not playing fair in that respect, bu re . rIDULOTS M prefer volume, upon rei . be 
ae, ene. NEN +1, ne eee POE ; mw the co ft dis yn, at the expense of a similar volume 
ire burdening the manufacturer with unaccustomed at ca 
’ Seag z ef Wi 1 prope net return, so long will the dustry as a 
annecessary costs In making frequent small and broken whole s ffer om this phase of distribution. 
shipments. The remedy for that is too manifest for We think, too, that our business would have been better 
‘omment beyond saving: “‘Make George pay the bill.” this vear but for some of the direct sales made by some of 
So-called hand-to-mouth buying has its good points. our manufacturing friends in our territory. Over-production 
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1779--Wire Scratch Brush. Made 
with curved back For removing 
paint, varnish and rust 


Osborn Wire Brushes 
Scientifically Treated 


Osborn Wire Scratch Brushes are scientifically treated 
to assure a permanent cutting quality. As is true of 
all Osborn better-wearing brushes, they are built 
specifically for the job. 


In addition to the special treatment of the wire, they 
are also skilfully shaped to make working easier and 
quicker. 


For removing paint and varnish, cleaning wood, 
stone, brick, metal, iron-work, foundry castings and 
rubber, select wire scratch brushes bearing the Osborn 
trademark for the utmost in efficiency and economy. 


JHE TSBORN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 





A BETTER WEARING BRUSH 


Me 


vibratior 


the first 





( durable 
Dho 


FOR 


brush _ for 
finishing work, cleaning architectural tron 
work, figured brass and small castings. Size 
1S” wide, length over all 14”, length of wire 


28—Bridled Casting Brush 
tains more wire than the ordinary casting 


brush. Heavy sheet iron bridles minimize 


? 


1781—Wire Scratch Brush 
Handle Brush for household, auto 


1780—Wire Scratch Brush 


brush with extra long wires for general use 
The wire used tn Osborn Scratch Brushes ts 
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1777—Steel Wire Scratch Brush 





A narrow 


pattern makers’ and braziers 


—++ 5 ~~ @SETED 





This brush con- 


and reduce breakage of end wires 


Will give 2 to 3 times the length of service 





Standard Shoe 


or tactory 





Straight back 


quality tempered steel, drawn 


especially for scratch brush use 


Made in several sizes 


EVERY 





7—Plain Wire Casting Brush. Madeof Special 


Tempered flat steel wire—Very 


strong and 


USE 
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. 
seems te have caused some manufacturers to seek the dis- 
tributor’s customers. We have lost some very good business 
in this manner during the year. 
However, we are more than satisfied with our year’s busi- 


ness, both as to volume and profits. We thank you for this 
opportunity to give expression to our views. 

| Frederick H. Payne, President, 
Corporation, Greenfield, Mass.: 


Greenfield Tap and Die 
Our statement of a year ago that 
encouraging” 


“The outlook for 
realized. In fact, we 
completing the best year we have had since 1920. 

After a careful analysis of both our domestic and foreign 


justified in 


1926 
are just 


is vers has been 


business, we believe we are arriving at the con- 





Fre derick H. Pau 


clusion that while business for the year 1927 


1926, it 


may not exceed 


that for the vear will equal it in volume and _ profits. 


Our reasons for making this prediction 
business in this country is 
stocks in the hands of 


and that there 1s 


are that we believe 
fundamentally 


jobbers normal, 


and supply nouses are 

a plentiful supply of credit. 

Charles E. Brinley, President, The American Pulley Company, 
Philadelphia: 
Our experience during the year 1926 has been reasonably 

During the first eight months business was 

now, at the 


fact not 


satisfactory. 

active, though 
extent 
pointing just the 


closing of the year, it is to some 

unexpected, but disap- 

entire distribution of our trans 

mission machinery, or 99 per cent of it, is made through mill 
supply 


ourselves 


dull, a altogether 


same. The 
nouses, 


and we lave every 


with these 


reason to congratulate 
merchants and 
almost universally loyal 
other hand, to be quite 
frank in this matter, we wonder sometimes whether there 
is not a tendency today to cut dealers’ stocks too low and to 
depend too much upon the manufacturer's i 
“fill ups” in case of emergency. 


upon our connections 
machinery who have been 


their work. On the 


dealers 
and efficient in 


home stock for 
Judging from the “rush” 


orders, telegrams, etce., 
receive, we are 


which we 
foreed to the conclusion that 
are often inadequate. We would be the 


voeate the accumulation of “slow” 


dealers’ stocks 
last 


merchandise, but we think 


people to ad- 


that dealers, particularly when they have exclusive privi- 
af leges, are under obligation to assure themselves of thei 
‘ 
f 


ability to give 
suspect that 


ticles 


rood service on current and 


and 
“slow” 


normal sizes. We 
the natural proper desire to eliminate ar- 


Wi! ich mas be 


has led some dealers to cut so 
close as to lose business beeause of an inability to give in 


im 
mediate delivery. 
For next year it is difficult to say, but the 


E appear to be still sound and I can see no 
anything but wood business for 


fundamentals 
good reason for 


six months. 
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Howard Coonley, President, Walworth Company, Boston: 

Nineteen twenty-six was prosperous. It was a year of 
sane prosperity. Business men, mill supply men, for the 
first time met prosperity without losing their heads. As a 
consequence we may now look 1927 in the face and with 
confidence set out for a good year. Certain doubts have 
suggested caution, and sails will be trimmed to ride out 
whatever of recession may develop in the re-balancing of 
activities amongst industries. 

Such a re-balancing of activities is certain to occur. Any 
period of prosperity, however moderately executives react 
to it, will still develop maladjustments to some degree. But 
there are differing degrees of maladjustment, and present 
evidences clearly indicate that nothing approaching a de- 
pression is required to force such readjustments as will nat- 
urally restore balance. 

On the other hand, there is definite evidence that business 
men are “thinking it They are concentrating on 
economies, on perfecting internal operations and on policy 
revisions that will assure profits. We may 
that should be the keynote sounded for 1927. 
logical 


’” 
over. 


even say hat 
If that is the 
emphasis throughout industry for next 
year, then first attention will not be given to expansion of 
volumes. Rather, a slight contraction might 
comed if it meant a restoration of fairer 


direction of 


wel- 
profit 


even be 

operating 

margins. 
The mill 


rends already 


supplies industry cannot ignore 


evident in general business. 


these definite 
Caution is here. 


+ 





Howard Coonle 7] 


Recession, but not depression, is at 


Econom) of op- 
within the competitive profit margin is the inesca- 
pable task. Price concessions to secure expansion of volumes 
will not be the panacea for ineffective operation. In 1927 
we must learn how to live and prosper within a slightly re- 
stricted income. 


nana. 
eration 


The task might prove irksome if in it we did not see a 
challenge. What are we in business for? Is it not primarily 
to give to our trade a serviceable product, and to furnish 


at a 


that product 
quality and 


cost sufficient only to 
eifective distribution ? 
1927, we shall still 
little better and a little harder. In accepting that challenge, 
1927 will be just the right tonic, in just the right amount to 


restore business to even health and prosper- 
ity than any yet 


insure permanent 
If the job will be a little 
face the task squarely, work a 


harder in 


higher levels of 
attained. 
S. Duncan Black, President, The Black & Decker Mfg. Co., 
Towson, Maryland: 
Our business for 1926 has 
percent 1925. We 
feet to our factory 


shown an increase of about 25 


forty thousand 


during the last 


over have adade a square 
floor space year 


rere al 


. . ) 
(Continited oo 
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Why Not Drive After 
The Profitable Specialties? 


RE your } 


col npetiti ion % 


eine suffering from price cutting 


Any supply salesman can 
travel around with a price card, quot- 
ing on pipe and the other keenly competitive 


does such business profit you 


} 1 1 
staples, DUt What 


( en S secure 

: £7 , 4 > 4 : 

S u tnat a jobber cannot Maintal 
I | I : ] 4 ) iV) P 1? . Oe Pa \ 
mM ir specilalit Salesmen. bul you can 
‘‘p your present road men to get beyond 
price haggling on staples” by furnishing them 
\ e buyers a good catalogue presenting the 


Want to push. 


\ Laps 
\< ran 


LAWS. 


Atine 
 enint ists and 
contractors Supplies 





You probably handle 3000 or 4000 articles. But 


how many of them do your salesmen know well 


enough to sell without a catalogue? 


A catalogue will help your salesmen present your 


whole line. 


But the catalogue will do more than that. It will 
keep a display of your line with the engineers 
and the superintendents and buyers in your ter- 


ritory, to work for you when your salesmen are 
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A buyer may be on the defensive when your 
salesman is talking to him, but he is open-mind- 
ed and receptive when he is looking through 
your catalogue by himself. 

Judging from what we have done for other rep- 
resentative jobbing houses, it is highly proba- 
ble that it would not require an investment of 
more than 5 cents or 10 cents a month per buy- 
er for you to have the finest of catalogue repre- 
sentation—and a new general catalogue every 
five years. 

Under existing conditions, can you afford to pay 
out salesmen’s salaries and trave'ing expenses to 


fight over nuts and bolts, when vou can main- 
tain effective catalogue representation of your 
whole line at much less than the cost of even 
one road salesman? 

Such a catalogue will help your average salesman 
sell goods that he knows little about now. 

Five salesmen backed up by a good catalogue, 
will earn mere fer you than six without the 
catalogue. 

We shall welcome the opportunity of going over 
the matter with you in terms of your individ- 
ual requirements, without expense or obligation. 


JOBBERS’ CATALOGUE DEPARTMENT - THE LAKESIDE PRESS 


R. R. DONNELLEY & SONS COMPANY 


731 Plymouth Court, CHICAGO 
IT IS BETTER TO ISSUE THE BEST CATALOGUE THAN TO WISH YOU HAD 
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Discriminating 
Mill Supply 
Distributors 


appreciate 


Quality 
Leather Belting 
made by 


Aohnsen Belting Company 


Tanners, Curriers and Manufacturers 


ontrolline every operation 
»m the selection of the 


hide to the finished 
product 
General Offices anil Fueciory 
423-435 Kast 56th Street, 


New Work 1.1 


> 
P 


Distribution Entirely through the Mill Supply Distributor 
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(Continued from Page 61) 
i ; 
: eadquarters, bought a plant at Indianapolis, have built a 
i branch warehouse, office and service station at Oakland, Cal., 
| and are opening a similar institution in London, England. 
i and 3 


With all of these facilities in use we expect to increase our 
1927 about 25 percent 1926. 


so far 


business in over 


Everything looks very good to us, and, as we can 
the depression talk which has been prevalent latel) is 
fading out. The pessimists again are going to have to admit 
We will lay particular stress during tl year 


failure. 
on plans for co-operating to the fullest possible extent with 


see 


1e coming 


our mill supply jobbers, with the idea of increasing turnover 
and profit to them on electric tools. 


\. T. Simonds, President, Simonds Saw and Steel Co., Fitch- 


burg, Mass.: 

The odds are about three to one that business in our line 
will not be as good in 1927 as it has been in 1926. Our rea- 
ons for this are as follows: The building business has com- 





Alvan T. 


Simonds 


come in at somewhat less volume tl 


been 


nenced to lan recently, 


has good for almost three years, it is unlikely 
at it can continue at the recent volume. Rents for 
time in ten years started to decline. 


product are coming in at the present 


the first 


have Orders for 


our 
time at almost exactly 
but in the spring they 
greater volume. 


the same volume as last year, were 


coming in a 


6 percent 
are in 
net loss, which will require the elimination of the 


Lumber mills on the Pacifie Coast most 


cases operat- 


ing ata 


un- 
fit before prices can be in proper proportion to cost. Shingles, 
for 50 percent of their 
Which of course cannot last long, and on top 
business the United States is 


omentarily, have been selling cost 


of production, 
of all this, 


volume in indicated 





by bank clearings and ear loadings and has been going at a 
record speed, not even exceeded during the war, and as we 
ill know, business never continues to go at record speed for 


any great length of time. 


Herbert W. Strong, Treasurer, The Strong, Carlisle & Ham- 
mond Co., Cleveland: 


Business in this section during 1926 has been a little bet- 
ter generally than in 1925. Our own increase for the yea 
will run about twelve or thirteen percent ahead of last year. 
The gross margin is a shade better than it was last year, and, 
consequently, we are feeling a little better about our net re- 
sults than we did a year ago, and we think this is generally 
true of houses in the machine tool and supply business in 


* 
tne 


middle west. 


There has been a within last sixty 


but 


little let-up 
inclined to think tl 
cline. Fifteen years ago there was practically no seasonal ele- 
ment in our business. 


the days, 


we are 


Over a period of years our variation, 


lat it is partly a seasonal de- 


+ Crema Amare 


one month from another, through the year was not greater 


than ten percent, but, due to the methods of buying in the 
automobile trade, that is no longer true, and there are dis- 
tinct periods now in which our sales vary with the automo- 


bile demand. 

We are confident, however, that for the next six months 
at least business in this territory will be from fair to good, 
and maybe a little better than that. 

Irving W. Lemaux, President, Indianapolis Brush & Broom 

Mfg. Co., Indianapolis: 

The closing year has been very satisfactory for our com- 
pany, and I feel that next year will see about the same trend 
in business as during the last year—with all indications of 


an increase over 1926. Our collections have been better in 
the last sixty days than they have been for a great many 
years, which indicates a most satisfactory condition witl 


business. 
re- 


tnere 1s 


One of the most gratifying tl. that has 
cently for the mill supply industry is the 


to be 


Ings 


happened 
fact that 
a triple convention next June, which shows 

the part of the distributors to lend their fullest co- 
operation to the manufacturers, thereby helping to reduce 
their annual expense. 

Manufacturers generally will be highly pleased at 
distributors’ attitude, and should make as their outstanding 
resolution for 1927, “to co-operate more closely in the future 
than ever before with distributors”—who the sales 
end of the manufacturers’ business. 


a disposi- 


tion on 


the 


the are 
George W. Curtis, President, The Curtis Supply Company, 
Inc., Buffalo: 
A pleasing change of endeavor is now transforming some 
of the business methods which, heretofore, been too 
strongly emphasized and practiced, demonstrating such ex- 


have 





Cui tis 


George W. 


pressions as “Competition is the life of trade,” and “Friendly 
Competition.” Now we see its devastation on every hand. 
Competition readily becomes rivalry, and rivalry 
Why should we not learn and practice the 
e spirit of co-operation? Then everything will be in a very 
different light. Service and quality will be rewarded by a 
fair remuneration. Manufacturer, jobber and consumer will 
be linked together on a sound working business basis, 
the other’s prosperity and expressing a genuine 


leads to 


uni 


air methods. 


each 

rejoicing in 

rood will. 

Edward H. Ball, President, Chicago Belting Company, Chi- 
cago: 

We have just closed one of the most satisfactory years in 
the history of our company, and, though business at times 
during 1926 has been “spotty,” yet taking the year as a 
whole the results have been most gratifying. 

As for 1927, I am quite optimistic. There are no really 
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Were Menetie- ACTIN Service Sheet 


Wp ia = \ We moe si Packing 


+ So ae — more economical than ever — as 

co the thousands of plants using it will find. 

Lines spaced one inch apart are now ruled 

lengthwise and crosswise on every sheet, 
covering it with one-inch squares. 


Service Sheet is the only sheet 


packing most plants need. This By following these lines and counting 
saves money by cutting down squares, a piece of sheet can be cut to prac- 
your stock room investment. tically any dimension without arule. Straight, 


Service Sheet also saves money 


accurate cutting is easy, preventing waste due 
to crooked or jagged edges. Center points 


the plant because it can be 


thinner than other packings 


with even greater reliability. It are easily established and a number of gaskets 
is one of the ‘Standard Seven” can be quickly laid out on a sheet so as to 
Jolne-Manville Fackings. get the maximum number of gaskets with 


the minimum of scrap. 

This saves time and money on the cutting 
bench, in addition to the other Service Sheet 
economies in the stock room and plant. 

JOHNS-MANVILLE CORPORATION 
292 Madison Avenue, at 41st Street, New York City 


Branches in all large cities 
For Ca ia: CANADIAN JOHNS-MANVILLE CO., Ltd., Toronto 


JOHNS MANVILLE 


Power Plant Materials | 
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serious clouds on the horizon, and I feel that general business 
conditions during the coming year will continue favorable, 
with the possibility that sales volumes will run a little less 
in 1926, and of course competition can be expected to be 
keen in every line. 

Ff. H. Deisher, President and Treasurer, Royersford Foundry 

& Machine Co., Ine., Royersford, Pa.: 

We are closing 1926 with an increase of something like 
10 percent over 1925 business, and we can see nothing 
on the business horizon which prevents us from anticipating 
that 1927 will be equally good. 

Business is hard to get, but we are going to fight harder 
for it, and get our share. 

The only dark cloud is the refusal of dealers to carry 
adequate stocks, which means an abnormal and unfair ex- 
pense for the manufacturer, who is forced to carry the stock 
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Fk’. H. Deisher 
burden to the end that the consumer may receive the proper 
ort of service This is a very serious manufacturing prob 
m ( el] t to the always present effort tow: 
economy and reduced manufacturing costs. 
Some specie of agreement should be reached between the 
anufacturer and distributor, whereby the latter bears his 
propel ire of the burden, a and-to-mouth buving is not 
econon put actua wasteful, and I should like to see the 
everal dealers’ associations seriou liscuss eir ob 
t manufacturers alone this at the) { inual 
ePeting 
George Puchta, President, The Queen City Supply Co., Cin- 
cinnati: 
126 ) oO be le of the m« prosperou isin 
‘ Jank cleari ( 
cate ) per t ) r 1927 
tefer pecia oO e suppl ne 
] n exc of LOP5 mut our ne } ) ! ( } ‘ 
( yu cau ci ribu ( 
| rst cost ! ong? mu CoO t cre 
! \ Ce l ( ) fifty repre tative Ww 
this cost to be 20.77 
Second: Most manufacturers admit that their best and 
nost economical method of distribution is through the dis 


tributor, vet many of these manufacturers will sell direct 
made by them to the 
a differential insuf 


business. If 


to the consumers, frequently at prices 
listributors, or nearly so, or allow only 
ficient to meet the distributor’s cost of doing 
it is necessary for manufacturers to sell direct (and in some 
cases it is), let the prices be consumers’ and not dealers’ 


67 


prices. In some cases the manufacturer says: “Why should 
I allow a greater differential to the distributor when he 
immediately cuts his price accordingly?” Unfortunately that 
is true in a minority of cases, but why should the manu- 
facturers protect the minority of distributors at the expense 
of the majority who are anxious to make a profit? The 
manufacturers can change this if they wish. 

Third: Hand-to-mouth buying is here to stay and adds 
to the cost of doing business. It also means that the dis- 
tributors can expect to do more business by carrying the 
stock for the consumers, thereby giving them better service 
and saving for consumers money in interest, labor and de- 
preciation. 

Greater co-operation is absolutely necessary between dis- 
tributors and manufacturers, and a greater profit is neces- 
sary and must come soon or many supply houses will con- 
tinue to show figures in red, which they cannot do indefinitely 
and remain in business. 

Fellow distributors, learn your cost of doing business, and 
remember that the net profit comes only from the amount 
received that; any other policy means wreckage, 
which you may be spared if you will. 

Therefore, start 1927 to make a profit—you can if you de- 
termine to do so. t 


above 


If you do not, remember what is likely to 
happen, and the supply industry, which has a buying power 
of hundreds of millions of dollars, is too large to be studded 
with failures. 

Farnham Yardley, President, Jenkins Bros., New York: 

Our business during the last year has been, I am glad to 
say, better than 1925, and I am hopeful that it will be foun 
that our expenses have not increased out of proportion to 
the increased business. 

It is interesting to see that the predictions for the coming 
year are invariably hopeful, and I trust that this country 
is a whole will continue to enjoy almost uniform prosperity. 
George M. Verity, President, The American Rolling Mill Co., 

Middletown, Ohio: 

The United States of America is now so thoroughly es 


tablished as a “going business,” its financial, commercial 








and industrial strength a its outstanding leadership in 
t se activities, as well as in scientific research and develop 
ment work, are so well known that we, as nation, are not 


volume and 
were twenty vears ago. 


subject to the extreme fluctuations in 
character of business that we 
Qur country is growing steadily and soundly. A_ great 
army of young men become of age every year, and a great 


majority of them must become wealth producers. 


Our standards of living, representing as they do how 
well the wealth of the country is distributed, are the highest 
e world has ever seen. They are so outstanding that al 


world is investigating and 


nation in the 


nost every othe 
i them for their own enlightenment. 


rvine to analyze 


Our financial structure is s 


1 


sound that souns 











isiness can never lack justified sup} 
Irrespective of new building. whic] strong 
or of the rate of progress of our grea es, suc 
t 1utomobile, the radio and the rejuve 
nated railroad systems spent this 4 billio 
lar oO rovements Ml will ne oub o t san 
1927 
Wi ) ( ¢ ) ( < } ehwa r 
‘ ) t 
( ) ne ! \ } e¢ 1C% ( el a) t 
The Sx empire ( to 
VI eri t) t ! nome l | ind w 
} ~ X 
We are an active and progressive people of some 115, 
000.000 soul Our natural ad nan resourees are st 
nlimited. We cannot stand still or even slow down fo 
ore n very short perio iring times of political o1 
international uncertainty. 
The old habit of making monthly, quarterly and year: 


predictions as to the progress of business is one that is 


+ 


bound to disappear largely as we settle down more secure) 
into our stride of national progress. 

The line of life and of business is necessarily a curved 
one, but the extreme peaks and valleys in business are dis 
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ppearing, and we cannot longer have more than temporary 
recessions in the run of industry and commerce. Such slight 
recessions only correspond to the ebb and the flow of the 
breath of life and of the tides of the ocean. 

Subject to these human reactions business certainly 
1927. It always will be this, the 
d the nation in all the 


President, 


should 


fro00u Mm good in most 


world. 


Philadel- 


most forward 


land, ar 
Bond, 


avored 


Charles Charles Bond Company, 


phia: 


{ 


The predictions we made for 1926 were s ibseque 


correct. 
for 


During the year there was a steady 
those 
work 


be about 


, 1 | . t 
fiow of DU ne Who ] hed lO PO 


only by persistent and effort on the part of the 


i 
alesmen that this business could be 











Manufacturers during the year were always more or les 
dubious and not inclined to place orders for future deliveric 
| were buying more or less from han ) rut i! 
s condition Kept the upply me pretty yusy f . ill 
rde? 
Howevet r volume i EC Oo i 1 tac ture 
Ithoug I nk we ill i nin that the profit I 
\ n keeping ith the a int of busine I ‘ 
| f it e be rit rre e¢ rll v a ( 
lr Y tne gen DUS INe influenc ) ( 
, 
tne ¢ ition o t ( tile trace i thi one oO out 
} 1 rie | niortul textile ive not eT i 
ictive i could be \ ere ne rht prove 
ent, but there ne { t would lead us to t k that 
il ¢ i! furtne? iterlal ¢ ine’ oO vette 
‘ ! part of 1927 Wi il ell ve a ible 
ol our present positio for the next few months. Fur 
t { ! at, we oul no ike Oo pre +t fo 1927 


W. J. Radcliffe, President, The E. A. Kinsey Co., Cincinnati: 


pleased tT advise tha ‘ en 


i IPO 4 een ver' 
t ! al to orn l ) mu ne mu ! 0 
tunately ¢ rofit 5 a ap . ; 
] LE L POT) ive V i Would LiKe ive 
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S. P. Browning, President, The Ohio Valley Pulley Works, 





Maysville, Ky.: 
One ) t ntere out ou) } ¢ 
) tte) t pportunit ifforde ‘ 
t own lette rub é 1 t Janua 12 
( mut t ) ot t oO er ¢ cut ( MA ( acco pa t 
Incidentally, o of the is that of the te Wallace M. P 
nm, of Clevelat whose recent deat o greatly dep 
eve one Who ‘ 
i tind that those of o expect 1926 to develop 
ctor volume tf DuSINes ve no ere disappo Ou 
olume or the veat i ee itisftactory na, W | ( 
ill 1 the year i not quite kept pace Vit the first 
» WIT! ll things considered the vear has been, any\ 
thing, a little better than we anticipated. 
‘rospects for 1927 are reasonably satisfactory, but I ea 
it consistently say that I consider the is an improvement 
over those which appeared a year ago, and I shall be ven 
plac indeed, if at the end of 1927 we can say that it l 
proved to be as satisfactory a year as was 1926 
The financial condition of the country is sound 


ana out 
foreign relations, politically : ) 
I ign relations, politically at 
better condition than they 
the effect of the 
which ] believe will be 
time to come, is to be 


least, seem to me to be in 


were a year ago. On the other 
strike, the 
felt in one way or another for 
considered. 


and, English coal result of 


some 


Then in our own country we have the very low prices pre 
vailing on cotton, and the great agricultural 
To be sure, these low prices were mostly brought 
by the exceedingly large crops which have been har- 
this year. Low prices, particularly when below the 


some of other 
staples. 
about 


ested 


69 


cost of production, are never to be desired (even with large 
crops), for if detrimental in no other way, the psychological 
effect on the purchasing public is bad. 

It is to be hoped that the president and the congress can 
discover and put into effect some really workable measur 
for agricultural relief. Such 


legislation, if successful in 








operation, in my judgment will be a very bullish factor fon 
1927, _ , 

I think the new year will offer opportunities for thos 
concerns who manufacture and sell economically; ve the 
fullest atte n to their business; watch thei credits, an 
extend the istomet the fullest possible measure of service 

We see reason to believe that it will be a record year 
In any particular, but I believe it will be satisfactory to those 
of us who watch clo ely every detail of our business¢ 


R. C. Broek, 
Ind.: 


President, Kokomo Supply Company, Kokomo, 
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G. L. Reeves, President, Reeves Pulley Company, Columbus, 
Ind.: 
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D. K. Swartwout, President, The Swartwout Company, Cleve- 
land: 
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compuments oO the season. 


L. G. Isaacson, President, L. 
Wash.: 


G. Isaacson Company, Aberdeen, 








\ sound, conservative | ness movement has been 1n prog- 
ress on the Pacific Coast during the year. ou 
lm be mills have not increased cutting £ i 
“rece ssion” to take place. 

The market is quiet, but not dead—there are inquiries an 


orders and our mills are selling normally both in the home 
market and abroad. 


lo us this means we must make a wise selection of quality 


maintain a normal stock. During the 
have been able to move practically all 


merchandise and 


< year 
just closing we 


our 
overstock. 

We look for a healthy 
about March Ist. 


resumption of business in our line 


Carey 


4. Morris Carey, President, 
Company, Baltimore: 
We had 
middle of 


Machinery and Supply 


a remarkably good year up to about the first or 
November, and then, for some unaccountable rea 
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Just enough cable, never 





too much, paid out by Reelite 


As this boring mill moves, 
whether little or much— Reelite 
pays out or retrieves the power-car- 
rying cable. Never too little. Never 
too much. No slackness. No undue 
Cable. 


tension. A Reelite is 


CaS) OF 
Wherever power must be sup- 
plied to moving machinery, Ree- 






lice should be on the job— saving 
cord renewals, eliminating lay-ofts 
Nwie ¢ € bre S are re paired, 
onstantly safe-guarding the 
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APPLETON ELE 
if neton A 


yn ‘ \ . 
INEW YO Varick Of. 


weakest link in the chain between 
motor and power house. 

Constant-duty Reelites fre- 
quently save their cost in cord-re- 
newals the first year or two. After 
that, their savings are net, for the 
many years that they last. 

To any salesman interested, we 
shall be very glad to send fully 
descriptive literature covering all 
types and uses of both constant 


duty and small Reelites. 


CTRIC COMPANY 
venue, Chicago, U.S. A. 


Los Angcles—340 Azusa St. 


CONSTANT DUTY 


Reelit 


REG. U.S. PAT. OFF. 
Carries Current Where Needed 
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on. business fell off substantially with us. It seemed as i 


we were going to have a long dull winter, but are glad to 


that since the first of December there has been quite a 





change, which would seem to indicate there is a gene? 
feeling, at least » far as thi ection is concerned, that we 
are going into the New Year with a good business 
We have been able to book ome very satl icto? and 
ibstantial orders lately, but are sorry to say that in most 





es delivery will not be made until after the first of the 


vear, SO that we hall not have the benefit of such busine 
far as 1926 concerned. We have given up attempting 
express a opinion about future business, but conf 
t it is rathe gratifvine to feel that there are a certai 
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e reason whv some of them complain of profits We be- 
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eve that one ould be sure o e character o e ling ‘ 
stributes, study the territory that he is prepared to serve, 


energy ne can command. 
Nathan Fried, Johnson Belting Company, New York: 


it now Nas 





policy of distribution. Formerly we operated as do many 
ther belting manufacturers, “catch as catch can,” taking 
rders whenever we could an retting i roo price ? 
uur merchandise as we could, with nothing standardiz 
During the last three years We ave reali ed T it the 
ipply distributor is the logical means for distr in 
eather belting, and that in order to accompli this, it is 
ecessary to put the mill supply distributor in a position t 





been about three years since we change our 
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Rayl Company, Detroit: 


I> 


B. 


| 


Joseph 


Nineteen-twenty-six has been a more profitable year tha 
e antici l Our volume as not increast nateriall) 
it w succeeded in increasing our gross profit, whic 

iv indication that the “world is growing better, 
spec the mill supply business. 

s increase, however, has not kept pact wit the I 
ease in overhead, i as been in effect fe sever: 
‘ f we want to fatten ou irplus W ive t 
LOW u I 1m O* meat nt We belis { t! W T Ip 0 
e manufacturers, and more co-operation on the ): f t 
»bbers, t can be done during the coming yea? 

Why not stop trying to increase volume at the expens« 
" gross profit make every sale show sufficier profit to take 
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6-inch Ball-Bearing Grinder, com- 
plete, $42.00. **Van Dorn”’ Bench and 





@ 
These small “Van Dorn” 6-inch Ball-Bearing 
Electric Bench Grinders, installed at con- 
venient central points in a plant, will save 
time on jobs like tool grinding, burr remov- 
ing, polishing, buffing, etc. They will turn 
non-productive time —- now used in trips to 
and from a stationary grinder —- into profit- 
able, productive time. All plants, from the 
largest production units to the smallest ma- 
chine shops, should have one or more of 
these grinders. 


es and Service 


Branches 


6% 


Atlanta 
,Oston 


uifalo 


eland 






Floor Grinders range in size from 


6-inch to 14-inch. 


Furnished complete with two grinding wheels, 
adjustable tool rests, wheel guards, switch and 
cable, they are ready for work any place in the 
shop. They are portable too, and equipped 
with a handle for convenient carrying wher- 
ever needed. Also furnished with pedestal 
when other working base is not available. 

Have you considered the possibilities of 
this quick selling line of drills, reamers and 
grinders? Your territory may still be open. 


Write for full information. 


The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, Reaming and Grinding Machines, etc. 


Cleveland, Ohio 


99 


Sales and Service 
Branches 
Angeles 
New York 
Philadelphia 


Los 


Pittsburgh 


ETECTRIC | 
TOOLS 


Toronto 


Winnipeg 
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care of its individual overhead and show a net profit—stop 


retailing at wholesale prices? Broken packages should carry 
an extra profit for handling charges. 

| have been reading about service in the different trade 
papers, and we should all give the best service possible, but 
don’t that money. the job- 
bers seem to forget this. In our opinion, we should be 


nineteen-twenty-seven. 


forget service costs Some of 
able 


to show an improvement during 
J. E. Dilworth, President, J. E. Dilworth Company, Memphis, 
Tenn.: 

The 
how a larger 


that we | 


story of 1926 so far as it applies to our business will 


volume than we ever have had, and I believe 


However, that 
December ol. 


iave made some profit this year. 


to be determined as we close out 


business yea? 





Volume in thi territory has been good, and we believe our 
experience is that of all the other dealers in thi part of the 
country. 
As to 1927 we are proceeding cautiously, as has been 
our rule right along, but expect to have sufhcient merenan 
on and to take care of ou busine = a It comes 


J. M. MeDonald, President, A. Y. McDonald Mfg. Co. 





buque, lowa: 
The commercial ituation in our local territot whic 
oughly speaking, comprises the upper third of the Mis 
ppi Valley west of Lake Michigan, has cont 1 omewha 
low par throughout the vear owing to the ion for 
f lative relief for the ricultural intere 
{ en to us it re irdles oO the e¢ c qu tlol 
volve some measure of legislative relief must be fort 
{ ] rs | t eelit rT inrest the I ot the 
ecultun 
vould also ypear te Is that whateve r n effor 
‘ t the government an e taxpave} t suld be 
considerabl ess than what we are now suffering n 
¢ niddle west, and we are oping that our congression i] 
representatives may awaken to this fact ar ike some ac 


tion 


J. L.. Pitts, 
Co., Ltd., 


accordingly. 


President, Brown-Roberts 
Alexandria, La.: 


Hardware & Supply 


I am of the most 


Nat- 


great 


1926 will close one of the 


this country 


rally this was brought about in the beginning by the 


opinion that 


prosperous decades that ever known. 


nas 





war which gave business a stimulus, followed by the vast 
increase in the automobile industry, the vast expenditures 
throughout the various states for good roads, and many 


other things incident thereto, which have prolonged this sat- 
isfactory condition possibly more than the 
case otherwise. 


would have been 
But naturally prosperity brings with it its ills as well as 
its blessings, which means that through this period there has 
vast increase in the manufacturing and distributing 
facilities of this country, which, of itself, has caused cheap 
credits and inefficiency in help. As a this 
condition there must be a readjustment, and in my opinion we 
are entering upon an era which will be a squeezing out proc- 
ess and wind up with the elimination of those concerns en- 
tering it in a crippled condition as result of 
ment as over extension. 


been a 


consequence of 


he bad judg- 


regards eredits and 
in all 

This means tl 
a continue: 


a small margin 


There is no doubt there is a surplus of lines 
and a deficit in the consuming trade. 
future there will 
volume, with goods sold on 


goods 
vat facing 
scramble for 


us In the near be 


and a consequent 
meagre net earning on the invested capital. Those 


not sufficiently well fortified 


concerns: 


to stand the absence of a reason- 


able net earning, will naturally fall by the wayside. 

No doubt, competition will be keener than ever before 
and for the next two years it will be “the survival of the fit 
te Those who by exceptionally shrewd management, or 
0 ly »\ heer wood luck, weather the storm ought to be 

position to demand fair remuneration for their services to 


ind will continue along lines conducive to profit. 


no doubt 


the country is in a very prosperous con 

on from a physical viewpoint, and those who persevere 

nd apply to their busine common sense ould be more 
ry less prosperous 
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T. W. Lewis, President, Lewis-Brown Company, Inc., Mem- 
phis: 

I am pleased to advise we have enjoyed a nice increase in 
volume over last year, and up to November Ist conditions 
very favorable, but since that time, on account of the 
slowing down of the hardwood lumber market and the very 
serious condition of cotton prices, business in our section has 
quieted down considerably, and we do not know just what is 
ahead of us for the coming year. 

I feel that profits have been more satisfactory 

they last and that prices are much more 
table from both a buying and selling standpoint than they 
are hoping that this condition will 
year. If so, I 


in this section should not enjoy a 


were 


this year 


than were year, 


were last vear, and we 
exist 
mill 


business wit 


coming 


upply houses 


for the see no reason why the 

healthy 

1 Satisfactory profits. 

H. H. Kuhn, General Manager, The Hardware & Supply Co., 
Akron, Ohio: 
During the veal 


1926 this section of Ohio was blessed wit} 


flalr Dusiness, but 


due to some very unethical competition 
profits were not what they should have been. This condition 
prevailed very generally the first half of the year, but there 


growing tendency to secure a Tair pront for 





being sold. 


} 1 4 2 2 {3 | 
As long as the automobile trade iourishes 


the Akron 






are busy, but the minute production is curtailed in the 
automotive field, we feel] it. 

The building industry was fairly active iri! e las 

ir, and from present indications we will have some 
yuil during 1927. If all of the dealers would be satisfie« 
‘ a fair volume of business at a desirable profit, the in- 
dustry as a whole would be benefited. There are, however, 
some individuals in business who, in their anxiety to cover tne 


‘th, quote extremely low prices in order to reach a certain 


volume. 
H. P. Ranny, President, The Bettcher Stamping & Mfg. Co., 
Cleveland: 
with us the first half of 
the last half was only fair. The 
considerably 
The outlook 
for the first 
hetter, than the same period in 


Business 1926 was very good, but 


year as a whole, however, is 
ahead of the previous one. 

for 1927 is very encouraging, and look 
six months to be equally good, if not a trifle 
1926. 


we 


F. W. Swanson, President, Globe Machinery and Supply Co., 

Des Moines, Iowa: 

A survey of lowa plumbing and heating jobbers was taken 
in October, comparing the business for the first nine months 
of this year with the first nine months of last year, disclosing 
that every house reporting showed a loss of business, and that 
for the number of houses in Iowa reporting, compared with 
all other states west of Pittsburgh, we were the only state 
that showed a 100 percent decrease in volume. 

The last two months we have experienced considerable 
banking trouble, 34 banks closing in one week; our crop 
volume was less than last year; our farm receipts are less; 
condition of our purchasing power consequently less, with the 
result, naturally, that business in this line is less. 

It seems that there surely was never a time when it was 
so essential for the distributors in this industry to maintain 
legitimate margins. Without a fair margin today, the jobber 
in this field has no possible chance of even breaking even. 

Nineteen twenty-seven may be better, but that remains to 
be seen. 

{. L. Marks, Treasurer, 

America, Inc., Brooklyn: 


Braiding & Packing Works of 


come right 


satisfactory one in every 


up to expectations—a ; 
respect. Our volume has been the 
cannot see any 


even better in 1927 


The year 1926 has very 


largest since 1919, and we reason why we 


should not do as well oO? 
Chas. FE. Curtis, President, The Western Iron Stores Co., Mil- 


waukee: 





In nearing the conclusion of the year 1926, we observe 
that the last twelve months have yielded a very acceptable 
volume of business. This volume has been a fair increase 
over the two preceding years, but the net profit appears to 


mue 


better proportion than the volume, due to the 
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mill supply dealer has recognized \ 
in dispensing service he must obtain a profit to attain this 


The increased efficiency of our transportation lines has 


we believe, that the 


end. 
stock, so that a 


assisted in prompt deliveries of better turn- 
vel las been effe ected Collection lave been Ver) POOU, 
with but slight loss from failure 


1927. we see only good ahead, and substantial volume 
estimation, by the practice of mot 





to be obtained, in ou 
=trict concentration on local territories, where ervice 
best enter Into sales. We do not be lieve that the danger 


the future lies in the direction of volume, but rather in the 
irection of lessening our vigilance in the maintenance of fai 
) il yroper turn-over, and in the control of over-head 
W e 1 quite true that the positlo of the 1 ppl 
eal n indust l to Car} mple nece oct oO 
nerehandise to render real service t trade, vet t ; 
) t ost economical mart > that tne ¢ 
rt Ve p i ive pre im Tor t Vic ( y | 
} deals 0 tion e penalize the ce en 
+ + y ) eP( ) 


Smith, President, The Hollow 


Ernest H. 
Cleveland: 


Dut ‘ L026 we ave a ti e% 


J. W. Wright, President, Coleord-Wright Machinery & Sup- 


ply Company, St. Louis: 
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H. M. Griffin, Manager Clutch Department, Kinney Manufae- 
turing Co.,, 


We a optimistic OL: the ¢ oe Ve Ou 


Boston: 


yr4 ; 
acto ( in ol yu it tl 
P. L. Pryibil, Vice-President, Midwest Steel & Supply Com 
pany, Inc., Bradford, Pa.: 
In the latter part of 1925 our feel " t low 
y eal vou ) oot USINE ear I ‘ ( ne < 
eciall ( rt rst nterest ! | yplic eng@inee? 
I product t eem as 4% u we were VFO n ou 
1¢ 0 far as general business is concerned, but are happy 
to be able to say that we personally enjoyed a better volume 
1 busine in 1926, so that in that respect our gue was cor- 
rect. 
We are optimistic again for 1927. Indications are even bet 





ter and more definite than they were 


Novembe1 


our 


month this li 


in our 
-_ 





has been the best 
with mill supply 
about 


vear 


contact nouse 


there is nothing to worry for the 


W hole. 


J. A. Carson, Manager of Sales, Industrial Department, The 


Libbey Glass Manufacturing Co., Toledo: 
The 


year 1926 has been a very satisfactory 


partment Our business has been a great deal 
1925, both in volume and the number of new distributors 


ve have placed on our books. 


For the 1927 we are optimistic, and believe that 


year 


for our 1926 prognosis. 
line, and 


leads us to believe that 


one to this de 


better thar 


we 


business for at least the first 
the tell about 


are going to have satisfactory 
six months. The latter half of 
better five months from now. 
As manufacturers this 
have had to overcome the handicap of the reputation made by 
dominated the 
have shown a 


year we can 


1uge glasses, in country, we 


of pL 
foreign manufacturers, who have practically 

period of fifty years. Our sales 
and rapid growth in the last five years, and we 


added 


market for a 
consistent 
ire confident that more and more distributors will be 


o our list of customers. 
Arthur H. Squier, Treasurer, Squier, Schilling & Skiff, New- 
ark, N. J.: 


glad to report that 1926 will show a satisfactory 


























t 
increase over 1925 in bot sales and profits, although gain 
not so large as we indicated by the volume shown in 
lary, 1926. The last year has been another normal 
H york and : ntion to tail ave been requires 
) ( ilt 
Raymond Seabrook, Secretary, Nason Manufacturing Com- 
pany, New York: 

( retell the pi verity of the yea 1927 we 

ou clined to feel t i ve are Wasting our prophetic 
po ( tion to t one field of industry. The most 

it nds in the count re concentrating on whethe 
) pe now ¢ ! ane naturall cla mec D the 
Natio \dministratio sh of its fie and bone of 
ne, Can be wheedtl along until after the voters ive 

ye to the poll next November. 

Howe ce we are Le a cI i 

eY We ( assert w out fear ‘ it manu- 

cture. « job proverbial seven lear vears 

e learned that »clamoring’s of false prophets, 
thelr pt en economic. As they have 
tood tog er for the elimin: of false factors in manu- 

icture d distribution, to just such an extent have they ad- 
vance vay from the red ink side of the ledger. 

The just closed has shown a remarkable advance in 
two vit juestions of merchandising. The first advance has 
heen tiv identification and elimination rom the books of 

in nanufacturers of a number of fly-by-night jobbers; 
the second the establishment of prices carrying a reasonable 

rgin of profit and their maintenance to at least an encour- 
extent 

Perhaps in forecasting the vear 1927 it is not too much to 
sa I s ever before the situation lies in the hé d 

of u If we lend ear to t ever present demorall 
element, our very distinct gains will have been lost 
re iS te Tr ta pecde D a aitl ere ana tne 
cont le to ind togetner, co ylidating ar extel ng 1? 
tual goo faith, we shall succeed. 


C. B. Kershaw, Sales Manager, The Chas. A. Strelinger Co., 


Detroit: 


ro ir point of view at veneral observation throug 
ir contact w pp inufacturers as well as dealers 
rs 1 erritory but elsewhere. we believe the ylume 
isiness Itogether has been quite satisfactory As we 
l dl 1 greater volume in 1926, and the years 1924 
il 925 produced a reason ibly cood volume, it would seem 
that all should be happy and satisfie 
Wit an amount of business that does not require all of 


4 oat + amore? +1 117 
the manufacturers’ pr tne sup- 


ply dealer 


\dueing facilities, which leaves 
have handled a 
cost, naturally ex- 
In the race to ob- 
using the axe when it 


to the bone 


could 
] 


additions 
additional 


with the knowledge that he 


, “4 4 ; 
grreater volume without much 


tremely keer 





competition has developed. 


} 


e industry has been 


and they 


tain volume t 


Lall 


comes to profits, have hewn so close 


that profits have not been commensurate with the money in- 
vested and the hard work, intelligence and energy that is re- 

a quired in our business. 
Indications for the new vear, In our section, look good, 


every reason to be lieve that the 


As there has been a nation-wide awak- 


and we have coming year at 


least will equal 1926. 


ening to the fact that industry has not been producing ade- 
profits, it is to be hoped the new year may do some- 


1 quate 
thing more for us in the way of net returns. It is extremely 
profitable, for history 


that business be made more 
repeats itself and the downward curve is sure to 


necessary 


naturally 





STEERBAX 


Reg. U. 5 Pat. Off 


Our standard high- 





quality belt, standard tan 
mage, mad rst-quality 
eenters oO teer 
hides—as goo an 
be made 





STEERBAX 


WATERPROOF 


Reg U S Pat Of 


The same high quality 


ea 


“DU-O-TAN”’ 


A 


pe 


first-quality belt of 


ai tann 





“SPECIAL PLANER” 
Another first - quality 
belt built specially for hig! 
speed work over small pul 
leys, under either dry or 
wet conditions 


Factory Branches 
at 

24 Noble Court 
CLEVELAND. Q. 
314. Market Street 
NEWARK. N. J. 
224 N Sheldon st 
Cuicaco, Ini 
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BUILDING THE BELT 


ls Another Expert Job, with 






EATHER BELTING 


The best of leather will not make a good belt 
unless it is put together with good cement by 
men who know how it must be done. 





Charlie Keller is the “old timer’’ who is re- 
sponsible for the cementing in our factory. 
And other old belt makers help him. It may 
look like a simple job—but | want to say that 
it is one of the most important jobs in the shop. 


Because of the care of Charlie and his pals, it’s almost 
an unheard-of thing to have a joint open up or the plies 
come apart in a Whiting Belt. Every foot turned out is 
as firm and sound and strong as solid leather. 


These men of ours who have spent their lives (almost) 
in a belt shop, are as proud of the quality of Whiting 
Belts as | am. If you were one of our dealers, you'd have 
all their experience behind you. Shall we get together? 


Sincerely yours, 
H. E, Whiting. 


Whiting Leather & Belting Company 


General Office and Factory: Long Island City, New York 
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come eventually, and we must be prepared for the dull period 


that draws so heavily on our reserves. 
C. A. Rouse, President, Washington Belting & Rubber Co., 

Tacoma, Wash.: 

To say that the last year has been a disappointment would 
he putting it mildly, as we expected that 1926, the way the 
irst part of the year started out, would be very satisfactory. 
But on account of business conditions in the lumber industry 


we will do well if we break even. 

As the sawmills are curtailing their output we are in hopes 
that 1927 will be a better year than 1926. However, it doe 
not look very promising at the present time 

We operate two stores, one in Tacoma and one in Seattle, 
Wash., handling mill 
Washington. 


upplies and covering all of wester! 


{. S. Gould, Sales Manager, The Oster Manufacturing Com- 
pany, Cleveland: 


Oster? ale during 1926 have conclusively proved tne 
} ¢ en es f sh} " cachacndtnein’ seat 
mundane ) mur poliey y] jobber co-operation ) fIVING ] 
roe ime ) yusIne ever experience ( 








| yuo tne etter Pe? inding ¢ the ob 
7.) yblen earne t The National Supp i M 
e) Distributors’ Convention last April, is enable 
, nt r proposition to the jobber in a more intelligent 
nne) The composite statement of expens« of operatio 
whic \ irn ed to the me ¢ elp ( | 
+ i t ‘ ‘ t ¢ ePTTO ‘ ft 
vecialtie ( ra sati yron 
¢ f n ! l OT ¢ Ope ( opbpe? 
nufacturer ve rea 1} ( mn 
yore jobbe \ 
r bt ; rai , y ‘ cle 
| pec i i n ire ( ! Y t 
obhbe S ait our ope ( selling ? ) sUuCeE Te 
yu t ! né li t t irt, ivs alr r eY Ve 
in a ar 
As to our thoughts f nes we cannot be other 
tha conhdent that a ) our resent selling 
l t will roduce th lesired re lt f . Ae . 
ods will produce the desired result or bo dur joober 


and ourselves 
Ik. C. Rynders, General Manager, White Star Company, 

Wichita, Kansas: 

We are looking forward to a fairly good year the coming 
season. The wheat crop in Kansas is fairly good, and a 
reasonable price was figured for most of it. We have had 
the best year we have had in five years. 

Kansas, however, is not much of an industrial supply state 
as yet, but we are in hopes that sooner or later it will lead 
in the mill supply game as well as it does in a great many 
other lines of endeavor. 

Walter W. Peacock, Manager, E. S. Stacy Supply Company, 

Springfield, Mass.: 

The year 1926 has been better than the year 1925 for us, 
due, we believe, principally to two factors on our part, the 
first being our absolute refusal to accept orders that do not 
bear a fair margin of profit, and the intensive 
cultivation of our local territory. 


second, 


For the last three years we have been actively engaged 


n pushing specialties which offer a fair margin of profit, and 
also heartily supporting the manufacturers, who in turn have 
a fair policy of distribution, in respect to the jobbers. We 

ave also been very active in closely watching the turnove: 
of various stocks, discarding or refusing to stock items that 
do not turn over in a reasonable regardless 





of the profit on these items, for, when al 
item stavs too long on one’s shelf, no matter what it is 
{ i| ad it, the res ilt ] the s t ule 

We believe inother factor tl ear 192 
bette in 1925, has been that we have made earne 

+ + } ’ 

ende ) to create a Tee ng of conhdenc nou loca rou 
{ vil] 1} } » OY vith it the n) f lino Se 
) Y Ippiv houses, for, without the prope feeling’ OT re 
pect and confidence in this group, no one individual yu 
can ope to icceea. 

We further believe that the spirit of the manufacturers 

naterially changed in the last is been our 


77> 


4/ 








eee tet eee re pees ren 


facturers with a spirit of confidence, which he deserves, he 
will in every case more than meet you half way, and you 
will find that any real co-operation in his behalf will more 
than repay you in the future. 

We will naturally, during 1927, pursue the same policy as 
we did in 1926, namely—intensively push the proper special 
ties carrying a fair margin of profit, and closely watch our 
turnovers and intensively cultivate our local field. 

H. M. Huffman, President, Huffman Manufacturing Com- 
pany, Dayton, Ohio: 

The sales volume for the year 1926 has greatly exceeded 


both 1925 and the average expectations. 

















There has been a somewhat general slacking in the last 
ter, but we feel th hould hardly occasion any anxiety. 
While it is tru iat the earl months of 1927 may fall be 
low the 1926 level, 1 *handise stocks are generally cor 
ceded to be conservative, so that any recession should be 
light ar ort duratio1 

Speaking for ourselves the 1926 volume shows a ver) 
atisfactory increase over 1925. We expect a arger 
nerease in 1927. We base this expectation first, on the be 

t generally 1927 sales will equal or exceed 1926, d 
econd, that our merchandise will continue to attract new 
cu because it is a simplified line with fewer models, 
en our jobbers to secure greater turnover. 

rhe dealers’ practice of buying d-to-mouth” dur : 
« ! AS 1 ) nt nit to bu Iness In veneral. 

A s ¢ re 
merchandise ( 

I € ICC Ss ae in 
reducing moce a emal for 
tandardization in other lines. We believe this movement 
vil omentun 927 and that manufacturers 
benet mselves and the trade gene vy by sim 
on thelr own products. 

have perhaps pioneered this work in our own industry 


ve heartily recommend it and believe it pays real div 





o manufacturer and distributors alike. 


H. L. Coats, Sales Manager, Flexible Steel Lacing Co., Chi- 


year 1926 has brought us a very satisfactory increase 





in both domestie and foreign business. Collections have been 
good, losses through business failures minor, and all in all 
our company and I believe the mill supply fraternity as a 
whole has enjoyed a year of good business. 

In our last year’s letter to MILL SUPPLIES we mentioned 
the fact that we were planning an extensive and intensive 
advertising campaign. 


dealers. 


We have had some trials and tribulations, to be sure, 
mostly due to price cutting by certain supply houses, but 


having eliminated several of the most flagrant offenders by 


withdrawing prices and refusing to handle their orders, we 
have cleared up some aggravated cases. We are pleased to 


say that there is a decided tendency on the part of mos 
jobbers to maintain the manufacturer's resale schedule. 


The hand-to-mouth buying of 1924 and 1925 carried over 
into 1926 to some extent. During the latter half of the year 
stock orders have been more in evidence, and we anticipate 


a continuance of stock buying and less of hand-to-mouth 


buying for 1927. 


Our prophecy for 1927 is continued good business, stability 
a closer co-operation between manufacturers 


of prices and 


and their supply jobbers. 


A. G. Snyder, President, Hide Leather & Belting Co., In- 


dianapolis: 
We feel that 


in profits from 


There is no 








rowel eat Ve 
} 
volume 1? DY 
fair return on the ivestment ] e veal 








1] TT ; wid nNYreg rnnhdeane 
uly sound. There is widespread confidence 


It was carried through, and we are 
now planning a continuation of direct mail and trade paper 
advertising that will bring more business to our jobbers and 
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Seven strong 
construction 
features on 


all Parker | a 


Metal 
Castings 


Vises 


The Charles Parker Co., Master Vise Makers 
Meriden, Conn., U. S. A. 


PARKER VISE 
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ye is an over-capacity in many lines, the general ex- 
yression is one of satisfaction. 

The fact that there is over-capacity in many lines will 
yrobably prevent price inflation. The country’s continued 
yrosperity, in the writer’s opinion, depends pretty largely on 
yur ability to keep our feet on the ground and observe sane 
yractices both in our living and in business. 


W. H. Fitch, President, Richards-Wilcox Manufacturing Co., 


i 
f 


f 
I 


Aurora, IIl.: 

Our business in door hardware and overhead conveying 
quipment during the last two years has been quite sati 
factory, and we are still operating on full time with a normal 
roree. 

The prospects for the future are good, according to our 


»bservation, and we have every reason to believe that 1927 


will be a good year, as there is a growing interest in and 


lemand for all labor saving equipment. 


P. W. Klinger, President and General Manager, The Klinger- 


Dills Company, Dayton, Ohio: 
} 


The year 1926 has on the whole been a very satisfactory 


ne to us until September, comparing favorably with any 





ear since we have been in business, but from that time on 


has fallen off Very decidedly. This seems to be the condition 


which prevails in most of the local industries. 

We have not been able to discover any fundamental condi 
tion which could bring this about, and are proceeding on the 
basis that after the first of the year general conditions will 
npror However, ire of the belief that busine wil 
) mn ighly competitive a dur the ne ear, and it 
Vlil D cessal to go alte ‘ it one expect I et in t 
Wa ) ) eC} 

We proces Ing inde} tie t T consclientiou 
effort y ervice to our Cust ( vill be } ictlve o 

4 F yu ’ ul : la , PoTressive 
( ) t a 








C. W. Brainard, President, Union Steam Pump Company, 
Battle Creek, Mich.: 
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Rk. W. Donigan, President, The Todd-Donigan Tron Compan 


\. 


Louisville: 





\T }> 
W \ ( 6) \ 1 eans ( VI I> 
) Ve must ivree wit im that we <¢ ( 1¢ 
itu ) l 27 We ave ber n e¢ up oO 10! new 
ipe tati that bu ess was better, a ( We i? 
willing to admit it in some lines, especially the stock e 
or 1t, there are ver’ few jobbers In any t ug tn 
y ‘ "7 ravyt x y + > 
trict who look forward to 1927 with very brig expe 
tation 
; ae i aie ’ .e letters publishe by vou 
We incerelV trust wnen We see Ie ers } 1 i py 7 





from people who can see farther into the future 

they will have a different tone, and we will 

from the position taken at this time. 

L. H. Shingle, President, Shingle-Gibb Leather 
phia: 


than we that 
gladly recede 


Co., Philadel- 


While we are in the leather business, our business is prac 
tically all with the manufacturers of leather belting, therefore 


it reflects more closely the conditions in the ] 


business than the general leather trade. 


eather belting 


The first quarter of 1926 was very good, but the second 


quarter declined, June being the lowest mont} 


‘rom then there was a steady improvement 


1 of the year. 
up to the en 


of October. November and December show some decline, but 


volume is still comparatively large. 


No accurate figares are available for the 


whole, but we estimate that the volume of be 


was about 20 percent greater in 1926 than in 
vear. 


, an organization called the Power 


> 
Recently 


industry as a 
Iting business 
the preceding 





Transmission 


\ssociation has been formed, including not only the leathe: 





belting manufacturers, but various allied lines 


in the trans- 


mission field. Many of our customers feel this will eventu- 


ally result in a considerable increase in the consumption of 


leather belting, as the preliminary work done | 














yy this organi- 








ition In tes that in many places direct connected motors 
ire in use where a belt would transmit power more eco- 
omically and satisfactorily either in a group drive or some 
other forn 
Further than this, it is believed that, on account of the 
closer association, it will result in better co-operation among 
e belting manufacturers, and some of the harmful con 
pet lve co j ! ic i dadeveroped n tne last fe “ 
vears will be ted, and that an effort will be made 
ee who ean produce the best and most efficient leather belt- 
rather than who can make the lowest price 
(a ci l busine col t10! ce \ Lie is favorable as 
\ ‘ oe me | Ve nore ) 1 as 192¢ 
Ss quite itis! ea Ne OOK rwatl with optimis: 
nad e? usiasm tl 





H. J. Sutton, President, Sutton-Osborne Sur 
Asheville, N. C.: 








ply Company 





| ] ippl yusiness western North Carolina, 
thoug ot quite as good as it was earlier in the year, par- 
ticular] ! immer, Is still going stro int as eve} 
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winter, alt ue ( lect Ons are rather Siow. 
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l M ( \ le to ¢ cu % it early this vear wena 
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i] rovid 10%" yreparat 
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Ed. C. Teuscher, General Manager, Teuscher P 


Co., St. Louis: 


| ‘ ou tte oO Deecembe it ac 
ther, I e 4 Ie cher, now past S87 vears 
it beer ictive r yusiness for ove five 
Regarding business conditions in the mill s 
ine the last vear, it should be remembered t 


almost exclusively 1 
cessories. Up to the first of December we 
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The Handiest 
Pipe Tool Made 


Here’s a 3-way 
that combines the advantages of 


solid die stock 


adjustability with the 
proofness”’ 


“fool- 
of the solid die. 
There are no loose guides or 
extra dies to carry with the red 
headed Oster Bull Pup. Dies for 
three sizes of pipe are always 
ready for use, adjustable for over 
and under size. 


l-way Bull 


Pups meet every 
threading requirement in the 
smaller sizes at less cost while 


the ratchet type combines solid 
construction and adjustability 
with ratchet convenience. 


Return the coupon below for 
attractive prices and complete 
information. 


STER | 


The Oster Manufacturing Co. 


2087 East 61st Place Cleveland, Ohio 
Plea : : vy List Ne eseribit 
Name 

Street 


City State 
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SAFETY SET SCREWS 
3 — 








—s =:Cleveland 


= 


Folders 


The Cleveland Folding Mach- 
ine Company, uses Bristo Set 
Screws in their Folding Mach- 
ine. Bristos were chosen for the 
safety feature, for good ap- 
pearance and dependable per- 
formance. Mr. L. C. Tufts, 
Chief Engineer, found that 
‘*Bristos do not expand in dia- 
meter from the cam action of 
the wrench, as in the case of a 
screw using a square or hex- 
agon wrench.”’ 


Can you Claim the best in every 
part of YOUR product, too? 


May we send you sample screws 
for examination and test. Ask 
for folder 814-H when you 
write. The Bristol Company 
Waterbury, Conn. 
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same amount of business that we did 
of last year; so that we probably 
1926. 


in the twelve months 
will be about 10 percent 





ahead of 1925 in sales during 


Competition seems to have been keener in 


some lines here, although some of our other lines, being on 


considerably 


from 
would say 


a better resale basis, have operated most successfully 
the standpoint of price stability. As a whole we 





that we have had a much more stable price year year 
than last year. This we think is mainly due to the fact that 
ve will not cut prices. If after giving the customer the bene 
fit of the best price we have for the class in which he be 


ongs, he tells us that he has a better price, we 











p the business, refi ig to meet our competitor Owe 
prices 

The buyer, now knowing that we are treating mand all 
others on a strictly square basis as to it in 
us a greater proportion of h Dusine ! 

( ting policy We hope that manuf: ! jobber 
like will come to an understanding of the underlying prin- 
ple merc g, whie re that the nnot endure 
? 1] { ta t t i t t li ‘ pC 4 
] { k a ¢ estionna ¢ eT! »’ pure n ¢ T I ju 
" ; ! t \ t " prefe, ) » bu \ 

) Vv ( ) 

ltt ( cern W ( ipp ) eno ¢ r 
produc A ile prove conclu ( uve } r 
neer? ( ric CK 


G. L. Carleton, Manager, 


Wis.: 


Appleton Car Mover Co., 
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f f pe ney we Wil t ve} ) rroken? 
Hav A iW EE care li to avo eve! pearance 
in competition o7 arp practice 
If e Cal Pive ( ! t il Ve} to these que iv 
al iS, 11 Ve icce sf l mu rhe $ er¢ Ise \ iv 
vile for the future and ont only foun non whic 
ucce can be built, that of perfect confidence. 
Thus the business outlook for 1927 depends on how strong 
we have won the confidence of the public, 
ilysis, confidence is the base of all trade and the only 


business stabilizer. 


permanent 


Ss. S. Clary, General Manager, James MeGraw, Inc., Rich- 
mond, Va.: 
Nineteen twenty-six closes as the biggest year we have 


ad in the history of our organization, which covers a period 


ixty years, with percentage of profit the best in several 
years. 

Covering the states of Virginia and North Carolina, wit 
a small portion of South Carolina, we have found very favor- 
able conditions this territory for the entire year. <A 
month or so back the cotton section was hard hit by the very 


over 


low price, but we have found this not to be as bad as was 
thought. 


| first People in that section seem to be getting 








themselves pretty well together and arranging to take care 
of their affairs in a reasonably satisfactory way. The to- 
bacco crop was not only a good yield but also a good grade, 
consequently it brought a first class price. 

The industrial plants throughout this section have kept 
fairly busy, and I think have made money. The lumber busi- 
ness has been very poor, and I think ver) few concerns 
manufacturing lumber have made any money this year, claim- 
ing the cost of and the price 
Building has kept up through- 
been an unusual amount of road 
Business in this particular line has been good. 
fair until about the first of 
since which time they have been better than any 








production has been greater e 


considerably lower than 1925. 


Car. There nas 





t} 
] 


nn were 


November, 


period tor 





As far as we can see, it looks as though we shall have 
qualls good business for the coming year. 


Paulscraft, Vice-President, R. K. Carter & Co., New 


York: 
ar practically ended, it is evident that 


L la 


tnere 


had been appre- 





ve the commercial reaction which 














e quarters during earlier months. It is esti- 
aie hittenE Beant aD ae a + : 
e years total Dusiness will run about 9 per- 
1925, and 1925 was a good year. Prices 
- r “er - seman 
( ind according to the most reliable information 
; : : ; 
rte stocks o YOOUdS are light 
ere is clearly evident favorable sentiment in business 
rcles regarding a continuation of distribution and consump- 
of goods and Materials on a large scale. Perhaps it 
ni ! quite measure up to the pace of 1926, but anyth) 
13) M4 4 + +1) + 
like a long depression does not seem logical. It mus 
embet wever, that next yea comparisons 
oO be made wit the very igh level of activi 
ile 1926. Depre factors are 
4 ! A r ot lost our confide nee 1n 
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Love, President, Francis H. Love Company, Inc., 


York: 


1} ti ( ( that we ire predominant ex rter 
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rick D © t ou care oO ave ale er on the ex 
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( I al ett \ Vit O I 
Now wa o1 *h 
i) pront to t mii 
or qu » 4 re D CK 
tt numerous other 1te S Classe Inder the 
( ! pple 
I po vely expec e business in Cuba in the year 1927 
) t least double f not triple, the 
Mexico, too, has ad its own troubles, 
ca 1 gious questions. We have 
1) p ns vO a SIxXty yea I 
( WwW f cal cred stal ¢ inventory, etc., are 
ric first-class, but because of political and reli 
tor canno collect eir accounts in cash, as there is no 
paper money and relatively little credit. Mexico should easily, 
n the coming year 1927, double its purchases of mill sup- 


Rico has had its primarily 


TI ey, 


own political troubles, 


through the influence of relatively low price of sugar. 


avoided new equipment or up-keep expenditures 
as possible, and in the coming year must buy heavily. 
This statement is true of Santo Domingo, Haiti and Peru. 

Venezuela had the 


country 


Colombia and have advantage in the 


last year of a boom in their development, and the 
inspection of Washington statistics will show 
the increase in general mill supplies purchases. 
The Far East, and South 
mentioned have been marking 
rate. It is reasonable to expect they will 


most cursory 


other parts of America not 
time at a 


continue as 


slow 
last 


more or less 








CYLINDERS FREE FROM WATER 


assure greater safety, efficient lubrication and 
better steam economy 





The MICHAEL DRAIN VALVE 


immediately, completely —- 
and automatically removes “= — 
entrained water and con- S| commas 6 2 A hg ey 
densation from the cylinder w 4 
during the operating periods, and keeps the cylinder 
drained while idle. 


The substitution of the Michael Valve for the two 
commonly used drain valves on any steam cylinder 
eliminates all uncertainty as to what is in the cylin- 
der and all danger of packing or cylinder head blow- 
out and damage. Economy of steam and greater 
output of useful mechanical work are obtained 
because the continuous removal of water as quick 
as it enters or forms, prevents excessive cooling of 
the cylinder, and protects the lubrication. The film 
of oil remains between cylinder and piston rings and bke- 
tween rod and packing because the steam remains compara- 
tively dry. Wear and renewals at these points are theretore 
retarded, with corresponding lower maintenance expense 
and preservation of original mechanical efficiency. 


From an operating standpoint, the Michael Valve elim- 
inates the necessity of attention being paid to the cylinder 
drainage. Inexperience, forgetfulness and _  carelessn’ss 
cease to be danger elements at this point, and as the drain- 
age water and steam are piped out of the engine room, the 
scalding of attendants, which so frequently occurs with 
hand-operated drains, is positively prevented. 

The Michael Valve is readily applied to any steam 


cylinder. 





LL Sherwood Steam Specialties are guaranteed to give 

absolute satisfaction and should be sold on this basis. 
In the case of any possible complaint, we back our dealers 
to the limit. By making the Sherwood line one of your lead- 
ers, you can make good profits and help to create that good 
will which brings customers back for other goods. 


This Sherwood Catalog FREE 


if vou return th: coupon 
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Sherwood Manufacturing Company 
131k) Elmwood Ave., Buffalo, N.Y 


A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 
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A Complete 
New Line of § 
Oxy-Acetylene sa 
Welding and " 


Cutting 
Equipment 


Imperial has big news for 1927. 
There is a¢ omple te new line of 
Imperial Welding* and Cutting 
Equipment. Radical improve 
ments have been made which 
ire continued leadership for 
these popular torches and outfits. 
The new Type X Imperial Welding 
Torchis new in exterior design and 
embodies animproved mixing prin- 
ciple whic ures accurate con- 
trol of gases 
ie No. 11 Welding Outfit, shown 
provides equipment for all 
within the limits of the Oxy- 


and successful welds. 





ne proce 


other new Imperial Out 


Imperial Weldiné and Cutting 
Outfits are packed in substan- 


tial ligk 


THE IMPERIAL BRASS MEG.Co. 
511 South Racine Ave., Chicago 


At steel carrying cases. 
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New 


Co., Philadelphia: 


facturers. In 1927 


ed per ing profit at least one-third as we feel 
ca mill vood or better than in 1926 
suld not © a firmer market in 1927, with price 
t 15 percent during the first six mont 
yne 67 » the close of the year. 


Manufacturing ( 


enjoy from automobile body 


it is our intention to 


years, ant HY, L. Jobson, Secretary-Treasurer, Richmond 


o., Richmond, Va.: 


or The year 1926 has been very good to u 


wetter than 1925, which was our best pre 
wist Drill on ; ; j 
Winer t come to prognosticat ng tne 
A below par. Had we known | 
cotton wou do this year we might now 
e star for a ‘ffice boy. Not that 
! igance, Dut V hos ispected a year ago 
( And cotton 1 re Tacto 
| 
Howeve ou can’t hold a working ma 
Americans a , ing people, so wit 
t to be sitting tne n¢ 
n anotne} ubstantial increas 





R. M. Gattshall, Advertising Manager, 











Company, Youngstown, Ohio: 
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Oo. Chi J. H. Williams, President, J. H. Williams & Co., 


Bie eee 
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W. R. Hutchison, 
York: ( 
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President and Treasurer, 
o., Ine., Miami, Fla.: 
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Dressing 


The Republic Rubber 


We athe 


result of over-production. These crises come in cycles, about 
eight years. If these growers want to hold 
the money is available, as there is plenty of money 
he commercial banks of the south and the machinery is 


available 


seven or 


the crop, 


of financing through the govern- 
banks. Naturally, this low 
territory in which the white staple 


for a large amount 


intermediate 
lows up bu 


credit price 


siness in the 
eadominates. 


Florida’s recent and most disastrous hurric: 


few weeks of curtailed business in this immediate 


ilted in a 


ection, but the rebuilding program which began almost as 


oon as the wind ceased its havoc, has been increasing stead 
y during the past eight weeks and gives promise of con- 
tinuing well into the year 
To sum it all up, we believe that 1927 gives promise of 
better general conditions than the year now ending. We 
iticipate and are planning to increase our volume for 1927, 
ind we know of no legitimate reason why optimism should 
ot prevail 
W. G. Best, President, The Crescent Machine Company, 


Leetonia, Ohio: 





The year just closed has been generally satisfactory. I 
me lines there has been extreme activity. In others the 
s been more moderate, but dependable. From present 
lications we are approaching a period when conditions will 
ve such as to equalize industrial operations. 
[lo us it appears that throughout the present year all line 
of busin will operate ith greater uniformity than during 
ve that now closing 
I se who are enpap' in the distribution of equipment 
for mills and factories will be in an exceptionally fortunate 
tior iring the yea They will have a most wonderful 
yppo inity fo1 onstrating to themselves and to their cu 
tomers just how much can be done in the way of hol 
‘ busine »y being ever watchful and awake to 
istom«e pest nt est sistent and courteous se 
effo l retu ( ( to progressive organization 
Those w e t oughly i with the lines they handle 
ind W the nee f the customers, and who confine them 
elves to serving the custome} n a thoughtful manner, 
pe Wwe pleased Wit tne re ilts at the end of 1927. 


\. A. Kartholl, Secretary, Brownie Manufacturing Co., Fort 
Wayne, Ind.: 


While our Dusine lurl 














LT Cipat 4 
greate necrease than we vear tne 
t towal small pu accordingly 
yrepare to ill or absolutely 
essential land-to-mout ippear that 
there will be an abatement 10d of buying. Prompt 
ittention to all orders wi 
We car ¢ lould not De 
0o one, > m 1] Uppy 
obbe ind r y that they 
must eet « ( brought on by 
the n - 
(00d product W way) be keep bu 
né t zed, e ictor in the ibution must 
, e a reasonat prof One s of our 
reser lay 1s the comparison of inferio1 
irticles, and the attempt of the jobber and 
ealer to lower their prices on . meet what 
erroneou term competition. As a matter of fact, 
there is no comparison between their quality goods and é 
cap infe ) oduct old at a low price. These cheap 
ticles should be sold at a low price—just what they ar 
ort i quality products must necess; i demans 
ghe yrice, namely, what they are worth. Business con 
litior be much healthier when this is overcome. We 
believe it being overcome. This is the age of educating 
PF ire ( We look forward with a great deal of cor 
fidence to a prosperous 1927. 


W. H. Glatt, Sales Manager, Victor Balata & Textile Belting 
Co., New York: 


Our company has enjoyed a very substantial increase in 


and we 


yusine auring the year 


fee] a imilar 
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condition has been shared by a majority of the manufactur 
ing concerns of the country, which is reflected in their reports. 

In fact, 
history of 
our success 


1926 


our 


the most successful 
want to feel 
efforts to 


Was one of 
company, 


has been 


years in the 
that most of 
be of 


and we 


due to our service to 


our good customer 


prospects for 1927 are indeed very bright, and it i 


going to be the chief aim of our company to develop the 


end of business to even a higher degree during 


1927 than during the past. 


oul 


Dixon C. Williams, President, Chicago Mfe. Ce. 


Chicago: 


Nipple 


What will be the commercial record of 1927? Hundreds 
of people trying to this 


ana 


are asking answe} 


query. 


he forecaster ha never had oO 
i¢@s a 


les 


econom 





thou 


more or 




















impor tance in sizing’ the ituation technical deve lop 
nents constantly arising are alte cting business possibilities 
of every characte) So rapld are the chang‘ thu made 
lecessary in busine practice it e man find 
it almost impossible to keep lep langes and 
yossibilities of the times 
Industry ome degree and transportation to a greate) 
degree have come through the year in a fairly satisfactory 
manner while the credit tuatior is be easy, but oun 
agriculturist ive ilerec keen disappointment. The 
prices of their products have been falling steadily. It is 
interesting to note that ile our population has increased 
iO n a period of time, e increase of food products has 
een 5S’ At the same time and in t e period our 

ine products ive nereas 1Z ‘ ctor product 
O50; 

It tippeal { | ae automobile i ist not a \ ClO 
it the moment i formerly, that bulldinye’ cor ruction 
lowing down, and at the texti ! i ad an 
nsat acto ea 1926 f no ) eat prot Nixé 
) radica ro ent n 192% 
wsiness men will be watehful ot en events, ale 
to econo ( evelopments, Care ] , tu su Oo ( nging 
conditions, heres ting price cut ! price eutter 
and be willing to do I e at a profit than greater a 
a lo ef reas le to expect t i 1927 vill T i 
fairly P00 D ine vear, even thoue not oO eood a 1926. 


Paul Armstrong, President, Armstrong Bros. Tool Co., Chi- 
cago: 

Ihe ir 1926 prove me ot the ost it ‘acto. in ou 
experilen¢ While the marvi n our | t \'¢ yee close, 
} + . 4 + 4 
out il¢ in iyereg pron ive been vet itixtactory 
So far as we ( ‘ f condition ll continue or at 

east the f 1 alf o L927 proba »| Oo " 


W.. 


Sons Company, 


Fisher, Secretary and Sales Manager, 'T. 


Chambersburg, Pa.: 








The veal 1926 wa itisfactor Vv tou in volume of busi CSS, 
ing exceeded 1925 very considerab] The flow of busi 
re it] the ( Vas constant, our recor wing tha 
ac nit exceece correspol nont ) the pre- 
ou ea 
In our opinion the preset nethod of buying by mill 
ippls deale? a gvreut provement over the old methor 
of lare periodical tock orders, ( create perio of full 
order books, and then consequent periods of dullne While 
t ma be termed buyin from il to-mouth, it neverthe 
le aevelopi Into a rn il ictory practice becau 
of the eve) yead over the whole veay 
The ou preser ear Is very 2o0o It will be 
our seven i} na celebration of the oeeasion 
we are 1 lew general Catalogue No (O—of 350 
pages, in whi will be illustrated a complete line of ball 
bearing appliances and several other new lines which we 
expect to vreat \ increa se oul ear’ busine 
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alve Demand Sagging at Year End 


Walworth Index Reveals Underlying Business Trends, with Indi- 


cations That Average Call for Goods Will Hold Steady or Improve 


JOSEPH H. BARBER 
Assistant to President and Chief Statistician, Walworth Company 
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The 0 / / ; ( ( COMDp ‘ of mr pe (1) pie 
/ ( / (se ) wo 
ade ¢ The de ( thie gnificant 
had } (1) fuego ! nd ft ne (de? } thie 
( ect oF ( f ( ( Clngd ¢ mina ( ( as 
/ ‘ 

Des eve ina l | t tha le e] Vn we n ight 
il l mal \( ra ne test d ne Wal 
vorth Valve and Fitt Index, the er revival o 
de nana } a » { Yr} ig} falling that 
there | ( KA erate it very general down-trend 
rom tl } er level immer buvins I} 

‘ ‘ e} } lid Ye rd »} ne vear 
WV ! et all through this ve there has been 

ntl it def S10 rdering dema Phis 

ndet contras vith it of 1925. All through 

t vear continu ral rradually lifted our index up 
t } } Ve) e leve t| were n ntained for sev- 
‘ In R +) en] 1924 

\\ rwhnat e ] ( ma n } qd now Tat 

i | the ( i chart the uppe rve shows 
the full hist oO e Walwo1 Valve d | nes It 
dew nee the eloce he Wil A er the sure de- 
! i to high levels in the rst half of 1919 there was a 
te! ¢ demand during the last four months 
t lt uf of 1922 iin there was a 

n "| dd rise ys h levels na similar slide 

toward t} end the ! 

Whe ve note milar sagging throughout 1926, then 

{ yonder I we are p r tn lV re “ad est nou 
iu hefore LN Is this present lull of demand sim- 
p the reru el r] notner nd rye er neak I de- 
mand to break upor ery soon? That was the meat 

r in tl earlier inst For, note tl) a second 

I" er peak of demand in 1920 nd 1 1923 fol- 

t} temporary vallevs that Just preceded them Is 
t} sort of experience going to be repeated? Or, in- 
tead, 1S tnis sav ny tendent Y we how see roiling Lo cde 
velop nto l i per iste! a ce pel cr (ie line Aas O¢ 
curred during 1920? 

From the Valve and Fittings Index alone, we cannot 
answetl The index is t intended to forecast anything 
Its only pu ‘ to me ire and chart the current level 

demand mmptly It simply states facts as they are 
be re a CTS CQ) be valuable thev mu be Intel 


preted. So, at that point, judgment enters in. And our 
judgment will be improved as we broaden our knowledge 
of facts. 

We have several times shown that the Walworth Valve 
and Fittings Index is really a very good index of average 
ordering demand for all industries the country over. It 
should be, in fact, because the products of the valve and 
ings industry filter into the nooks and corners of 
every other industry. But even with such a broad basis 
for measuring the average demand, we see our index is 
till very erratic. It is a fact that changes in demand 
always do startle us suddenly. Often the overnight shift- 
ing of sentiment and the consequent change in demand 
seem to have no reasonable basis. Then the real under- 
lving trend of business becomes obscured and we don't 
know how the wind will blow next. 

So, when impressions get askew, we need to clear our 
vision and broaden our horizon to note those real under- 


1 


ing trends as we may see them revealed in other in- 
dexes of related, but less erratic activities. On previous 
occasions we have drawn attention to two more stable 
indexes, which are related to the iron and steel industry. 
Each of these supplementary curves, if studied again 
now, will help us to understand our Valve and Fittings 
Index better, though neither will tell us the current trend 
of demand as quickly as does our own index. 

The third chart shows the net gains and net losses in 
the number of blast furnaces active. The method of pre- 
paring this chart from the published data was detailed 
in the article in the October issue of MILL SUPPLIES. 
Briefly, the significance of the smooth up and down 
curve of net gains and net losses may be summarized as 
follows: 

In the United States there are about 372 serviceable 
blast furnaces for production of pig iron. These fur- 

















( hart r Full Post-War Re cord of Vali and Fitt ngs 
Inde om 


naces are scattered over many territories, and the blanket 
of demand does not always rest evenly over these terri- 
tories. Hence, pig iron producers are always attempting 
to adjust local supply to local demand. Every month 
somewhere a few furnaces will be blown in and some- 
where a few will be blown out of production. 





If general business demand were constant, the shifting 





activity of blast furnaces would have no signific: 

But general business demand is not constant. Except 
for changes to meet operating emergencies, the blowing 
in or blowing out of a blast furnace represents a 
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CUFF JACKS meet every modern lifting requirement. 

They embody the most advanced improvements in 

every instance... the result of forty years of experience 

devoted exclusively to jack making. The superior know! 

edge exemplified in design, materials and manufacturing 

process, expands the meaning of “IT’S LIGHT ON DUFF 
5 JACKS” to more than a slogan of capacity. 

“IT’S LIGHT ON DUFF JACKS” also means lower 
first cost, reduced labor and time costs and practically 
no maintenance. 

DUFF “Governor Controlled” DUFF (Genuine Barrett) 
Self Lowering Jacks Geared Automatic Lowering 
15 to 50 Tons Capacities Jacks 
These jacks effect profitable savings in time 25 Ton Capacity 


and labor due to unusual efficiency and ense These jacks afford lighter Wee ht. ab- 


of operation solutely positive action, and a sub- 








Governor Control of lowering speed (exclu- stant illy increased factor of safety 
sive Duff patents) insures absolute safety here are no intricate parts to wear 
under all conditions. . out or break. Leverage compounded 
vy gears making eas\ lifting of heavy 


ads. Convenient for the rapid han- 
ling of all sorts of heavy loads. 
DUFF High Speed DUFF (Genuine Barrett) 
Ball Bearing Screw Jacks Automatic Lowering Jacks 
50 and 75 Tons Capacities 5,10 and 15 Tons Capacities 
Powerful jacks designed espe ally for lifting iL icks used for construct 
locomotives. Also well adapted for all sorts wrecking, bridge building 


1d 


ndustrial heavy lifting. Operation easy, machinery handling, and of] 


action rapid for tools of their capacit b lifting ps, moving purpose 
vain ‘ specially powerful rat 
DUFF Low Height non ain ll 
Ball Bearing Screw Jacks and 15-ton sizes equipped, when 
: ee 8 desired, with double socket lever 
Journal Jacks 


which enables convenient and etfective 
15, 25 and 35 Tons Capacities operation in close, cramped quarters 


\daptable for heavy lifting duty of every 
charac ter. 


For lifting and adjusting low-set loads, tanks, 
' 


structural material, ete. A built-in positive DI FF Genuine Barrett) 
stop fe iture pre ents raising standard mut of Track Jacks 
se. Unusually light in weight with ample 15 Ton Capacity 


ctor of safety for their rated capacities. ePCOL ized as standard by leading 


The DUFF Pinion Puller 
mplest, qui kest, and most positive tool Wor They provide greatest capacity 
developed for use in repair shops, power W weight. Ruggedly built 


, Street Railway Lops, stu Sery >, practical elim- 


mids of the world for construetion, 


repairing, and hallasting 


CXPCnise Single 





Ms are | lacing ane 1 pe Oo. is illustrated 
' ; } 


} , 
ly handled by one man. 


Write for Detailed Literature on Jack 


THE DUFF MANUFACTURING COMPANY = PITTSBURGH: PA: 
Osh; 18835 











seriously determined business policy, based upon sound rose during early 1923 after the lull in orders at the end 
‘udement as to probable conditions. When we properly of 1922. Nor is there, on the other hand, any indication 
, interpret the changes in total blast furnace activity, we of a sudden collapse as would be quite evident at this 
mav see the evidence of definite business trends as ex- date if the slackening of demand were as serious as in 

pressed in the operating policies fixed by hard-headed, — the last half of 1920 or as in late 1923. 
practical men. This impression is confirmed when we refer to the 
if they are blowing in more furnaces than they are final chart and compare the pig iron production output, 


















































Jowing out, it must be that they wish to gain a greater 
; ‘ ; ; : , 00 0 
total production. Contrariwise, if the operators are blow- 
. furn: th: hey ar wi j “a 180 i BO 
ing out more furnaces than they are blowing in, there WALWORTH VALVE 
must be a general desire to draw production down to — ieol\ VAND FITTINGS INDEX 60 
more ¢ | rVallVe 
! 140 40 
Chart 3 shows the tatistical record since 19238, and 
1] » 4 . ° ol x lh: + 14° rs , 20 | 0 
compare tne bla furnace record with that of our Valve 120 | 
and Fittings Index In the lower part of the chart any 100} — zl < & = lio 
{ | | 8 = z iz & 
noint on the curve show } net result of the changes | ; } a >, i 
poit n u lg eo| — 4 : ‘| 4) ai 3 0 
; ; 1: cles ay, Se F d g = ; 
In pig iron produ mn policy during the latest three =| 2 | £ z D 
6 £} = x i ae - GO 
nN ] ! - we =) s| io ja = ~ 
wl re a on), ” 
ae oe | 4 2 ee . | : 4 4 a Aan = b a! 
Though this bla Irnace ind not quite so timely = ae g (a ae 
Valve an Fittings ndex, there is a certain ad- ¢ | 
1160 
: 7 nis 1s] | 
ae ( t ] 1 ( adel ©) oO! Wl A 1c it | 
lees 
re ( iri gre ( na ! { istent in 
t} ( \\ r pt Cit 1¢ pted b ati ply iron ‘od 
( 1e( l litions gradually 00 
id ( ( A pol ) l building 
, } } } yd? } f ] 80 
ip pl \ ( 0 1 OT less 
it } ne ( the) | r conti ling 60 ' 60 
“te WO%b 1921-1924 MONTHLY AVERAGE 
1) \ ’ it ful ( oilmi- 40 } 40 
im of caution would first be 
: 20 20 
snov ! { i) es in formerly 
Al n ( ere i nt ¢ dally : 1923 924 1925 526 
. ° 7 J ' ? : ] ee 
The it t 1 ! t a furnace index shows Chart 4. Demand Index ( ompare? / h Pig Tro 
| he curve de vy re 
versed its trendand began rising. When demand was first @8 Currently reported, with the Valve and Fittings de 
) ing it f aces mand index. There we see t demand changes precede 
} ! } ess 7. ces being production changes, as we should expect, and as we have 
rose unt ctually already noted on previous occasions. But we also se 
1 1 } } 7 4 1} 
1] the last three or that when demand suddenly s umps, 1t usually Cé 
n blown Gown too sharply and too far. Production, being a more 
stable activity, may also turn down some, but orderit 
. 1 YY) « i] . . } ‘ las } + +} n+} m11nN¢@ 
ne er, e ve heen blown in. to be Gemand will then revive at least up to the c nuins 
ne in demand level of production. We have vet to see any such lower- 
i i ‘ PEbcd ihe : = ; . . : . 5 
ing of production levels as has been re\ d by ! 
ocr? “ioe . 197) ley ‘ +} 
ao = sagging index of demand levels, so we conclude that de- 
+ - _ - . as > F } : , e meee a oe a ; 
WALWORTH VALVE AND FITTINGS INDEX mand levels on the average are more likely to hold abou 
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| : as at present or improve rather than to continue a 
Lp MAL los 3 further material decline. 
wm : Se } D oa o 
NF m0 102-1924 MONTY MVERAGE l. Beware of Advertising Dodge 

|. : Warning has been issued to the machinery section o 

NET GAINS AND NET LOSSES! | the Exporters’ Index oreig) 

IN NUMBER OF TOTAL BLAST FURNACES ACTIVE |. domestic commerce of the Department o 

wy = 7 ‘ Commerce against an int ization said t 

eal = IL\ SIN | po tn 210 be at work to defraud J s by means 0 
p / A RO#NO cHan an Ing daoage. | | rting 1 dt 
ia * 0 3 ave approached American machinery manu 
| 3 facturers by correspondence, offering to publish their 

is23 | 19 24 i925. | 1926 |} trade publications articles respecting business orga) 

tions of American companies, without charge. It is 
UF W Index ( ( th Inde claimed that correspondence usually leads to preparation 
7 Change Blast Furnace Activit of the article, and, finally, to an exorbitant debit agains? 

the company involved for half-tone cuts. The bureat 
) severe as to warrant adoption of a really suggests that direct dealings with such persons be 

nservative policy on the part of producers. Such pro- avoided until after adequate investigation has been mad 

ition curtailment a immediately necessary is ae- The bureau can supply American companies with n 

complished. Actual output as now developing is appar- of publishing concerns, their trade papers and_= spa 
ently ipport 1) good normal level of demand. writers in confidence, but advises that additional names 
On the o nd, then, there is no rapid rise of the may be easily taken on by the international organiza 


tion should circumstances make it appear desirable 
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on Service Basis 


Approved 


Merchandising 


‘lethods Eliminate Waste and Prove Profitable to the Distributor 


F. A. ROBERTSON, 


Vice-President, Bearium Bearings, Inc., New York City 


One might sum up the items of the mill supply busi- 

{ | ications, those carried as accommoda- 
No need to into detail 
burden of the overhead. 





tv lines. ro 
} 





ing a bearing metal which prove how little importance 
is given to the service factors. By this I mean that 
yne type of bearing metal, with perfect lubrication, may 
give fair results under high speed conditions but fail 











\\ rt inate competition, but to some extent completely if put in heavy duty service, and the reverse 
ve n ge d e unhealthy kind by confining selling also would be true. From an engineering standpoint 
effo1 Ss ‘ms which the there are five basic bearing condi- 
manut irers properly support [ | tions, which no one bearing com- 
with merchandising policies that “We believe in the mill supply or- | position can possibly take care of 
ane pen ‘lusive distribu- ganizations as the logical distribut- | any more than you would expect 

n within ned territories. ing forces for our product,” states | one type of file or saw to serve all 

It is necessary to have field sales i einen this article, | Purposes. Lubrication engineers 

! will educate the user as eas ; : | have proved conclusively the need 

at ‘ st tice iia ae The re fore, we have built our mer- for the proper grade of oil or 

‘ “ the Sioa dail chandising structure on what is con- | grease for a given service. There- 
ly salesma n the intro sidered the most practical and con- | fore, is it not just as reasonable 

I I llustration, sistent sales policy set up for an ex- | that bearing metals should conform 

ems e technical serv- elusive distributing basis, leaving | to service conditions in order to 

This is a most important fac- nothing to be desired in the relations | give satisfactory results? Some 

n rela it applica- of distributor, user and manufac- | few bearing metal producers have 

s, and the ick of this service turer—a workable, common. sense | sincerely tried to educate the user 

is most marked largely because policy, which makes an immediate | to better bearing standards by) 
r me Sal ld very much appeal to all concerned. It was ap- | using a high-grade, uniform prod- 

e san S vy as the parent at the last meeting of mill | uct, properly made, instead of the 

Ve rs ago And supply distributors in Atlantic City | “hash” (undetermined scrap) ot 
machine} that haphazard policie s and methods the bearing industry, which is 

S SU lopment, are responsible for the many ills of largely bought because of price. Is 

ssures, shock the industry, that thinking distrib- | the blame with the user, the dis- 

é (J le a vtors realize the necessity dor hetter | tributor or the manufacturer in 
been merchandising practices, and, that, | making price the first consideration 

m} veme} although changes or improvements | and service of secondary impor- 

H , beet 1 how forci- may take time, progress is being | tance? 

h] ‘ : s¥ ibricants made. Manufacturers are seeking to | We would judge from our own 
ring fail- make conditions more equitable, and | experience that a large part of the 
T s thers distributors to make more intelligent | problem is due to the confusion of 
)} -s ! ? Shu enee oppor es | the varieties of bearing composi- 
damag lipme besides _ - a tions on the market which are not 
pi dat perhaps humat clearly classified as to service, with 
rep| t and repair expense and increased the result that the user tries this brand today and that 
( s resulting from interrupted operations. brand tomorrow, the outcome being that both seem to be 
Take the progress made in the ferrous field, such as alike in results. One brand costs a few cents less per 
| ste istration, as a contrast to lack of im- pound than the other. Perhaps in composition they are 
! n-ferrous bearing metals. You may not alike. Who knows? Maybe both were the wrong grade 
¢ ight yu just this way before, but these are for the application. Who can tell? So, there being ut- 
it are readily understood by all who come in con- ter ignorance of engineering principles, price governs 
t th these problem the purchase almost entirely. 

TI son for this article is to explain more clearly We feel that we have solved this factor of industrial 
} ‘tween those products lacking distinc- waste by sound engineering practices, supported by ap- 
j me} ui: or service and those products that proved merchandising methods, as realized by our sev- 
f i plu ilu eral distributors, and proved by nationally known users. 

From or d experience, the story can run Many years ago Dr. C. B. Dudley’s research on bear- 

A bearine has failed. “Order that stick of ings and bearing metals established three fundamental 
rom Jone If they can’t furnish it, get it from laws relative to the wear of bearings which have since 
Smith.” Put it another way. Your salesman calls on been proved by many investigations. They are as follows: 
B Manufactu Among the items to be ordered 1. That metal which will suffer the most distortion 
re n yronze bars. ‘What’s the price?” “So much.” before rupture will best resist wear, or, in other 
¢ i } . | story. Always price. One of your words, that metal possessing the greatest elonga- 
P Very seldom your fault, but one tion will wear the longest. 
( e col over which you have little or no con- 2. Elongation being equal, that metal possessing the 
tro And ve e} re two phases of handling and sell- greatest tensile strength will wear the longest. 
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Elongation and tensile strength being equal, that 
metal with the finest granular structure will wear 
the longest. 

In combination with the three wear resisting qualities 
as above described, Bearium metals are non-scoring and 
non-seizing. These combined values offer a radical im- 
provement in bearing service, such as an insurance 
against untimely bearing failures and longer life where 
bronze or babbitt metal is applicable to bearing service. 
All of which means reduced operating and maintenance 
costs to a very appreciable degree. 

It is estimated that “Each year one-fifth of the ten 
billion dollars paid for wages is paid for idle time caused 
by lack of operating continuity.” Bearing failures are 
a large factor in this problem. Regardless of the ma- 
chine design or the type of equipment installed, bearings 
they are the heart of the machine. On the 
performance of the bearings under continuous and in- 
tensive operation will hinge the matter of continuity of 
service and likewise the repair expense. Bearings and 
their application to industrial machinery are, therefore, 
of special interest, as every experienced mechanic or en- 
gineer knows that a poor bearing may tie up a machine 
or even cause the entire plant to shut down. Quantity 
production is made possible by continuous operation, and 
the shut-down of any one machine has its natural effect 
f production. 

Dependability is the main consideration in selecting a 
wearing metal for aeronautical motors, and is all impor- 
tant for a motor which is to fly to the North Pole. It 
deal that the Wright 
poration selected Bearium for the Whirlwind engines 
which made the North Pole flight so successfully, and 
for those engines which won first place at the Philadel- 
phia air 


must be used 


on the cost ¢ 


means a great Aeronautical Cor- 


races and made a total of 1,716 miles without 
engine trouble, also for the winning planes in the recent 
Ford Efficiency Tour, which covered 2,560 miles of fly- 


ing over ten middle Atlantic states without engine 
trouble. 
We believe in the mill supply organizations as the 


Therefore, 
our merchandising structure on what is 
considered the most practical and consistent sales policy 
set up for an exclusive distributing basis, leaving noth- 
ing to be desired in the relations of distributor, user and 
manufacturer—a workable, common sense policy, which 
an immediate appeal to all concerned. 

It was apparent at the last meeting of mill supply dis- 
tributors at Atlantic City that haphazard policies and 
methods are responsible for the many ills of the indus- 
try, that thinking distributors realize the necessity for 
merchandising practices, and that, although 
changes or improvements may take time, progress is be- 
ing made. Manufacturers are seeking to make conditions 
more equitable, and distributors to make more intelli- 
gent sales effort. 

After all, no great amount of imagination is required, 
as our aim is to satisfy the consumer, and when the 
dealer can show him in black and white that spending a 
few cents more will make dollars for him and means a 
service that saves, no better foundation can be 
any distributor to build on. 


logical distributing forces for our product. 
we have built 


makes 


better 


had by 


<P 
(Continued fron Page dS) 
But the trip will not be wearisome from too much busi- 
All meetings will be held in the mornings, and the 
afternoons will be given over to individual conferences, 
to deck games, music and shore stops, and there will be 
plenty of entertainment in the evenings. Attendants at 
the convention will also enjoy music with their deck 
promenades, which should prove an attractive feature. 


ness. 
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While the triple convention always seems advisable, it 
is perhaps even more so now, for the mill supply indus- 
try has many problems that should be ironed out and 
many ways in which members of the association should 
get together, and there is no better method than to 
gather in one big group and “talk turkey.” 

The last triple convention was held in 1924 in Cincin- 
nati. The Southern Supply and Machinery 
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Dealers’ 
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Grand Saloon, De ele 
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Association and the American Supply and Machinery 
Manufacturers’ Association met jointly in Atlanta in 
1925 and in St. Louis in 1926, while The National Sup- 
ply and Machinery Distributors’ Association held sepa- 
rate conventions in Atlantic City in both years. 

As it appears likely that the triple convention and 
lake trip idea will appeal to a large number of the mem- 
bers of the associations, it is advisable for t} 
ing to go to mail in their 
possible date. 

Please h 
a lot of difference between a ship and a hotel. On the 
Noronic there are only ten places where bath- 
tubs are secreted, so if you feel you want one of these 
rooms with bath, just remember to mention it to your 


own association, which will about now have three of 


tnose desir- 


reservations at the earliest 


t} 


«+ . M4 
lat Tnere 1s 


remember, all you good fellows, t} 


roc ym\ 


them concealed about its person. You ought to have 
one, naturally enough, so go get it early. 

Now as to whether you draw an inside or an outside 
stateroom, it is suggested that along next spring, when 


you are told what you have drawn, that you do not care 
very much, because when you step off the ship in Detroit 
you will say: “It made mighty little difference to me 
as to the location of my stateroom, for I was never in 
it a minute except to sleep and dress.” 
it will look to you then. 

Checks to men whom you believe will have a pull in 
securing you what you think you want on the ship, in 
the way of reservations, will probably be returned to 
you, and thus time will be lost, for only the company’s 
office in New York will receive them, and it books your 
reservation in the order in which it is received. What 
you really want is a place on the ship, any old place, for 
the apparently least f 


That is the way 


desirable are far from poor, and 
the pleasant accommodations on four passenger decks on 
this fine ship are really what counts. 

All of you who have sailed in the 
our inland seas know that Lake ] 
cold weather even in midsummer, and that this ice cold 
stuff fills St. Mary’s river, the Straits of Mackinac, 
Georgian Bay and the upper reaches of Lake Huron, so 
take your winter coats. The that 
they are usually busily engaged in blowing, take their 
temperature from these refrigerated waters, so one good 
tip ought to be sufficient. 


northern waters of 


Superior has 


breezes blow, and 








January, 1927 


Consumer Education Campaign Urged 


Gattshall Draws Conclusions 


from 


Distribution Survey and 


Sueeests Distributors Take Concerted Action in Advancing Case 


manager of The Republic 


nati, advertising 








Rubber Company, Youngstown, Ohio, who prepared the 
m rial presented in the article, “The Distributor’s 
Plac he Industrial Picture,” which appeared in the 
Nove e) su MILL SUPPLIES, has drawn twelve 
, \ interesting nelusions from the facts brought out 
R. M. Gattshall 

é ie nducte him and by The Na- 

SU ‘ Mach ry utors’ Association. 

a res at the distributor is an eco- 
ecess I ir industrial life, but that consum- 

are not being educated to that fact, and that distrib- 

tors « I r position, increase profits, re- 
rd cuttir 1 direct competition and generally 

e | a} ! y concerted action in the way of an 

‘ on 

O pol esses is that material used in the sug- 
edu il campaign should be uniform. The 

. Trust Act “does not prevent unity of ac- 
! ication rding distributors as institutions,” 

t belief that an educational cam- 

ed son by distributors would be effec- 

d | ted in by manufacturers in sympathy 
butors, and would soon whip into line those 

are l distributors trouble. 

Sale a iments available to distributors were 
| ild give distributors a better understanding 


ne another, and, as a consequence, price cutting and 





er) imping would become less prevalent,” he 
t “T believe is because I don’t believe men wil- 
1 heir fell men.” 

Becau f that many department stores are 
\ } f es and full lines of machinists’ 
thus 1 roads into the business of supply 

ises, the following from Mr. Gattshall is pertinent: 
‘Recently 1 noticed that W. T. Grant, chairman of the 
board of W. T. Grant Company department stores, made 


lation of 





National Advertis- 


ers, Inc., in Atlantic City Novemer 8th on chain store dis- 
tribution. | for the 
am impelled to bring parts of it to attention i 
view the discussion now under way the 
necessity for distributors. 7 first thing that claimed 
mv ' which 
Mr. 


were 


sent address, and, in going over it, 


your 
of regarding 
‘he 


attention the clear and concise 
Grant enumerated 
entitled t 
he 


have 


was Way in 
chain 


is Among other 


the why stores 


reasons 


o the business they ge 
said: 

the 
items. 


4) 


things, 

“We 
manufac 
word 
in manufacturers’ \ 
of the 
the whole 
inside of 


demand for 
(get tne 
means similar growth 
rolume. We not onl 
our ec l 


t¢ Lo 


constant and dependable 


The ¢ 


le Chain store 


turers’ growth 
constant ot 
ere ause 


vy grow | 


soundness of we have 
United 


four walls, 


“Sts 


a rrowing 


“"A\ few vears ago the manufacturers were atraid to 
sell the chain stores, but that Is all past now and the 
J ybber accepts it. You ! jt bber has just left 
the door wide open hee e do hi job so po ly 
Che departme nt store yber put us In busi 











things that they mi The jobber, to my mind, 
has got a place in this count ind Ve valuable place 
but I thi he is lamentably filling responsibilit 

“This, of course, is just some more proof that someone 
is always ready to make one man’s weakness his ow) 
opportunity. In wit r up, Mr. Gra 5 

“You hear a good deal about protecti: he retailer 
and the jobber—you don’t have to protect anybody. If 
you don’t fill a real need to the ultimate consumer, the 
business won’t survive. We shall study the customer. 
To fill his needs to the be 0 ur ability, we shall cor 
centrate on standard items wanted by the public, and 
we shall pass along to the customer the benefits of our 
growing volume and efficiency.’ 

‘These remarks are indicative of increased competi 
tion along scientific lines and only prove again the neces- 
sity for action,” states Mr. Gattshall 

“Mr. Grant was asked ‘What attitude do you take 


toward selling advert - 


ids at the advertised prices? 


fo which he replied, ‘I think the manufacturer who 
makes a policy of protecting the dub merchant at the 
expense of the customer has a wrong policy. The cus- 


tomer is our aim, not the merchant. If he serves a need, 


ser 
splendid, but if he doesn’t serve a need, let him step 


aside. If he doesn't st p aside, he will get pushed aside,’ 

“Now there is aggressiveness for you, and one thing 
stands out—maybe it isn’t getting much for the aggres 
sive one, but it sure is causing a lot of trouble for th 
fellow he is shooting at 


Mr. Gattshall has received a letter W. 


from T. 


lister, editor of Southern Hardware, in which the latte. 
states that he believes Mr. Gattshall’s analysis of dis- 


tribution 
should prove benefici: 


he has started 


nes of distribution. 


the discussion 


to all 


problems and 








“You may be interested in | for some time 


evil 


nowing that 


we have been agitating these same ideas, as lenced by 


the of two 


“Some 


from issues 


clippings 
] 


editorials on jobbe r-dealer rel 


accompanying recent 
ations,” he wrote. 


of the southern 
tribute 


jobbers took it upon themselves to dis- 


quite a number of reprints of these pages.” 


“The meager returns on invested capital in this indus- 
for intelligent between the distrib- 


try call CO-Ope ration 


oy 


ae enero 
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utor and the manufacturer, as well as among the job- 
bers themselves,” wrote Alvin M. Smith, secretary of the 
Southern Supply and Machinery Dealers’ Association in 
a letter to Mr. Gattshall. 

Karl A. Fisher, secretary of the Spartanburg Mill Sup- 
ply Co., Spartanburg, S. C., wrote to Mr. Gattshall in 
part as follows: 

“So far as the mill supply distributors are concerned, 
he writer feels that one of our greatest weaknesses is 
our almost total lack of intelligent co-operation, and the 
situation we find ourselves in today certainly calls for 
very close co-operation among ourselves as distributors 
and then, also, with the manufacturers, whose products 
we, aS an industry, distribute.” 

The Republic Rubber Company is aiding its distrib- 
utors in educating consumers on the value of 
tributor. It 


the dis- 
prospective cus- 
tomers of the distributors, at no cost to the distributor, 
government postal cards. 


+ 


sends to customers and 


Each of these cards brings out 
one or two points, illustrated by cartoons, as to why the 
distributor is of value to the user of the goods he han- 
dles. The cards are very effectively gotten up. 
Following are the twelve conclusions drawn by Mr. 
Gattshall as a result of his investigation and that of The 


National Supply and Machinery Distributors’ Associa- 


tion: 
GATTSHALL’S CONCLUSIONS 
l. Proof that the manufacturer cannot sell direct at 
distributor’s cost and live. 
2. That the distributor is necessary and economical 
and consumers would be injured terribly if he were 
eliminated, therefore the distributor should be = given 


Support. 

3. That this opinion is general among those in a posi- 
tion to know, but that propaganda put out by direct sell- 
ers has given the consumer a different opinion. 

1, That consumers need education on the importance 
of the distributor, and vet none is being given them. 

5. That distributors have better sales arguments than 
direct seller, which arguments are not 
consistently and persistently used. 


has the being 
6. That the reason these sales arguments are not used 
is because distributors are not posted on them, conse- 
quently neither are their sales forces, and, as a result, the 
consumer is not properly sold on the importance of dealer 
distribution. 
4. That if 
were used, it 
standing of 


sales arguments available to distributors 
would give distributors a better under- 
one another, and, as a consequence, price 
cutting and territory jumping would become less prev- 
alent. I don't 
fully 


believe this because | believe men wil- 
injure their fellow men. 

8. That under the 
system of hand-to-mouth buying than ever before. 


distributors are more necessary 


9, That material proving the importance of distribn 
should be uniform and should be 
individual firms. 


+ 


Ors IS easv to get, 
backed up by 

10. That a plan of education worked in unison would 
be effective, 


f manufacturers in 
sympathy 


with distributors and would soon whip into 


would be assisted in by 


line those who are causing distributors trouble. 
11. That since the Sherman Act prevents unity ot! 
action on price control or agreements as to who is 


proper source of supply, ete., but does not prevent unit: 
of action on education regarding distributors as institu- 
tions, it is wise to start an educational campaign. 

12. That distributors can improve their position, in- 
crease profits, retard price cutting and direct competition 
and generally make life happier by concerted action 


along these lines. 
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ALFRED F. HOWE TELLS IT 


Factory Representative Reports on New Connections 
and Says Business on Coast Js Good 


“Business conditions on the coast are not only good 
at present, but the potential opportunities for develop- 
ment are so tremendous that it behooves all manufac- 
turers to pay more attention to the western coast ter- 
ritory,” Alfred F. Howe, San 


factory representative on the coast, in 


writes Franciseo, direct 


response to an 





Alf re d F. Howe 


invitation from MILL SUPPLIES J] something: of 
Pacific Coast business conditions and his plans for the 
future. 

“IT am not going to say very much about California 
climate in late December, except to inform you that I 
am writing this by an open window and find the sun- 
shine rather warm. 

“The Hall-Will electric pipe machine has given me a 
splendid opportunity to renew the acquaintance I had 
formed during the years I was with The Borden Co., and 
as the Hall-Will machine incorporates all the advantages 
found in the pipe threading art, it has been a pleasure 
to promote its sale. 


to te 


“As you doubtless know, The Oswego Tool Company 
is a leading manufacturer of pipe vises, pipe wrenches, 
pipe cutters, etc. Our business on the Pacific 
shows an approximate increase of 200 percent 
previous years. 


Coast 

over 
“The General Industries Co. is a very large manufac- 
turer of screw machine parts and moulded bakelite, and. 
as most of the directors are old business associates of 
mine, it is natural I should continue this connection, 
which brings me in touch with many of the leading manu- 
facturers in the west.” 

A majority of our readers are familiar with the per 
sonality of Alfred F. Howe, for a long time manager of 
sales for The Borden Co., Warren, Ohio, manufac- 
turer of pipe cutting and threading tools. Mr. Howe 
some time ago became enamored of the business possi- 
bilities of the 
climate, and he is now western sales manager for The 
Oswego Tool Company, Oswego, N. Y.: Hall-Will, Inc., 
Erie, Pa., and The Industries Co. His offices 


are in the Rialto building, San Francisco. 


western coast and then of the California 


General 
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Pleasing Manner if He Expects to 


Qualities of the Successful Buyer 


He Must Have Intelligence, Ambition, Foresight, Confidence and a 


S 


erve His Company Efficiently 


FRED COUNTERMAN 


What kind of man makes a good buyer? Am I a good 


| 

buyer? What is my reputation as a buyer among men 
| who sell? Does my buying help or hinder the subse- 
quent selling ? 

Those are questions that well may be considered by 
; any mill supply man whose duties involve buying sup- 
; plies to be resold, or for use by the 


buyer. 


The 


an( 


buyer who buys with immediate needs in mind, 
1 declares that he is not interested in the proposition 


that looks to preparing for what he will need if so and 


sO 


lap 


rac 


HECESSQATH 


tS 


accompan ving 


The personal qualities desirable “It is just as 
in what someone has called ‘Buy- buyer to buy as it 
manship” are those which enable a man to sell,” writes 
man to buy with intelligence, with man in the 
understanding, with ambition and a 


nterest, with confidence and with where ] if 


SoOdv/¢ ise 
foresight. this sale sman, at 
Ambition is important in a buyer does. But the 


sell 
lls 


portunit eS to 
And he 


who buys with 


does not try his 
he ambitious to 
nake a success of what he is doing. 


because a Man 


unless t 


hardest is again te 


I 
I 


T 
t 
} 
} 
t 


f the buyer is not ambitious for 
will 
mind than 
the 


t 


he growth of the business, he terested in 


uy With other things in 


the ultimate advantage of 


pur- 








chase. He may buy under the in- will leave his business a lap behind technical knowledge of the needs of 
fluence of favoritism. He may when competitors suddenly — start his business, but that alone will 
buy with a view to gaining credit ahead the race that has been not serve him when it comes to 
for buying at low prices rather gathering headway without attract- matching wits against the shrewd- 
than for the ultimate advantage of ing much attention.” Our readers est salesmen of the trade. His in- 
the business. He may even con we are sure, wil find much of in- telligence must be broad enough to 
sider such prerequisites as some erest and value tm this discussion - include a knowledge of humanity, 
times become a possibility in buy- rhe . pips dnter dig ainaitalies It that he may meet the seller on at 
ng under competitive conditions. : et oe ee, toe eee least an even mental plane. 
He may subordinate ambitior ror : ; ” one els Cno OUuy;, but | x ‘ ‘ ) “anniiat | 
may ordinate ambition | their relations with the I knew a man who graduated 
he business good to ambition toi 1h : +} Dhoni haat spprnie sa from shop boss to buyer. He knew 
personal good, thus making })¢ pate , to an all-spice what his plant needa- 
thing of ambition. ed for its work in hand and what 
Foresig} is an importa qual devices and supp ies gave the best 
fication in buying mill supplic It |} bye id of results, were most economical in operatio1 But he did 
Henry L. Doherty, who set out as a boy with six dollar not know salesmen and their ways and he was not for 
n his pocket and became one of the country’s leadi ward ‘king. Under his regime his plant dropped be- 
publie utility men, “On a clear day he can see ahead te hind all its competitors. I knew another man who knew 
years.” How far ahead can you se our b ittle of the technical side of the plant behind him. He 
The requirements of the business for the next twelve came in from the road. He did know salesmen, how 
months may greatly resemble the requirements of th ever, and he knew competing lines offered to him, and 
last twelve months, but they will not coincide with them. he knew how to go out into the shop and get the techni- 
They may vary greatly. Your ability to buy successfull) cal informat he wanted by putting his finger on the 
will be in proportion to your ability to see head and right man t rive him the desired informatio} His 
know what is going to be wanted. No buyer re buy ry in the rapid growth of the business. 
the future with perfect accuracy. No buver $ He igence that told him how to develop the 
even six months ahead and foretell all that o occur, qui 
ut any buyer can at lea look ahead, and that is jus Confidence is a quality that counts greatly when it 
what some men fail to do. They are not studying the s not overdeveloped. When it becomes overconfidence 
uture » busily engaged are they In studying the pas is often al to rood buving The buyer cannot bur 
Che buver wt bases his predaictio! for he tuture ¢ Su = lly Pa lacks confidence i his \ udgment 
the business entire! upon the pr Ss ms nt W nd must at a imes be calling on someone se to ick 
ince for development, improvement and addy ement im up in his opinions. He needs wol rd to get 
He is not studyvit MILL SUPPLIES he ki wit] which onfirn s lent. He 








, ’ 
f so and so happeris, 


buyer has opportunitie s to buy 


he 
lea 


} 1 
salesman also has Op- 


“Us: 
immediate 
mind, and declares that he is not in- 
in the proposition that looks 


oO preparing for what he 


i 


happens, is buyer who will leave his business 
behind when competitors suddenly start ahead in the 
e that has been gathering headway without attracting 

much attention. Change is the or- 
of the day, change and im- 
provement. This is something that 
is often overlooked by any buyer, 
and always by the buyer in a rut. 
We learn to judge the future by 
trying to judge it. We make mis- 
takes, but we profit by those mis- 
takes, and if we make no mistakes 
it is usually we make no 


a a 


der 
the 


} 
sates- 


for 
the 


Counter- 


for 

Mr. 

article. 
down 


turns 


st he usually 


because 


somewhere else.” efforts. 
“The buyer I said that intelligence is an im- 
needs in portant quality in buying. I mean 


to say that the good buyer is usu- 
ally, probably always, a man of 
greater than intelligence. 
He might be possessed of adequate 


will 


sa buuver who 


need average 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 








C2». 108 Washington St., New York fo 
ON Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. ls, 
\4 Cleveland: Auditorium Garage Bldg. 














ROYERSFORD-SELLS ,ernncs 


“OLD MAN” FRICTION’S WORST 
ENEMY — HIS MOST RELENT- 
LESS FOE! 


For many a year Sells Roller Bear- 
ings have been forcing friction into 
the Background. 





Countless Numbers in Use Write for Information 


ROYERSFORD FOUNDRY & MACHINE CO., Inc., Box S, Royersford, Pa. 
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and hesitate. This salesman will influence him this 


way, that salesman will influence him that way, and he 


will end by not knowing what to do, and probably by 
doing the wrong thing. Success in buying depends upon 
knowing what and when and where to buy, and upon 


knowing that you know. 

Overconfidence makes one think he 
that his judgment is infallible. That leads to deciding 
off-hand, without sufficient thought and knowledge. Over- 
confidence causes a buyer to take his own judgment too 


cannot go wrong, 


easily and too quickly and to cast aside, even to resent 
the opinions of others whose judgment, right or wrong, 
is worthy of consideration. 

A buyer is more successful in his buying if he de- 
velops a pleasing manner and makes use of it with sales- 
men. The older type of buyer was more likely than the 
modern buyer to stand off the salesman with excuses and 
even with rudeness and make him work for his oppor- 
tunity to tell his story. It was once assumed that the 


seller 


87 


it is acknowledged that the seller is offering the buyer 
opportunities, perhaps important opportunities, and that 
it is a mistake to let them pass by. The wise buyer is, 
of course, looking for opportunities, and he is not going 
to take a chance of turning down a salesman without 
hearing his story. Since this is true, it is worth while 
to try to make the salesman like to do business with you. 

I can recall times when my own inexperience led me 
to turn down salesmen without even giving them an op- 
portunity to tell me what they sold or what house they 
represented. I had an idea that it was smart to be a 
little hard boiled with the salesmen just because I had 
them where I could be boss of the situation. More than 
once I lived to regret that method of buying, or of not 
buying, for it resulted in the salesman giving some com- 
petitor the opportunity he would have given me had he 
the chance. It is just as necessary for the buyer to 
buy as it is for the salesman to sell. 


had 
The buyer has op- 
portunities to buy somewhere else if he turns down this 


was trying to put something over and that the salesman, at least usually he does. But the salesman 
right attitude of the buyer was to fight him off. Now also has opportunities to sell somewhere else. 
<> <« 


National Exposition Staged 


Fifth Power and Mechanical Engineering Show Was Held in New York 


The Fifth National Exposition of Power and Mechan- 
ical Engineering was held during the week of December 
6-11 in the Grand Central Palace, New York. 

This year’s exposition differed from those of previous 
years in that much light was thrown on progress being 
the efficient handling and transportation of 
and energy, manufactured, whereas in 
previous shows particular emphasis was laid upon the 
made it 


made in 


power once 


advances 


the economical production Ol power. 
A very interesting feature of the exposition was a series 
of educational motion picture films by 
turers and organizations. 


various manufac- 


Among the many exhibitors were 60 showing power 
apparatus, 40 machine 
10 woodworking machinery, 10 ap- 
the latter in other exhibitors 
using welding or supplying welding accessories, 100 
instruments for controlling and recording 
temperature, flow, pressure, volume, etc. There were 400 
showing the generation and use of heat and power, 186 
dealing with heating, ventilation and refrigeration and 
12 exhibiting special 


transmission displaying 


shop 
equipment, welding 
paratus, addition to 70 


and 
presenting 


safet V devices. 

Among the exhibitors at the exposition were the fol- 
lowing: Ackerman-Johnson Co., Ajax Flexible Coupling 
Alemite Die Casting & Mfg. Co., Alexander Bros., 
Inc., Allen & Billmyre Company, Inc., American Blower 
Co., American Brass Co., American Inc., 
American Highspeed Chain Co., American Pipe Bending 
Machine Co., The American Pulley Company, American 
Schaeffer & Budenberg Corporation, American Steam 
Packing Co., The American Well Works, B. C. Ames & 
Co., Ames Shovel & Tool Co., Armstrong Machine Works, 
Ashton Valve Co., Atlas Valve Company, Inc., Babbitt 
Steam Specialty Co., Baldwin Chain & Mfg. Co., 
Mfg. Co., The Bassick Mfg. Co., The Bayer Co., 


(‘o 


Chain Co., 


Barco 
Bearium 


Bearings, Inc., Biax Flexible Shaft Co., Bond Foundry 
& Machine Co., The Borden Co., Boston Gear Works 
Sales Co., The Bristol Company, Buffalo Forge Co., 


Bundy Steam Trap Co., A. M. Byers Company, The Car- 
borundum Company, The Carr Fastener Company, A. W. 
Cash Co., Chicago Pipethread Machine Company, Chi- 


cago-Wilcox Mfg. Co., Clipper Belt Lacer Co., Continen- 
tal Valve & Equipment Co., Inc., Crane Co., Crosby 
Steam Gage & Valve Co., The Curtis & Curtis Co., G. M. 
Davis Regulator Co., Davis Engineering Corp., Julian 
D’este Co., Diamond Power Specialty Corp., Joseph 
Dixon Crucible Co., Dodge Manufacturing Corp., Durabla 
Mfg. Co., Eastern Steam Specialty Co., Ernst & Co., 
Everlasting Valve Co., Ex-Cell-O Tool & Manufacturing 
Co., Inc., The Fafnir Bearing Co., Fairbanks, Morse & 
Co., Federal Gauge Co., The Fisher Governor Co., Flex- 
ible Steel Lacing Co., Foote Bros. Gear & Machine Co., 
Foster Engineering Co., Wm. Ganschow Co., Gits Bros. 
Mfg. Co., Homestead Valve Mfg. Co., Inc., Paul B. Huy- 
ette Co., Inc., Hyatt Roller Bearing Co., Ig Electric Ven- 
tilating Co., Illinois Engineering Co., Ingersoll Rand 
Co., Benj. E. Jarvis, Inc., Jeffrey Mfg. Co., Jenkins Bros.., 
Johns-Manville, Inc.,. W. A. Jones Foundry & Machine 
Co., Justus Steam Trap Company, Kieley & Mueller, Inc., 
Klingerit, Inc., The Lunkenheimer Co., Manning, Max- 
well & Moore, Inc., Marlin-Rockwell Corporation, The 
Mason Regulator Co., Morse Chain Co., The National- 
Acme Co., National Tube Company, Naugatuck Mfg. Co., 
Nice Ball Bearing Co., The Nitrose Co., Norma-Hoffman 
Corp., Norton Co., Wm. W. Nugent & Co., 
Oxweld Acetylene Co., Palmer-Bee Co., The Wm. Powell 
Co., Racine Tool & Machine Co., Rawlplug Co., Reading 
Valve & Fitting Co., Reeves Pulley Company, The Reli- 
ance Gauge Column Co., The Roberts Steam Specialty 
Co., Rollway Bearing Co., Inc., Sarco Co., Inc., Sherwood 
Mtg. Co., S. K. F. Industries, Inc., Smith & Serrell, 
Snap-On Wrench Co., Speednut Wrench Corp., Standard 
Steel & Bearings, Inc., Strom Bearings Co., The Swart- 
wout Co., W. O. & M. W. Talcott, Inc., Templeton, Kenly 
& Co., Ltd., Thomas Coupling Co., Timken Roller Bear- 
ing Co., Topping Bros., Torchweld Equipment Co., Union 
Chain & Mtg. Co., Wahlstrom Tool Co., Walworth Com- 
pany, Warren Steam Pump Co., The Watson-Stillman 
Co., Whitman Barnes-Detroit Corporation, The Williams 
Gauge Co., Wilson Welder & Metals Co., Wisconsin Elec- 
tric Co., T. B. Wood Sons Co., Wright-Austin Company, 
The Yale & Towne Mfg. Co. 


Bearings 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer | 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
[he seats are exceptionally strong and durable, the operating levers are of mal- | 
leable iron galvanized and will not break, the valve bodies are of good quality brass. 


and the entire fixtures are tested under hydraulic pressure before leaving our | 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 

weather and many thousands have been in use for years without requiring repairs. 

When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 

— — removed in an instant. 

; ee » 3s <a ~ 

3 a | df The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 





SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 


























“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 3 
Machine Bolts Stove Bolts 


seg _ Specials Stove Rods 
asi Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—34 E. Canfield 
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Overhead Track as Distributor Line 


Writer Says Such Equipment Is Associated with Chain Blocks 


and Electric Hoists and May Be Handled Profitably by Dealers 


H. R. BUTLER 
Eastern Manager, OveR-Way Sales, Richards-Wilcox Manufacturing Company, Aurora, Ill. 


As overhead trolley and tracks are usually associated 
with chain blocks and electric hoists in industrial plants, 
why have the mill supply and hardware houses generally 
neglected to cash in on this important and_ profitable 
line? 

Chain blocks have been sold successfully by hundreds 
of distributors throughout the country for many 


recently have distributors begun pushing the 


Vears, 
but only 
sale of trolleys, after considerable effort on the manufac- 
urers’ part. Today a few distributors have caught the 
idea of going one step farther by selling the trolley track 


on which those very chain blocks and trolley S 


+ 


are to be 
used. 


The track manufacturer, on the other hand, has been 


receiving track inquiries and orders direct from chain 


block and trolley users. Wouldn't that situation gener- 





ally suggest a neglected opportunity on the part of mill 
supply houses 

It is the policy Of some trolles track manulacturers to 
-Operate with mill supply dealers hose dealers wil 
nly show interest in pushing these makes to the extent 
ft sending the customers name 0} ecifications to tl 
nearest office of the track manufacturer, with the re 
lt for prices or a representative 

Proll tract and cenain blo« ks sho ild tye old together 
by the mill supply house for the same reason that he 
sells drills with chucks. or belti with pulleys. Usuall 

e Item is of greater value to the customer when used 
vit ne her, Just the same as two oars on a rowboat 
ire of greater use than one. The mill supply dealer whe 
sells overhead trolley track systems alway Ss Increases his 
hain block business, and gains considerably more pres 


ige and permanent advertising with the customer. 


If there is a question in the prospective dealer’s mind 


the make of overhead trolley track 1 ll, he should 


to sell, ne 
first consider the make which will have the greatest 
adaptability to meet the largest variety of load carrying 


onditions. He also should give 


favorable consideration 
e manufacturer who makes capacities of 


track which 


will correspond with the chain block sizes which he car- 
ries 11 tock. These capacities usually range fron 
one quarter to four tons. Last, but not least, the manu 
facturer’s experience and reputation should be unques 
a, 


Our company makes ten different sizes of industrial 


trolley 
from bread in a bakery to 


verhead track for carrying various kinds of 


loads, four ton ladles of 


in a foundry. 


The demand for chain blocks proves the necessity for 


trolley 
plants will be conveyed somewhere, and usually the most 


track. Seven out of ten loads lifted in industrial 


solution of the problem would be the use of 
about the 
economy of trolley carrying loads 
within industrial plants when they lifted by chain 
The saving in time and labor 
unbelievable. 


economical 


overhead trolley track. There is no question 


overhead track for 
are 
blocks, or electric hoists. 
through use of track is almost 

A short time ago the branch manager of a large auto- 
mobile service station asked a certain mill supply sales- 


man if he would obtain a 
trolley track specifications. 


price on certain overhead 
The salesman told him that 
he did not handle that line and would have to sidestep 
the business. The prospective customer insisted so 
strongly, however, that he finally agreed to look into the 
matter for him. The salesman called on us the next day 
and requested us to see his customer with him. As a 
result, a sale of several hundred feet of trolley track was 
made, together with six chain and trolleys, at 
practically no sales expense. Last week this same deal- 
with the information that an 
station of the automobile company 
wanted to install an overhead trolley track with blocks 
and trolleys. The without difficulty. 

A tew 


rypae 
qulr\ 


blocks 


er’s salesman came to us 


other service same 


order was secured 
our dealers received an in- 
manufacturing institution for 
Did he it up? 
No. He just telegraphed for our district salesman, 


months ago one of 


from a large sev- 
eral thousand feet of trolley track. pass 


and 


ovether they landed the job, which will remain as a 
monument and a permanent advertisement to that mill 


supply house. 

We could name many successful trolley track installa- 
seems to be the 
no mill supply house should 
a reputable 
to extend all the 


ions sold through our dealers, and it 
consensus of opinion that 
sidestep an opportunity to sell the product of 
track manufacturer when he is willing 
sale. 


help necessary to consummate the 


ARC-WELDED STRUCTURE SEEN 


Noiseless Steel Building Demonstrated Before Group at 
Westinghouse Company s Sharon Works 


Noiseless steel building erection demonstrated 
inspection group of hundred archi- 
builders, tractors and steel men in Sharon, Pa., 
December 15th and 16th. These men were the 
the Westinghouse Electric & Mfg. Co., in the first public 
its five-story, arc-welded steel building, now 
the Sharon Works of the 


was 
before an several 


tects, Con 


guests ol 


viewing of 


approaching completion at 


company. 


The Sharon Works building is the first real multi- 
StOry skeleton steel structure designed specifically for 


arc-welded construction, and is the first practical exam- 
fabrication and erection, in 
which, it is claimed, will supplant rivetting 
gangs. The floor dimensions of the building are 70x220 
. The height will be 80 feet. 

One of the striking features of the operations was 
the absence of the nerve-wracking rivetting hammer. It 
that it impossible to hear any 
construction noises at a distance of half a block and that 
conversation could be carried on in an ordinary tone 
even in the structure. Noiseless building erection will 
be a long sought boon to those office workers in crowded 
cities or to hospital cases, where the terrific noises com- 
ing from rivetted buildings under construction have been 
the sources of many complaints. 

Another feature of the new 


r 
ple of a new era in steel 


welders 


Was practically 


IS Salad 


method of construction 
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GILBERT WOOD PULLEYS 











SAGINAW, MICHIGAN 


SAGINAW MANUFACTURING COMPANY 























Simplify 


sizes 


Also manufaeturers 








Standard Self Aligning 
Belt Fasteners 


ot plates and six sizes of rivets to fasten transmis- 

s10n belts single to 8 ply, and conveyor belts up to hd 
, 

thie K, any 


Aligned Plates— 

self Aligned Rivets— 

Kust Proof Plates— 

se fewer rivets, 

Quicker to apply and take up belt. 
Curved plates fit the pulley. 
Plates can be used many times. 


THE BOURNE-FULLER CO. 


Unionville, Conn., U. S. A. 


of Standard Malleable 
Nuts, Rivets and ‘‘Climax'’ Wire 


, 





of belt fasteners. There are three 


Upson Works 


and Steel Fasteners, Upson Bolts, 
Rope Clips 
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that attracts interest is the fact that rivetters now 
working on the building have been converted into weld- 
ers in three weeks of training, thus solving a problem of 
trade conversion. The clean appearance of columns and 
joints, as a result of the absence of rivet heads, was also 
commented upon by onlookers. 


oe —t ¢ 
FOSS HOUSE GROWS STEADILY 
Denver Business. Now Occupying Modern New Home. 
Stresses Prompt Service to Customers 


Thirty years ago a young man, M. L. Foss, by name, 


arrived in Denver and opened a small bicycle shop at 


1759 California street. Later on he moved to 1729 
California street, and the passing of time found him 
seo, Ewer 





ae Foss’ New Hoine 


occupying the entire three-story building and basement 


at that address. 

As times changed, the stock and business changed from 
only bicycles and bicycles supplies to machinists’ supplies, 
all kinds and automotive supplies and 
equipment, mill supplies and many specialties, but still 
includes the complete wholesale bicycle stock. 

The business and stock increased until the imperative 
need for a new building and location was felt, and ground 
was purchased at Arapahoe and Nineteenth streets, where 
a modern brick and re-inforced concrete building was con- 
This building, in which the M. L. Foss business 
is now installed, occupies five city lots. It 
t and and is so 
additional stories may be added as the need arises. 


metals, 


sizes of 


structed 
consists of 
that 
The 
building has been particularly designed for the prompt 
and rapid handling of customers and filling of 
All departments have been impressed with the needs of 
the customers, and, if at all possible, orders are filled and 
shipped the same day they are received. 


wo stories basement constructed 


orders. 


Parking space 
has been provided on the property for customers’ cars, 
so they are not bothered by traffic restrictions. 

The M. L. 1897. It 
has an average stock of $200,000, and covers Colorado, 
Wyoming and New Mexico with six outside salesmen. 

Mr. states, with reference to the article, “The 
Distributor’s Place in the Industrial Picture,” that his 
house educates its salesmen on arguments favoring the 
distributor, and uses direct mail and other literature to 
the name of the house customers 
prospects, endeavoring to induce the latter to 
First.” 


Foss business was established in 


Foss 


and 
“Try Foss 


keep before old 


o—« 
Railroad Shipments Increase 

Shipments of railroad locomotives, including steam and 
electric, during the first eleven months of 1926 exceeded 
those during the entire year of 1925 by 349, according 
to figures issued by the Department of Commerce. Dur- 
ing the first eleven months of this year a total of 1,565 
locomotives were shipped, including 1,205 steam and 160 
electric for domestic use and 154 steam and 46 electric 
for foreign use. In the entire year of 1925 1,216 were 


9} 


shipped, 755 being steam for domestic use, 144 electric 
for domestic use, 277 steam for foreign use and 40 elec- 
tric for foreign use. It will be noted that while domestic 
shipments during the first eleven months of 1926 far 
exceeded those of the entire year of 1925, exports for the 
first eleven months of last year were less than exports 
during the same period in 1925, total exports in the first 
eleven months of 1926 being 200, compared with 299 for 
the same period of 1925. Unfilled orders at the end of 
November, 1926, were 517, compared with 585 at the end 
of November, 1925. Unfilled orders at the end of the 
year 1925 were 557. 

9 —e— 9 
TRIBUTES TO PATTISON 
Association Executive Committee 
Other Letters Received 


MORE 


Southern Passes 


Resolution 


The following tributes to the late W. M. Pattison 
were received too late for publication in the December 
issue. Mr. Pattison, who was president of the W. M. 
Pattison Supply Co., Cleveland, a past president of The 
National Supply and Machinery Distributors’ Associa- 
tion and an outstanding figure in the mill supply field, 
died November 16th in his home in East Cleveland. 

This resolution was passed by the executive committee 
of the Southern Supply and Machinery Dealers’ Associ- 
ation: 

“Be it Resolved, That the Executive Committee of the 
Southern Supply and Machinery Dealers’ Association, 
assembled in the city of Birmingham, Alabama, Decem- 
ber 19th, 1926, place the following tribute to the memory 
of our late friend and associate, Wallace M. 
Pattison, upon the records of this Association; and that 
a copy of same be sent to his family and 


business 


business 
ussociates. 

“In the death of Wallace M. Pattison the supply and 
machinery dealers of our land have lost one of their 
staunchest supporters and friends. 

“Mr. Pattison regular and faithful attendant 
at all meetings held in the interest of this industry; tak- 
ing a leading part it 


Was a 


all deliberations, and, by his pro- 
found wisdom, raising the standard of our industry to 
a high plane. 

“His passing removes an outstanding leader whom we 
were always glad to follow. 

“His many high qualities and character, coupled with 
his constructive leadership, will keep his memory ever 
before us and.be an inspiration to succeeding genera- 
tions. May he rest in peace.” 

W. B. Yost, Pacific Coast representative of the Bond 
Foundry and Machine Company, wrote as follows: “The 
news of the passing of my old friend, W. M. Pattison, 
so dearly known as ‘Pat,’ comes like a shock. No more 
likable or lovable fellow ever attempted the mill supply 
business, and I pay that tribute to him, for I knew him 
well and intimately for twenty-three years. ‘If you 
want friends, you must be friendly,’ and ‘Pat’ was. 
Ever a stickler for the higher ethics of the business, he 
Was a mass of energy and progressiveness. Loyal to his 
associations, loval to his business, whether in the buy- 
ing or in the selling game, and loyal to his friends. Can 
a higher tribute be paid to any man? He will be re- 
membered long.”’ 

Wm. R. Simpson, vice-president, The American Pulley 
Company, paid the following tribute: “The mill supply 
trade in general and the distributors’ associations in 
particular will miss the advice and counsel of Mr. Wal- 
lace M. Pattison. In his passing his friends have lost 
a delightful companion.” 








They Bet Their Lives on 
Wickwire Spencer Logging Ropes 


earth these men 
to bet their 


Swinging high over the 
feel secure. They are ready 
lives on Wickwire Spencer Logging Rope 
because none finer is made. 

The breaking strain of Wickwire Spencer 
Logging Ropes is far in excess of the de- 
mands made by the tasks for which they 
are designed. 

The economy of Wickwire Spencer Log- 
ging Ropes is measured not in the 
initial cost but in the greater footage of 
increased safety 
of the workers on the job and the reduc- 
tion of costly delays and accidents due to 


TR, 
rope failure. 


logs hauled per rope; the 


They are characterized by 
Flexibility - Toughness - Reliability 
W rite all kinds. 


WICKWIRE SPENCER STEEL CO. 


41 East Forty-second Street 


New York City 


for our booklet on wire ropes of 


pret t corso m ror more rrr rocccoo - 
| Wickwire Spencer Steel Co., | 
1 Dept. M.s.1, 41 East 42nd St., New York City | 
| P end me your catalog, ‘‘Wire Rope’ j 
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A broom for every industrial 


need, and every one an active 


seller! 









The Standard 
since 1876- 


Jobbers and mill supply houses find 
that Lay Metal Case Brooms need no 
introduction to the trade — require 


no “high pressure” 


methods. E 


Everywhere, they a 
are the standard by i 


which 


selling 


industrial & 
brooms are judged. 
You, too, will find it 
easier to sell the Pree 
product of the leader | 
than that of imita- 
Write today 


for details ofthe Lay 


tors! 





franchise. 


THE JOSEPH LAY COMPANY 


PORTLAND, INDIANA 


Sales Offices: 
New York City Cleveland 


110 W. Sith st. 


Chicago 
9343 Gorman Ave. 920 Medinah Bldg. 


Milwaukee, 


100 University Bldg. 
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roblems That Bother a Distributor 


Small Units of Sale, Slow Moving Stock, Margin of Profit and 


Specialty Salesmen Receive Attention in the Accompanying Article 


JOHN E. SPENCER 


President, Power Equipment Company, Minneapolis 


A friend gave me an order the other day and then he 
apologized for the size of it. “But,’’ I told him, “if we 
depended on our large orders, we would do a precious 
small volume of business in the year.” 

Several months ago I took over our bill work for a 
certain period, to familiarize myself with stock values. 
It was dull work, all that detail of listing, pricing, and 
extending prices—dull as detail work is apt to be. But, 
like anything that vou do short view, certain facts be- 
came apparent to me, facts that have considerable applica- 
believe, to failure in the mill supply 
four or five fittings, 
a different found 
group would be no more 


tion, | success or 


business. For instance, in a list of 
each at discount, | 
that 


to Say, 


each taking a list, 
that the total value of than 
‘oo. $01 


average pile of Saturday morning bills for mill supply 


D2 





IS Sal 


moreover, that anal sis of an 


items W yuld show seventy-five out ot 4a hundred to be 
marges of less than $10. 

That makes our unit of sale as small as most retailers 
Yet we continu o term and anal) ze our bu le as 
wholesalers, or jobbers. That one experiment indicated 

yn hat were we mill supply men to begin to at 
our business as retail, we might not have to so hard 
bout how bad business is, laying the blame to ev thing 
except our own end of it. For the big question 1s no 

» mu verhead as profi nd the advantage no 

itting down the former, but in a se) Je figuring 
vhere we si yuld nave he latte 

To take just one angle of tha the unit « sul I 
cannot believe that many of us actually realize ho small 
1 unit f sale in th mill s ipply busines are. Wi 

“uve me of 25 cent and several of these hrough 
every day But the other afternoon one « our sood 

yunts can in and bought a fitting, the value which 
was six cents. I didn’t want to aggravate him with a 
25 cent charge, and [ was money ahead by not charging 
the actual value to him through our books. Aside trom 
the fact that that minimum should be at least doubled, 
it is another indication of our being in the retail business 

Richt here it might be well to mention the “having 
things on hand” habit, that tendency of the mill suppl; 
house to carry all the intermediate sizes In an item. 


a call for 
mm, ee 


vear, Dut Is tna 


a 17-inch pulley about once in 
sufficient emergency to keep it in 


tock? If a customer comes to us for a 1% 


he learns that we will get it for him as soon as We can, 

] exeihi fer 2 ; 
from the factory. A reasonable reason will satisty most 
people, and I hold that this one of the lack of profitability 


demand 1s so 


in carrying stock that meets a one percent 


reasonable that it affects our whole economic vitality. 


“Having things on hand” is expensive business and not 


The process of elimination from stock is 


And, 


for cutting 


common sense. 
no more elaborate than that—common sense. with 
turnover dependent upon volume, the 


out unusual and very slow-moving stock is evident. 


need 


Of course, a part of the material profit in mill supplies 
is absorbed by the manufacturer. I have arrived at the 
point where I do not pay particular attention to the 
manufacturer’s representative whose idea is to have us 
pay part of the advertising bill. He has a notion that 
he can jam the item down the customer’s throat this time 


sure. And when he mentions our profit, it 
percent. 


is about 15 
The fact of the matter is that it costs just 
as much to bring highly advertised material in through 
the front door and ship it out the back as it does the 
kind that isn’t advertised. Yet time and again we are 
asked to co-operate in 10 or 15 percent profit propositions 

and do co-operate without making the effort to explain 
that we are not interested. We attempt to do what a 
retailer knows he can’t do. He sells a hat and makes 
from 300 to 500 percent profit on the sale, so that even 
when he cuts the price on it he has profit. The furniture 
dealer cannot handle the sale of a table for less than 150 
percent profit, and that is the price he actually gets for 
it. With cut and dried as 
to allow practically no margin. 


us the basis of resale is so 


Then there is the cost of the specialty salesmen. They 


were taken on during the war as one of the many things 
1en done without regard for the expense of doing them. 


but they are still coming, scheduled to spend several days 


with our men on special work to facilitate the introduc- 


tion of their products. It is significant that some of 
the lines on which we have been helped most are our 


weakest. Our men come to depend too much on the 


Their initiative is 


ssened. They are apt to neglect their standard lines 


man and his methods. own 


specialty 


- 


the contact 


= 


various Ways weakene ; 
sufficient for the specialty salesman to spend one 
rr two days calling on prospective users with a salesman 


ve Sald tO Work out 


The 


percent profit : 


three-cornered affairs can 


llv, even to that 





cesstu extent. specialty 
yet no 


+ »l M4 . 
StocK Item 


average 


ed by us at 20 





supply 


With 


business can afford to handle any 


20 percent profit, with the 


cost of business running 
18 percent and up, and averaging 20 
If the 


our profit might as easily be 


percent or more. 


manutacturer would cut out his specialty salesman 


made 80 percent as 20. At 


any rate, it would be a move toward more real eifort and 


less gesture in the way of assistance. 
small matters, all of them. We 
each 


vear 
} 


} 
OLY Wwe 


relatively 


These are 
take come, shoulder them, and 
profits ebb a bit, perhaps. Then 
undertake something herculean that revolutionizes our 


weaken it, 


them as they 
watch our 


DOSS] 


are oe + } en), 
organization, is apt to and possibly adds to 


the expense of things. 


Nothing is so expensive as an 
we looked to the main lever 


ones, the spectacle 


But it 


adding new 


unwieldy business. 
instead ot 


=a 
would not be 
nearly 


SO preposterous, 


There is a certain pride in us 
at being jobbers, for we are aware that we carry a large 
stock. But the fallacy in it is 

o familiarize 
things, 


that we do not trouble 


ourselves with values as they concern the 
the innumerable small items that make so 
inconsiderable a total and vet constitute so major 4 por- 


tion of our business. 
oo? ~~ 
Bureau Aids Export Business 
and Domestic 
assistance to individual American 
The promotive work of this department, con- 
sisting largely of trade information service, involves at 


annual appropriation of about $3,000,000, but during the 
fiscal year 1925-1926, its return, in the form of 


The government’s Bureau of Foreign 
Commerce is of 


exporters, 


great 


new 
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The Profit Stays in Your Pocket! 


The Jobber of Sidney-Built machinery does not spend his profit in ren- 
dering service. Whatever servicing is necessary is done direct between the 


i buyer and our factory. 





Machinery Lathes 
But that’s only one reason why Jobbers like 
the Sidney and Famous Lines. They make more 
profit because the discounts are larger. Selling 
price is no higher and often lower than com- 
petitive makes And what is more every Sidney Lathe and Famous Wood 
orking Machine is guaranteed for life! 

The Sidney Line of Lathes and Famous Woodworking Machinery is com- 
plete from every angle. Why not get our Jobbers’ Policy? Address Dept. 
612 
The Sidney Machine Tool Co., Sidney, Ohio 








EBARIBEUMDRES 


20 years on the market without a complaint 
Belts are like shoes—they need attention or else they become 
hard and cracky. Atlantic Belt Dressing being a high grade ar- 
ticle, so little is needed that the cost of keeping belts soft and 
pliable and making them wear longer is very small. We manu- 
facture three kinds—for leather, rubber and canvas belts. Also 
made in liquid form. 


ATLANTIC MANUFACTURING CO. 
Wilmington, Delaware 
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Buy Fewer and 
WATER GAUGES Better Files 
and 
other quality 
Products 











Air Cocks 
Steam Cocks 
Gauge Cocks 

















Ball Cocks In buying a better file that outlasts 
; three cheaper files, you actually 
Air Valves save money. 
Etc. 





Grobet file is a real Swiss file with a century of 
manufacturing experience behind each file, assur- 
ing you of complete satisfaction. 


Write for Catalog 


Write for Catalog H 


The McRae & Roberts Co. 
100-146 South Campbell Avenue Grobet File Corp. of America 


DETROIT, MICHIGAN 3 Park Place, New York 
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foreign business secured by American manufacturers, 
approximated $189,376,000, or a realization of sixty-fold 
on the year’s investment. The rapid growth of the de- 
partment, now rounding out its twenty-first year, is in- 
dicated by the fact that 2,032,000 trade information 
services were extended to firms and individuals this year, 
compared with 505,000 services in 1922. 
°*~i—<o 


INSTALLATION OF MONORAIL 


of This Combination Bridge Crane 
Trolley in Handling Steel Explained 


Operation and 


The installation of the American Monorail in the plant 
of the Super Steels, Inc., Cleveland, is interesting. The 
equipment of overhead Monorail tracks, sup- 
ported from wood members. The trolley, or carrier, is 
in reality a combination bridge crane and trolley. This 
combination carrier can be operated on the straight- 
away tracks, negotiating short radius curves easily and 
without binding, it is claimed. In operating the com- 


consists 





carrier 


bination on the straight-away track, steel is 
brought from the unloading platform to the storage 
warehouse, where the combination carrier, with its load, 
is switched onto two parallel tracks, and where it is said 
to function as easily and smoothly as a bridge crane. 

The accompanying illustration shows the combination 
trolley and crane carrier operating on straight-away 
track and placing heavy steel shafts at a cutting machine. 
When the combination carrier operates on parallel tracks, 
an I-beam and trolley are used for placing steel in racks 
or removing it from them. The short coupling of the 
I-beam permits getting close to the racks. 


FINE CATALOGUE IS ISSUED 


The Cleveland Tool & Supply Company. Cleveland, Is 
Out with 510-Page Book on the Products 
It Distributes 


The Cleveland Tool & Supply Company, Cleveland, 
has issued a very well arranged, complete and attractive 
catalogue of the products it distributes. This catalogue, 
compiled and printed by R. R. Donnelley & Sons Co., Chi- 
of 540 and cover. It lists the 
machine tools, factory and mill supplies, steel 
tubing, power transmission equipment, grinding wheels 


cago, consists pages 


Various 





QO5 
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and grinding machinery and material handling equip- 
ment distributed by the company, together with prices, 
specifications and descriptive reading matter, and con- 
tains hundreds of illustrations. The company announces 
in its introduction that ‘Most of the lists in the cata- 
logue are subject to discount, but, owing to frequent 
necessary changes in discounts, we do not issue a general 
discount sheet. All list prices are subject to manufac- 
turers’ changes of standard list prices.” 

Following the introduction comes a listing of the 
manufacturers the company represents and the products 
they make, followed by two pages devoted to parcel post 
information and domestic parcel post and mail rates, a 
very handy feature. The following page is devoted to 
terms, returned goods, cancellation of orders and respon- 
sibility. The next twenty pages are given over to a 
complete index of the catalogue. For “Suggestions to 
the Trade” an insert on colored stock used. One 
manufacturer uses two inserts in color and another uses 
one. The catalogue is printed on good stock and well 
bound, and is undoubtedly a great convenience to both 
the company and its customers. 


is 
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NATIONAL EXECUTIVES MEET 
Important Matters Taken Up at Regular Mid-Year 


Session of Officers and Committees 


The mid-year meeting of the officers, executive com- 
mittee and advisory board of The National Supply and 
Machinery Distributors’ Association was held in the as- 
sociation’s offices in Philadelphia Tuesday, November 30. 

Reports received indicated that local associations of 
distributors are now functioning in Pittsburgh, Cincin- 
nati, Dayton, Akron, Indianapolis and Chicago and that 
plans are being made for similar organizations in De- 
troit, Cleveland, Philadelphia and New York City. 
George A. Fernley, secretary-treasurer, was instructed 
to compile and issue a directory giving the names, ad- 
dresses and full data regarding products handled by ac- 
tive and associate members of the association. ' Proper 
tribute was paid to the memory of the late W. M. Patti- 
son, former president of the association, and the late 
T. James Fernley, advisory secretary-treasurer. 

Other subjects receiving attention were: Manufactur- 
ers’ competition, whether it is becoming greater or less 
and methods of meeting such competition; the resale 
price situation, the question of whether the association 
should co-operate in efforts being made to secure a re- 
duction of the corporate tax rate, a report regarding the 
simplification work of the Department of Commerce, the 
overhead expense research work of the association and 
the question of how members may secure an adequate 
margin over and above overhead expenses. Action taken 
regarding the annual convention is discussed elsewhere 
in this issue. 

A committee, consisting of President Ackles and 
Messrs. Puchta, Radcliffe. Strong and Welles, was ap- 
pointed to confer with similar committees from The Na- 
tional Pipe and Supplies Association, Southern Supply 
and Machinery Dealers’ Association and the American 


Supply and Machinery Manufacturers’ Association on 
matters of mutual interest. 
Those present at the meeting were: President B. H. 


Ackles, Second Vice-President E. P. Welles: George 
Puchta, H. W. J. D. Nicklis and W. J. Radcliffe 
of the advisory board; W. A. Somers, E. B. Hunn, H. E. 
Ruhf and T. E. Hazell of the executive committee, and 
Secretary-Treasurer George A. Fernley. 


Strong, 
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“DIVCO” Mill Bearing Babbitt 

is made from virgin metals, carefully com- 
pounded by skilled labor, and will do the 


work in many places as well as higher priced 
metals, thereby the 


Packed in approximately 50 and 


boxes. 


saving the 


consumer 
extra cost. 
100 lb. 


Other “‘Divco’’ Metals 


ane Phe 


Distributors 


Division Smelting & Refining Co. 
836 West Kinzie St., Chicago, Ill. 
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Your product, 
Your firm, 
and 
Yourself ! 
THE SALESMAN who sells himself sells 


also his firm and his product. For it is from 
the salesman—the first point of contact—that 
the buyer receives his first impression. 

And it will be 


a lasting one. 
sibly 


It will pos- 
determine whether or not 


your firm 


receives the business your salesman seeks to 
obtain. 






They 
uith 


detach from tabs 


perfect edue 





ae 


SUCH A thing as a business card plays an 
important role in the success or failure of a 
salesman’s interview. 

For a business card expresses by its quality 
and general makeup the calibre of the firm 
behind it. 


And never does a perfect, engraved busi- 
ness card, done by The John B. Wiggins 
Company, fail to give an impression of high 


business standards and prestige. 
Knowing 
the 


this, 


business leaders throughout 
world have 


adopted them as standard. 


By filling in and returning the coupon, pinned 
to your letterhead with a sample of the business 
card you now are using, we will gladly send you 
a sample tab of Book Form cards with—if vou 
request it——a few sugeestions on the arrange 
ment of the ecards you are 


now using, 


The John B. Wiggins Company 
1143 Fullerton Avenue, Chicago 


(Bstablished 1857) 


WIGGINS 


Peerless Book’ Form 
CARDS 


John 


Fullerton) Ave, 


Chicage 








1927 




















January, 1927 


Ov 


P Cun Mk en S60 


“From | 


“2 





Our Exeh&ny nCes 6 
S | 


Votor Truck 





we 


4 
Hs } 
| 


How 


to Buy a 
issue of The Purchasing 
International Motor Co., New 

Buy a Motor Truck.” 


In a recent 
Horine, 
“How to 


Agent, Merrill C. 
York City, tells 
Trucks, he 


Says are 
“round-about” productive machinery for the buyer. They 
are investments that by long, satisfactory service pro- 


duce and earn the business. Truck 
careful consideration. 
than cost, paramount in 
Mr. Horine says. If the buyer pays major 
prices, he often sacrifices quality of service. 
the expense of short life and costly maintenance 
is not economy in the end. The successful deal, therefore, 
not in a sharp bargain driven at the outset, but in 
the return the investment shows after long service. 
Other vital factors are the responsibility 


for purchase there- 

fore demands very 
Quality, rather importance, 
attention to 
Saving first 
COST at 


lies 


, capacity, per- 
manence and standing of each motor company entering 
its bid. Truck manufacturers and their local represen- 
tatives should guarantee adequate, economical and 


prompt service in 


+ 


he and further declares 
it is poor policy to buy from manufacturers who cannot 
be relied upon to remain permanently in for 
spare parts and technical service are needed by truck 
throughout its years of service. 

“Call in qualified transport counsel if 
Horine advises. ‘‘Be sure that the right 
iuxiliary equipment, body and driver’s 
And,” he vital point is 
ance ability. Performance ability which 
miles per day and to deliver 
day, even though it ¢ 
more in the first place, 


repairs, Says, 


business, 


the 


Mr. 


wheel- 


necessary, 
capacity, 
base, cab are 
perform- 
enables a truck 
five addi- 
sts several hundred 
would 


selected. adds, “another 
to travel 


+ 


ten more 
onal tons per 
dollars 


tional i 


justify this addi- 











nvestment many times over during its life by its 
xtra earning capacity. 
“After all the preceding considerations have been fully 
eighed and sifted,” he says, “consider price, allowances 
and, if nece SSary, terms.” 
How Equipment Is Bought 
As seller of shop equipment, the mill supply distribu 
tor and his salesmen will be interested in the answers to 
the American Machinist's questi “What Are the Steps 
Taken in Buying Equipment?” Fourteen companies 
answer the question in a recent Issue of the magazine. 
Placement of orders involves intricate organization it 
some cases, not so much “red tape” in others. Si eacl 
ympany has its own method of starting the order ball 
» rolling, and no method is common to even a few o 
them, a list of companies with the particular Po 
organization responsible for originating orders follows 
[linois Central Railroad, shop superintendent or master 
mechanic In each shop; Internati a Harvestet Co 
equipment engineer; SKE Industries, time-stud ce 
partment, with approval department production and 
factory managers; Delco Da Engineering Labora 
tories C foreme) Wesridlices: Klectric & Manu 
facturing Co., demonstrators, also machine tool super 
sors; Hoover Co., foremen; Timken Roller Bearing ( 
eads ¢ the facto engineering, tool equipment and 
let i departments, who make recomn ations 
ating vice-president; Corona Typewriter Co 
production-equipment engineering department Na 
tional Cash Register Co., superintendent, superviso1 
ficiency engineer, foremen and job foremen; Morgan 


97 


Construction Co., anyone in the organization has the 
privilege of recommending equipment purchase; Gleason 
Works, the production program is checked, and the works 
manager decides upon the purchase; Hawthorne Works 
of the Western Electric Co., equipment specialists, devel- 
opment and standardization engineers; Chrysler Corpo- 
ration, master mechanic’s division; Hupp Motor Car 
Corporation, machine and department foremen in con- 
ference with the tool supervisor. 

Of course, recommendations for equipment purchase 
not complete the purchase. They necessarily 
through various channels of investigation and analysis 
before the order is finally With some com- 


do pass 


approved. 


panies, too, certain interesting conditions attend pur- 
chases. SKF buys equipment on guaranteed production, 
for instance, and builders of the machines demonstrate 
in the SKF shops when the machines are installed. Tim- 


ken Roller Bearing Co. buys its equipment on trial. A 
plant committee of the Morgan Construction Co. exam- 
ines competing machines point by point. In some plants 
salesmen demonstrate their products, and experienced 
shop men sit in at the meetings when their advice will 
aid in purchasing the equipment. 


Wills 


not 
“Power Losses in 
issue of Tezxtile 
certain transmis- 
could be reduced 


Power Losses in Cotton 


mills are evils, 
article, 


recent 


cotton 
Wrigley in an 
written for a 
the writer discusses 
utilization losses that 
minor improvements. 
transmission 


Power losses in necessary 


states George 
Cotton Mills,” 
World, in which 
sion and power 
or eliminated by 

He places 


systems used in cotton mills 


in two classifications: one mechanical, in which no elec- 
tric motors are used, and the other electrical, where 
motor drives are used, with belts, chains or gears or com- 


motor and machine. Transmission 
are about equal in both mechanical and electrical 
drives, he but improvement is possible in 
Etectrical power could be improved by 
arger conductors than those recommended by the 
Natio a Underwriters’ Code, in his opinion, and these, 
he states, would insure better voltage regulation and 
burn-outs. Considerable saving in 


expense ot installing 


binations between 


tOSSeS 


states, each. 


transmission of 


qi i 


fewer tluse 


power 


would warrant the larger cond 


ne Ssavs. 





Mr. Wrigley states that the use of chain drives be 
wee moderate size motors and counter-shafts, Ww 
velting to transmit the power from the shafting to the 
machines, has proved Satisfactory. Chain drives insure 
i minimum of slipping between motor and counter-shaft 
it low maintenance cost and use of short centers. Driv- 
ing textile machinery by individual motors has _ not 


ie 
ording to the 


aAC( 








} ] . ~ . 
standard n ors piacead on standard achines 
waa 4 ea ee 8 . nroperh ‘1. +} nia 
W su adapting th One properls ) ne otnel and 
ne roes on to s e that neither is the individual loom 
¢ : ch: “Ae ’ aor . ar } 
motor arive pertect, the loom’s race plate fri ( iol CLlLULC 
. . ’ ¢ , 
bell nel ent and needing son form of radial arn 
lyyted , +} sit ) Tu t } ro } rs 
clu relleve tne Ituat1o Lwo of the larges 1st 
power are the sp Ing and twister Ss and 1n 
these the author sees the greatest possibil for power 
: r H nid ‘onymend srct an iImnraved mot) } 
Saving. e would recommend, first, an Improved method 
+ TXT] h nal) and ] +) } ) 
ariving the spindles, anda, nad ne reauc | 
ravele tr mm bV col nuous Orica ) th it wil ! T 
st n ne Vari 
Conducto a st! ting losses m be reduce ip 
] : } . Ty] ) 
plying sm mprovements, Mr. Wrigh ludes. He 
adds that large savings In powe sses must come 
the textile machines themselves POSSIDIN ) de er an¢ 
;Ooser adaal } electric power t the actual wo. oO} 
by other changes in desig 
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VICTOR BLADES 
DO THE TRICK 


You occasionally hear of other blades that are 
supposed to be as good, but it doesn’t pay to 
experiment if you can be sure of one blade. 


Victor blades will do the trick. They are 
relied on in shops throughout the country 
and they will answer your cutting require- 


ments satisfactorily. 


Let us send you free samples of this 
W onder Blade. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 





MINNEAPOLIS SEATTLE 


























The largest Auto- 
mobile Body Builders 
in the United States 
are using the Circu- 
lar Cut “*"PANSAR’ bo WH hat, / cn 

Files to-day, because j a ayy pole nw po" 

ey are fully aware =r al a : UY, 
of their superior qua- pe 5 
ties, which consist 


of sharpness of teeth 
and lasting quality in 
service. Besides this 
they assure a very 
fine smooth surface Po : 
» which paint and NOY aa Yd 
ercan be direct- yy 


ly applied. 














SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 
116 BROAD STREET, NEW YORK 


MONTREAL 



































EDGEMONT TYPE E 
DISC CLUTCH 


An efficient clutch 
for high speeds and 
quality drives. 





Designed especially to give long, carefree service 
with a minimum of attention. Made by a company 
devoted exclusively to building friction clutches. Our 
years of experience have been put into the Type E 
Disc Clutch to make it a clutch suited to present day 
needs. 


The business for which the Edgemont Type E 
Clutch is adapted has barely been touched. This 
clutch will make a paying addition to your line. 


Our engineering department will co-operate at all 
times. Full information on request. 


THE EDGEMONT MACHINE CO. 
DAYTON, OHIO 











BUY YOUR PUMPS 


from a diversified line that will handle every pumping need 
and sell at ‘-bottom prices. Pumps are suitable for 
pumping water, liquid petroleum products, bilge water, milk, 
cream, alcohol, paint, syrup, molasses, road oil, asphaltum 
brine, fuel oil, etc. 

Also use for pumping chemicals and acids of all kinds; 
circulating coolant on machine tools and gasoline engine e 
used extensively in factories in which food products are 
handled in liquid form, in textile mills, at gas plants and 
In construction work. 





GEO. D. ROPER CORPORATION 
Rockford, Illinois 
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adopted as the 
There 


Brass 


Brass seems to have been universally 
proper material from which to make small valves. 
ure many excellent reasons why this should be so. 
melts at a lower temperature than iron and has a capacity 
for casting readily in thin sections or small pieces with- 
mut chilling and becoming hard to machine. It can be 
machined at a much faster speed than iron and the metal 
being practically tree from silicon and carbon, the wear 


mn the Brass is 


cutting edge ot the tool is much slower. 


not readily corroded in the presence of moisture and 


ree from the tendency to rust like iron and steel. It 
vithstands the action of many chemical solutions better 
than iron. Brass castings are attractive in color, take on 


lish, are easily nickel plated, and have a certain 


amount of decorative value on exposed piping. 


| 


ators solve the problem of safe, easy lift 


tvpes for ondition, 


loads, 


There are cvers 


izes tor weight and bulk of speeds for any desire¢ 


yume of handling, and at prices that will save time 

dlsme Hand power enables a man to raise 500-Ib. 
packayes 14 feet per minute, 1,000-lb. packages 7 feet 
1.500 Ibs. 5 teet and 2,000 Ibs. 3!. feet with safety and 
without undue exertion He can load and unload the 
levated platform with ease and safety. Not only is the 
vork made easy and safe, but it requires fewer men and 
es ( ncreases storage space. Portable elevators 
ire used for other things than piling. For instance, the 
make an ideal adjustable height platform for painting 
setting line shafting, overhead motors and ceiling work 
if al ds 

Phere is new type of steam Neater for factory and 

dustrial buildings that directs the heat to the part of 
he om where it is most needed—to a cold door or win- 
LOW machine or a work bench. The heater is) sus- 
pended from the steam line and is in the shape of a 
abinet, which contains a radiator, back of which is a 
motor driven fan. The two unions by which the heater 


can be loosened and the heater turned in the 


A volume of 2,000 cubic feet of 
is claimed for this heater. 


Is connected 
desired direction. heated 


‘ir per minute 


Many 
rane, To 


things are to be considered when buying a 


traveling crane is 
something more than merely examining the specifications 
and the 
of the crane should begin when the building or structural 
plans are being considered. After a building is up, ready 
ry occupancy, the owner frequently discovers that the 


purchase an overhead 


securing lowest possible price. Consideration 


structure is not adapted to a standard which 
means that the crane manufacturer must build a machine 
to suit the structure of the purchaser, resulting in high 


and a high purchase price. 


crane, 


production cost 


steel valves and 


n developed by an 


most interesting use for 
fittings in oil refinery 
When a fire starts in a refining plant, 
the usual practice is to fight the flames with a fire-fighting 
chemical fluid and with a veritable deluge of water to 


isolate the burning area. This is effective as an extin 


A new and 
service has bee 


eastern refiner. 


990 


guisher, but carries an element of danger, because the 
rapid cooling of iron body valves by the water often re- 
sults in the valves cracking and the leakage of oil or 
gasoline adding to the fuel. This danger is offset by 
the use of steel valves, their resistance to the effects ot 
rapid cooling being much greater than that of iron body 
valves, 


Conveyors may be either horizontal or inclined. In 
addition they may be divided into belt, bucket, screw, 
scraper, methods 
mills, such 
as belts, chains or open gearing or combinations of these 
methods. However, the efficiency, 


speed reducers is clearly recog- 


pan, apron, drag chain, etc. Various 
of driving conveyors are in use in different 


and 


compactness 
safety of enclosed unit 
nized by executives and engineers of the leading indus- 
tries and their use for driving conveying equipment is 
becoming more and more 
constant 


tinuous operat ion. 


general. Conveyors usually 
speed and are generally in ¢con- 
due to the fre- 


quent overloads to which conveying equipment is 


Operate ata 


For continuous duty, 


jected, 


it is desirable to supply motors and speed reducers 


with a capacity 2507 to 5067 in excess of the actual 


required, 


horsepower 


The fittings used in brass pipe installations should 


of heavy cast brass; not cast iron-——not galvanized iron 

not plain malleable iron—but all brass. There is a 
vood reason Why brass fittings only should be used wit! 
DraSS pipe. It is for the sole purpose of durability 


When iron fi tings are used with brass pipe a Case Ol 


dissimilar metals is introduced, which is conducive to 


electrolytic decomposition of the iron 


agency, brass should 
piping 


sures the greatest degree of perfection ob 


sure freedom from that destructive 


ve used throughout the entire system. This as- 
tainable. Brass 
fittings of any good composition and make are durable 


They 


flaws, 


and sa must be strong, however, free 


tisfactory. 
must have clean-cut. full 


threads of standard gauge and size. 


from sand holes or and 


The modern hack saw blade is an expensive tool 
manufacture, requiring very costly and most ingenious 
machinery, much of which is of special design, necessitat 
ing expert workmen and the most careful and rigid 
system of inspection. To cut one metal by another is 
obviously not only a comparatively slow process, but 
essentially a difficult one. The saw blade must not only 


sufficient hardness to the 
pposing metal and to withstand the constant wear, but 
the metal of which the saw is made 
toughness and ductile strength to 
the breakage of teeth and blades. 


be ot enable the teeth to cut 


must have sufficient 
reduce to a minimum 


In planning an efficient storeroom shelving installation 
there are certain fundamentals that must be carefully 
considered. Some of the most important ones are: (1 
Take advantage of all natural light and free circulation of 
air by placing racks. (2) Place lighting 
switches in convenient locations. (3) Do not allow 
building columns in aisles when they can be avoided. (4 
Provide main aisles of a width that will allow free traf- 
fic in both directions. (5) Provide aisles between racks 
only wide enough to properly handle stock in and out of 
bins. (6) Allow not less than 16 in. between top of rack 
and sprinkler head. Provide the necessary variety 
of bins to properly store stock without wasting bin space. 
Make note of all obstructions such as posts, pipes. 
radiators, irregularities in the wall. ete 


properly 


(7) 


(8) 
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STEEL BELT LACING 






























A 
Call on our 
Engineering 
@ What are the sizes, 
regardless of what Department 
quantities, you want f ° d 
shipped TODAY? e or experience 
© Wire them— phone them—they li go off our ware- dat; 
house racks and on the cars in a jiffy. recommendations 
@ You can always get them from stock, and for a fair Sad s 
oulen, a6 “Mcduat’s.” on joining difficult 
{ MR. SL I DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more or unusual 
hout making good pulleys than many other concerns 
{ Ol in building Wo rd Split Pulleys is: ¢ heap belting drives. 
mess is suicidal roducts must be the best in their class. We 
= wouldn’: think of running the slightest risk of impatring the 
, “ t t “woop SPLIT PULLEY fro stock e - 
Get the “MEDAKRT’ rom oe Flexible Steel Lacing 
Company 
( riy Medart Patent Pgs Co.) 1633 Lexington st 
General Office ‘and Works: Louis, U.S. A. : 5 
Gtee and Werehours, eunacuaants Chicago, U. S. A. 
Offices 
CHICAGO PHILADELPHIA 7 NEW YORK PITTSBURGH 
Shafting. Couplings, ¢ ars, Hangers, Be rings Bearing Supports. 
Friction Clutches, Ir Pulleys, Steel Rim Pt ys. Gearing, Sprock 
ets, Chain. Rope Sheaves, Rope Driv es Be it Tighteners, et 
nj 























INJECTORS 





600,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 
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American Injector Co. 
DETROIT, MICH. 














t 
vi 














2. 
' os 
“ me! 
Uf Eo 


Give them a chance and you will 
always specify 


Libbey 


High Pressure Gauge Glass 
Standard Gauge Glass 
Red Line ;!'*",,. Gauge Glass 
Oil Cup Glasses 
Over 100 years experience in glass mak- 


ing guarantees the high quality of Libbey 
Products. 


These glasses have passed and will pass 
all standard tests provided to prove their 
Superior Quality. 


Write for Booklet 
The Libbey Glass Mfg. Co., Toledo, Ohio 


SAKIETPY ALWAYS 
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New Products 





Sarco Company, 183 New York, 
No: 9). a trap, on the 
This trap is intended for industrial purposes, 
laundry and kitchen equipment. It 


Madison avenue, has 


placed Sarco new steam market. 


hospitals, 


is a development of the Sarco 
steam trap for high and low pres- 
sure, but is factory adjusted and 


designed for both steady pressure 
and widely varying pressures. Be- 
ing operated thermostatically, it is 
small in size. Its makers 
that it cannot bind 
its large valve area and quick high 
lift discharging. It 
instantaneous) 


state 


air because of 


when closes 
live 
trap 


and allows no 


pass, It is said. The 


steam to 





has only one moving part, no toggle joints, levers, buck- 
ets or floats. It is all bronze and said to be immune 
from rust or sticking. The trap uses a Sarco helical 
bellows made from a seamless bronze tube and contain 
ing an expansion liquid. It is equipped with monel metal 
valve heads and seats, and can be furnished for an oper- 
ating range from 0 to 100 pounds steam pressure wit! 


sut adjustment. 
The Imperial 


Racine avenue, Chicago, at 


Brass Manufacturing Co., 518 Sout! 


mMounces a complete new tine 


of oxy-acetylene welding and cutting torches and out- 


fits. The new standard welding torch is called the Type 
> 
<a 
; =~ GG — vw 
a 
| 
ji | i ! 
i\ j\ wigien \ 
weev yyy 
X, and is designed to perform all welds within the limits 


if the oxy-acetylene process. It embodies a new mixing 


principle, which, it is claimed, insures control 


accurate 
of gases and thus assures successful welds. 

Tube & 
Brooklyn, is 


Tool Co., 
now manufacturing a 
Ettco kevless drill chuck, 
tightening, 
simple 
equipped, and, because of an 


Eastern Inc., 595 Johnson avenue, 


new all-hardened 


which is self-centering, self- 


keyless, hand-operated, of 
construction, ball bearing 
aluminum 
case and light alloy steel light in 
weight. It has a continuous grip, the 
chuck taking its grip after the work is 


started and the grip increasing automat- 


parts, 


ically as the load on the chuck increases. 
It is said that matter tight the 
grip it may be released by hand, with 


no how 





“Wet 


ul 


just a twist of the wrist. Advantayes 
claimed for the Ettco chuck include less 
slippage, less wear on drill shanks and jaws, reduced 


maintenance cost and no keys to buy. 
Forge & Tool Works, Meadow and Tilghman 
Allentown, Pa., is placing detachable head socket 


Bonney 
streets, 
wrenches of chrome-vanadium steel on the market. 
being forged from bar. stock, the 
the 
in close corner work. 


ment of handles of forged chrome-vanadium steel 


sockets 
strength of 


an advantage 


available. Standard half-inch square lugs permit of 
using the new tools in connection with any detachable 


head socket wrenches, and adapters are provided so that 
the chrome-vanadium handles may be used for the 


sockets. 


size 


The 
unusual 
material permits of thin wall sections, 
A complete assort- 


is also 


large 
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W. C. Toles Company, Woodstock, Ill., has just brought 
out a vise for woodworkers proportionately reduced in 
all its members, in both rapid acting and continuous 
screw models, each claimed to be converted easily from 
its action to the other type. The new vises are known 
Junior line. All Juniors of either action have 
jaws seven inches in width, opening nine inches, with 
jaw depth of three inches. 


as the 


All castings are a composi- 
tion of gray iron and steel, the vises have the same style 
and appearance as the Senior (standard) line, faces and 
edges of Jaws are ground smooth and screws used in both 
actions are one inch in diameter. 

The Osborn 
Hamilton 


Manutacturing Company, Inc., 5401 
avenue, Cleveland, developed a seamless 
steel cap and is placing on the market a new bass broom 
equipped with it. Tre 

mendous pressure liter- 

ally shrinks the 
around the fiber 
holds it firmly by 


has 


steel ? 
and 


com- 
pression, the cap is 
nailed to prevent the 
from loosening 


and is filled with a 


fiber 





special cement to fur 
ther insure against 
sening,. A close-fit- 
ting collar on the 
seamless steel cap and 
two heavy rivets through both the cap and handle keep 
the handle permanently rigid. Three grades of the new 


bass broom are made: a coarse broom for heavy sweep- 


1? 


ng and railroad track work, a medium grade for factor) 


and warehouse sweeping and a more flexible fine grad 
for lighter work. As a special track broom, the coars« 
grade is equipped with a chisel handle and one wire 
band. The manufacturer states that long wear is as- 
sured by the use of full weight of specially mixed bass 


fiber, that the broom is light and well balanced and has 
superior sweeping qualities. 
Ww. 


Chicago, is 


Diener Mtg. Co., 
manufacturing 
hoods 


100-420 Monticello avenue, 
improved 
for drying out and heating 
The body of the salamander is 16 inches 
in diameter and 15 inches high. The height of the body 


inches, 28 


( reO, 


an line of sala- 


manders, grates and 


new buildings. 
is 15 and the over-all height, including legs, 


inches. It has one inch by three-sixteenths inch steel 





rounded to 
braced by a band under the pan and has a pressed steel 


band legs, prevent 


corrugated pan. The 16-inch hood is made of 22 


raAUuge 


steel, has a heavy supporting band. 6-inch pipe outlet and 
Extra-size salamanders, grates and hoods 


hinged door. 
are also made by the company. 
Automotive engineering has exerted a marked influence 


cutting up the floor, is 


<n een 








HIGH PRESSURE STEAM 
PACKING 





style No. LOL 


ANOTHER POPULAR ITEM 
in this 
JOBBERS QUALITY PACKING LINE 
BUILT TO BRING YOU 
REPEAT ORDERS AND SATISFIED 
CUSTOMERS 


Linear Packing & Mfg. Co., Inc. 
Philadelphia 





Penna. 
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Why the ATLAS is the Most 
Powerful Car Mover Made 








We have made it easy 
strate the 1TL1is CAR 


of salesmen and let us 


for vour salesmen to demon- 


VOTER. 


send 


Give us the number 


vou literature. 


APPLETON CAR MOVER CO. 


O. Box 42 


Appleton, Wis. 
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Our Service Men 


Work with You 


There are hundreds of 
to whom the quality of 
lifetime of 


a 




















eager workmen 
Stanley means a 
pains-taking care. There are 


thousands of users to whom it means 
greatest belting economy. 
And why not? Stanley ranks high 


among belts when tests are run. Its econ- 
omy is seldom approached. Its wide range 
of utility carries it from the “easy” shop- 
drive to the rough and ready drilling rig 
of the wildcat oil man. 

Here is a belt that is a steady easy re 
peater for the jobber. Put it in your new 
catalog. Our service men work with you. 


3 
£3 Stanley Belting Corporation 
> 13 N. Jefferson st. 
CHICAGO 
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S200 Broadway 


NEW YORK 












120 Adelaide st. “ 


leronto. Ont, 


peers 


12 A Southwark St. 8. BK. I 
LONDON, ENG 


peatersiebentees 
3s bad 


el ed 


BULL ©» FROG 


WHEELBARROWS 





Bull Fro vheelbar 1andle maximum loads wit! 
inimun ause exclusive features of desigr 
un onstruction are engineered into them Bul 
Fr No. 42, the eat outstanding general purpose 
yarrow, save ne yn every job. Other Bull Fro; 





den, tarn 


Write 


scrapers tor every par 


industrial use 





mine contracting, and 


THE TOLEDO WHEEL- 
BARROW COMPANY 


Poledo, Ohio 


Branch Offices and Warehouses 





Philadetphia Chicago 
35 Nerth {2th fo E. Wacker 
St. Drive 


THESE TOOLS 
Won’t Be “Orphans” 


Neither will your tools be “or 
phans” if what this 
man 1s doing—branding tools 
and equipment with an 
Everhot Branding Torch, the 


most effective way to stop tool 


you do 


losses. 

The EVERHOT brands or solders 
continuously. Carries its fuel 
{ordinary gasoline) in the handle 


Je Zic iy 


7 ANC? fcas Tsrand “Makers | 
Ls Vid ws rw Kr 
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MANUFACTURING CO. #474000 /0:/¥0'5 




















on machine tool manufacture. Sliding gears and dise 
lutches are now not only salient features of design, but 
emphasized points in the sale of machine tools. The Con- 
way Clutch Co., Cincinnati, has placed a develop- 
the market, in the disc style clutch, in both 
single and multiple types, with metallic asbestos lining, 
to accommodate shafts varying from 1 in. yy |] 


new 


ment on 


to Zo in, In 
sixteenths. In the multiple disc type the steel discs run 
in oll. In working out the design of this clu 


tch especial 
attention has 


been dis- 


given to make all parts easily 
asembled, the manufacturer states. 


The United States 
SIxtn street 


et, Cincinnati, 


Electrical Tool Co., 2488-96 West 
announces its new selective 
speed buffer and polisher, wherein buffing and polishing 
speeds of 2750 and 2250 R.P.M., respectively, may be ob- 


tained by placing the motor in the base of the unit and 
lriving the spindle with the belt. This selective. speed 


init makes it possible to stop either spindl 
| ontrol 


to tne 


e independent 
the 


The belt tension 


of the other, as a shifts the belt from 
positive enyayement idle pulley. 
regulated constantly by a steel roller, thereby eliminat- 
ing the 


necessity for intermittent adjustments to in- 
rease the tension. The unit is equipped with 14 SKF 
all bearings, chrome nickel steel spindles and automatii 
push button control. It ult in five sizes. 


eee ee oO oO ow oe woe ww oe oe owe oo ow ooo eee wooo e«,; 


Trade Literature 


eee ewe eo eo oe ee owe eo ew eo eo ew oe oe ow wow eww oe ooo ewes 


we 


The Atlas-Chicago Company, 740-744 West Van Buren 


street, Chicago, a division of the Chicago Electric Con 
pany, and manufacturer of conveving equipment, has is- 


sued an exceedingly attractive booklet on the Atlas Duo 


Rail svstem. The rorepart of the booklet s devoted 
largely tf good illustrations, accompanied by brief 
descriptive reading matter, showing the use of the com 
pany’s product in plants of various types, while the lat 
ter part is viven over to desc riptions of the products Ol 


the company, together with prices and specifications and 
is elaborately illustrated with drawings and 


} 
| rit 


American 


photographs. 
booklet consists of 64 pages and cover. 

1450 David 
Bulletin No 
blowers. 


Blower Company, 
Detroit, has 


Whitney 


Building, ROO] 


issued on 


American “Sirocco” fans and 
that This is a 


which is devoted largels 


manutactured by 


company. booklet of 80 pages and cover, 


to elaborate specification tables 


concerning the products of the The last 


company. 
drawings 


SevV-~- 


eral pages contain mechanical with 


tables 
The 


pans 


dimension 


showing arrangements for installations of fans. 


Westinghouse Electric & Com- 
inter 12-page booklet on 
the engineering achievements of the company during the 
; 1926. It by H. W. Cope, assistant 
director of The booklet briefly 


the engineering achievements of the company during the 


Manufacturing 


has issued a very 


sting 


vear Was prepared 


engineering. 


dis¢ usses 


vear in all lines of electrical endeavor in lighting, heat- 
ing, transportation and industry, and contains man) 


illustrations. 
Quigley 
land 


Furnace Spec 


New York, 


ine... 26 C6 


refractory 


ialties Company, 


street, manufactur of mate 


rials fo 


furnace construction and maintenance, and 
acid and alkali resisting cements and_= solutions, has 
issued a little booklet of 24 pages. It discusses corro- 
sion and its causes briefly, as well as the products of the 


+ 


company in relation to corrosion and otherwise. 


Ludlum Steel Company, Watervliet, N. Y., has 
a booklet of eight pages and cover on nitralloy, a special 


steel, 


issued 


said to be capable of be ing case-hardened at low 


temperature without deformation. The process of sur- 
face-hardening special steels is described, report is given 
of the tests made abroad, and illustrations show various 
automobile parts constructed of nitralloy, including the 
ring gear and pinion, crank and camshafts, motor sleeve, 
steering worm, gear and tappet. 

Reeves Pulley Company, Columbus, Ind., 
ed a handsome calendar for 1927. It features a very 
attractive picture, in colors, of a chuckling infant seated 
on the floor, with pillows, his blocks and a 
stuffed around him. On the leaf to 


hs IS tyes ; 
NaS Qistriput- 


topsy-turv} 
cat the calendar 











proper the company extended the season’s greetings 
an attracti sketch. 
(@bituary 
2 
Jacob A. Minwegen 
Jacob A. Minwegen of the Crane Co. died recent 
following a short illness. He was born in 1870, was fo) 


thirty vears a sales representative of 


traveling out of Ch and had a 


Capo, 


Albert H. Comstock 


OMStOcK, Vice-president of 


the Marshall- 
Duluth November 22 at th 
Marshall-Wells since 
Minnesota com 


Albert H. € 
| Duluth, 
ape of 79. He had 


Mr. Comstock 


died in 
been with 
chairman of the 


Lakes-St. |] 


‘ «y] 
Was also 


mission of the Great sawrence Tidewate) 


Association. 

Mark Flather 
a ploneer in the machine tool 
The Grover File Co.. 
home in Nashua November 
Mr. Flather was actively engaged 


Fon 


Mark Flather, 


f this country 


Nashua, N. H., died in his 


> P + +h ¢ eet 
=) a ne age oO! 40. 


ind president of 


the manutacture of 


machinery from 1885 until 1912, 
and } j 


during that time he many mechanical 


dl 


pertected 
inventions and designs that have been adopted in the 

Many of his 
planers, shapers and 
He also designed and manufactured machinery 


+3 - + ie | « shi id ¢ 
“onstruction of standard machines. ideas 
‘ontributed to 


the development of 
lathes. 


for the furniture and electrical trades. 


John R. McGinley 


McGinley, a prominent figure le Indus- 


' 
trial life of Pittsburgh for many years, died it New 
York November 29, following an illness of several 


months. Mr. McGinley 
1851, and in 1871 went to Pittsburgh, 
on the staff of 
with the Carbon 


was bern in Pa. on 
where he was first 
Duff's Business College. Later 
Bronze Co. He was identified 


Cresson, 


late George Westinghouse in the foundation of the com- 
pany bearing the name of the latter, served tor a num- 
} 


ber of years as president of the R. D. Nuttall C 


subsidiary of the 


now au 
Westinghouse Electric & Mfg. Co., and 
the Pittsburgh Screw & Bolt Co. and its 
Gary Screw & Bolt Co., Gary, Ind. He 
The Duff Mfg. Co., Pittsburgh. 


and chairman, Chicago Pneumatic Tool Co., Chicag 


was chairman of 
subsidiary, the 
was also president ot 
), un- 


retirement from active business about five vears 


<= <« 

Make Power Conference Plans 
Directors of the Midwestern Engineering & Power 
Exposition are rapidly formulating plans for the 
power show and conference. The general 
conference, which, with the exposition, will 


the Coliseum, Chicago, in February, will be 


plan ot the 
be held 
the larger 


aspects of power utilization in industry. 
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1832, 


95 Yedars 


If a fellow told you he had been in one business 
that long, you would probably tell him it was 
time to quit. 


It’s different though with a company. Well, that’s 
our age. The Simonds business was established 
in 1832. Covers about four generations—has 
been growing all the time — 1s still growing 
today. Time will tell. You know Simonds Saws, 
Knives and Files are right and Simonds work 
with dealers is right in the long run or this would 


never have happened. 


SIMONDS 


Saw and Steel Company 


“The Saw Makers” 


ESTABLISHED 1832—-FITCHBURG, MASS. 


Chicago, Ill New Orleans, La London, England Montreal, Que. 
Boston, Mass. Lockport, Mm ¥- Portland, Ore. Toronto, Ont. 
Detroit, Mich. Memphis, Tenn. San Francisco, Cal. Vancouver, B. C. 
New York City Atlanta, Ga. Seattle, Wash. St. John, N. B. 

W writing to Advertisers please mention Mitzi Suppties 
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SUPPLY SALESMAN Was Founded bv Ernest H. Smith in 1922, and Dedicated to the Practical 
t 
t 


Ernest TH]. Smith, Associate 
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Neat ation of Correct Sales Princ takes in the 


Editor. 





Salesmen Should Seek and Use Advice 


Some, of Course, is of No Value, but They Should Select W hat is Good 
and Profit by it if They are to Advance 


What is it that the man who asks 
for it doesn’t want, the man who 
gives it doesn’t miss, and the man 
who gets it doesn’t take? 

That sounds like an old riddle, but 
it’s only a conundrum that just 
popped into my head when I was 
thinking about advice—jfor the 
answer is advice. 

The man who asks for it usually 
really want it. More than 
likely he asks your advice in the 
hope that vou will say something to 
support him in the position he has 
already taken. He has made up his 
mind and wants you to tell him you 
think he is right. The man who gives 
advice doesn’t miss it, because he 
parts with nothing he would be likely 
use himself, and he gives it out 
because it is one thing he can give 
away without any expense to him- 
self. The man who gets the advice 
doesn’t take it because, as I have in- 
timated, he thinks he 


doesn't 


1¢ 


knows better 


himself 

And vet advice is one of the great 
things available business develop- 
ment, both in the buying and in the 


Not all advice is worth 
considering, and men who ask for ad- 
vice on all occasions are likely to be- 
come so confused with the multitude 
of counselors that they do not know 
what to do. They even lose confi- 
dence in their own previously formed 
judgments. 


selling end. 


There is the story of the 
who was unable to make any money 
on his doughnuts, so he asked a 
friend to advise him what to do. The 
friend told him the holes in his 
doughnuts were too small. He ex- 
plained that with bigger holes there 
would be less dough, smaller cost for 


baker 


FRANK FARRINGTON 


material and therefore greater 
profits. The baker tried the plan of 
larger holes for a time and found 
that his profits were less than ever. 
He complained to another friend 
whose advice he sought. ‘‘Why,” de- 
clared the second friend, ‘you're 
making the holes in your doughnuts 





Good 


Advice is Valuable 

too large. It takes too much dough 
to go around them. Make the holes 
smaller, use less dough, make more 
profit.””, And that left the baker right 
where he was at the outset. Advice 
is the easiest thing in the world to 
yet, the hardest to take, and the least 
likely to be used. 

But through seeking and selecting 
and using advice, a man of ordinary 
intelligence may become a salesman 
of unusual Suppose your 
fifteen-year-old son could be induced 
to regard and accept all the good ad- 
vice you can and probably do give, 
based on your forty years of life. 
That boy could start off years ahead 
of his fellows who insist upon find- 
ing it all out for themselves, taking 
no advice from men who have gone 
down the line, and learning nothing 


success. 


of what helps and what injures ad- 
vancement and development. 

You sometimes think boys are 
fools in that they will not listen to 
the advice they get, but throw away 
all the advantage it might give them. 
They are, but boys are not the only 
fools. I can see plenty of men, who 
are fathers of fifteen-year-old boys, 
refusing the advice of men beyond 
them in vears and experience, just as 
the bovs refuse it. believing in their 
own ability to handle their affairs. I 
used to believe the old saying that 
there’s no fool like an old fool, but 
I have come to the conclusion that 
there are the middle-aged fool and 
the young fool who are not enough 
different to cause any great contrast. 

If we were all as keen to take ad- 
vice as we are to give it, what a dif- 
ference there might be in our effi- 
ciency. When people insist upon giv- 
ing us unsought advice, even though, 
like the sales manager, they have a 
definite right to give it, we often re- 
sent it just because it is unsought. 
We throw it away before even con- 
sidering whether it is of any value. 
If the same person offers advice 
regularly, we call it nagging and get 
mad about it. 

The inclination of those in ad- 
vance of us in years and experience 
and in authority is to pass back to 
us the knowledge they have acquired 
on the way. They advise us, “I did 
so and so, but it was a great mistake. 
You will do well to avoid doing that.” 
We think, “Yes, he did so and so, 
but he fumbled the ball right at that 
point. I'll do better and I'll get 
away with it.” And we fumble the 
ball just where the other fellow did 
and then we see our mistake and try 
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to pass along the same word that was 
passed to us. It is a singular thing, 
isn’t it, that we all feel so certain 
we will be the exceptions who will 
put it over by the wrong method 
when others have failed and have 
shown us how they failed? 

The wisest and most experienced 
real estate operators have advised be- 
“Don’t real estate for 
speculation in value unless 
vou have been familiar for ten years 
with the community where it lies.” 
And then look what we do in Florida 


vinners;: buy 


ma rise 


or somewhere else! ‘Advice? What 
does that fellow know about it? I'll 
show ’em.” Mavbe it we were not 
quite so anxious to “show ‘em,’ we 
ould manage to let them show us 


now and then, to our advantage. 


A house may get the best ideas of 


all its salesmen, go over all of 
them and select those that seem 
tried and proven and reliable. It 


produces a sales manual which is in 
reality a hand-book of advice to mill 
supply salesmen. This manual is put 
into the hands of every man on the 
Some of the men accept it as 
a valuable in selling. It offers 
them some new methods and it sug- 
plans. They them and 
double their sales. But some of the 
men look through the to 
whether any of their sugges- 
tions have been incorporated and 
lass the compiler as a fool or a wise 
guy the basis of what they find. 
Then they note some of the sugges- 
tions from other sources and wonder 


force. 
aid 
gests 


use 


book see 


own 


on 


how anybody could get away with 
that stuff. ‘“‘Advice, a book full of 
it. All right; some day [’ll look it 
over, but I guess they haven’t any 


if them got much on me. I’m turn- 
ng in more orders than some of 
those birds who wrote stuff in that 
book,” 


MILL SUPPLIES prints a good deal 
1f matter the nature of 
advice to salesmen and to other men 
connected with the business. It may 
be given as direct advice; it may ap- 
pear beneath the surface and be in- 


that is in 


cidental to some story or some actual 
business experience. 


is that it 


The main thing 


is there and available for 
the use of readers. One salesman- 
reader reads it and thinks it over. His 
habitual attitude toward anything of 


t “How can I make that 


work?” He almost always 
finds an application of the principle 
involved to Another 
salesman-reader gives the matter the 


nat sort 1s, 


fit my 


his own 


Case. 


once over, sees that it hasn’t much 
kick to it, decides that some fellow is 
just writing because the magazine 


1aS sO much space that needs to be 
illed up. He tosses it aside with the 
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thought, “‘That stuff is all right for 
some fellows, but my business is dif- 
ferent.”” (I wish I had a dollar for 
every business man who has excused 
himself from taking any advice by 
telling the world that his business is 
different.) Well, there you have the 
two men: one who takes advice and 
one who it. You needn’t be 
the seventh son of a seventh son to 
know which of those men ten 
years from now will be a sales man- 
ager and which one will be scrub- 
bing along as low man on the force, 
or maybe be out in the sticks selling 
hosiery trom house to house. 

In many lines of work the men are 
looking for advice and paying money 
for it, but not so much so in selling. 
Men who seek and accept advice 
graduate from the employe class and 
become managers of their own busi- 
ness, or accept higher up positions 
of sort another. Managers 
and other higher-ups want and must 
have the advice of experts all along 
the line. They even seek the advice 
of expert salesmen, though many 
salesmen ready to accept 
their return. Plenty of 
professions are largely advisory in 


leaves 


one 


one or 


are less 


advice in 


their nature. Lawyers, doctors, ad- 
vertising men, artists, architects, 
engineers and many others make 
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their living largely by giving advice 
that is paid for. 

The producer of raw materials 
must have advice as to methods of 
operation. The manufacturer must 
have advice as to improved manufac- 
turing methods. The distributor 
must have advice as to marketing 
and advertising methods. But, 
when it gets down to the last man on 
the list, the salesman, isn’t he, more 
than all the others, likely to think 
he can handle his job without 
vice? 


ad- 


They say that it has gone out of 
fashion for youngsters to ask ques- 
tions. Maybe that has something to 
do with the disinclination of the com- 
ing generation to accept advice. And 


that, in turn, may have something 
to do with the fact that inexperi- 
enced young men seem to be well 


satisfied with what they know while 
knowing so little. 

At all events the day will never 
come when the other fellow can't 
vive us some suggestions that would 
help us if we would listen to them 
and use them. Nor will the day come 
when the man who insists upon fig- 
uring it all out for himself can keep 
up with the other fellow who often 
lets someone else figure it out and 
then takes the figures and uses them. 


Novel Bonus Plan Success 


RUEL McDANIEL 


The Union Hardware & Metal Co., 
Los Angeles, uses a bonus plan for 
salesmen that keeps the men on 
their toes every week in the year and 


closes their minds to the fictitious 
conclusion that their territories 
have reached the saturation point 


and that an increase in 
therefore improbable. 

The pays its men on 
straight salary basis, but, in order 


sales is 


company 


to give them an added incentive for 
increasing sales, the bonus plan was 
adopted several years ago and has 


been signally successful from its in- 
ception, according to W. A. Landry, 
general sales manager. 

Bonus divided into 
quarters. The man who betters his 
quota for any quarter gets a flat 
bonus of $25 for the quarter and, in 


periods are 


addition, receives one percent of his 
his quota. His 
quota is the amount of his sales for 
the corresponding period of the year 
before. 

Thus the 
automatically sets his own quota. 


gross sales above 


salesman 


In 


each year 
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order to earn his extra $25 a quarter 
and the one percent on sales above 
his quota, it is necessary that he beat 
his previous record each year. On 
the other hand, when a _ sectional 
slump affects the firm’s business and 
causes sales to drop, the salesman 
naturally gets no bonus, thus auto 
matically relieving the company of 
the obligation to pay a bonus under 
adverse conditions. 

Mr. Landry points out that there 
is but one weakness in the plan, and 
that is that the system on rare oc- 
casions really taxes the energetic 
salesman. It is possible, though 
rarely, for a salesman to sell his ter- 
ritory so thoroughly that an increase 
in sales is impossible. That means 
that the bonus plan, in a way, taxes 
energy. In order to overcome this 
weakness, the company takes into 
consideration local conditions affect- 
ing a territory in which the salesman 
is exceptionally good and has cov- 
ered over a period of years, and 
individual exceptions are made to the 
plan of setting the quota in such a 
case, 
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Rhyme, More Reason in Quotas 
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Study of Past Records, Prospects for New Year and Other Data Necessary 


in Establishing Workable Figures 


WILLIAM A. BERRIDGE, Ph. D. 


Business Economist, Policyholders’ Service Bureau, Metropolitan Life Insurance Company, New York 


The day is passing rapidly when 
a sales manager may depend entirely 
upon his hypnotic or poetic power to 
get the business. Eloquent flights 
of fancy, accompanied by dynamic 
demands for orders, no longer will 
convince the salesman that there is 
as much potential business in Po- 
dunk as in Pittsburgh. 

In our lucid moments we will all 
admit that the impossible is not pos- 
sible; or, at least, not probable. Yet, 
often enough, we tacitly deny that 
self-evident fact when we tell our 
salesmen: “Get the business. The 
sky is the limit!’ The sky is not 
the limit, unless we conceive a sky 
higher in some spots than others. 
All territories are not “free and 
equal.” There are all sorts of natu- 
ral and unnatural limitations to be 
taken into account. Hence many 
business men are calling for less 
rhyme and more reason in. setting 
standards for sales performance. 

Hypnotic power is a fine and neces- 
sary qualification for a sales man- 
ager, as it is, of course, for a sales- 
man; but, alone, it is not enough. 
It is too easy to give an overdose 
of optimism which may set up a re- 
action that may take the form of 
disillusionment. 

“It has to be given in bigger and 
bigger doses to keep the salesman on 
his toes. We have to forget the 
mere sky and talk in terms of the 
moon, the sun and _ inter-planetary 
space when picturing the sales possi- 
bilities of Podunk. And after 
awhile, if the salesman has not quit 
in the meantime, we find ourselves 
groping for stimulative superlatives. 
Unusual, indeed, is the sales man- 
ager Who can hoodwink his salesmen 
is to the possibilities of their terri- 
tories and still retain their respect 
and trust. 

This, then, is one purpose of sales 
quotas—to hold the good will of the 
sales force by telling in advance how 
much in sales may be intelligently 
expected. Other purposes of the 
quota are to plan in a cool and log- 
ical fashion the future requirements 
for production, space, capital and 
personnel. Not only how much, but 
also what kinds. 


Sales quotas, of course, do not 
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“Less Rhyme, More 
Quotas” is a portion of an article ap- 
pearing in the November issue of the 
“Eeecutives Service Bulletin,” pub- 
lished monthly for group policy- 
holders by The Policyholders’ Serv- 
ice Bureau of the Metropolitan Life 
Insurance Company, and reprinted 
through the courtesy of that com- 
pany. 


Reason in 








actually include all these further es- 
timations, for they do not form the 
whole of a well rounded budget plan 
any more than they cover the whole 
of sales research. 

When a company figures its ad- 
vance quotas simply by considering 
its own past performance, it is using 
so-called experience quotas. 

Basically, there are four steps to 
follow: 

1. Estimate what percentage of a 
total vear’s sales has been made, on 
the average, in each territory and by 
each salesman during the last vear 


or so. (Sometimes a longer or a 
shorter period is preferable.) 
~) 


2. Estimate, as nearly as prac- 
ticable, the aggregate volume of sales 
the entire organization is likely to 
make next yvear—considering past 
growth from vear to year, contem- 


GET THE BUSINESS ” 
THE SKY'S THE LIMIT / 
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The Wrong Way 


plated changes in the force, price 
revisions, launching of new items, 
and, if possible, the expected effect 
of general business conditions upon 
the trend. 


‘ 


3. Multiply the percentages ob- 
tained from Step 1 by the aggregate 
obtained from Step 2, to obtain dol- 
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lar quotas for each territory, sec- 
tion or salesman. 

4. Revise up or down any indi- 
vidual items which seem to require 
it in the light of individual trends 
shown by past experience. 

Such results are necessarily crude, 
but they constitute a good begin- 
ning. As soon as practicable, they 
should be worked out in terms of 
quantities as well as values. If sev- 
eral items or lines are carried, the 
figures should be stated for each sep- 
arately, or for fairly homogeneous 
groups. Some managers increase 
each quota by an overall percentage, 
perhaps 5 or 10 percent, as a reason- 
able “hope margin.” Practice differs 
on that point as on others, such as 
the need for breaking annual quotas 
down into quarterly, monthly or even 
weekly quotas—divided not into 
equal parts, but distributed accord- 
ing to the normal seasonal sale of 
the articles in question. 

Besides their simplicity, experi- 
ence quotas have another important 
advantage: they are so. closely 
rooted in the actual performance of 
the sales force that the manager can 
always point to the records of past 
performance if any salesman con- 
siders his quota unreasonably high. 
Generally speaking, sales managers 
seek to meet such objections in ad- 
vance by calling upon all salesmen 
and district managers for their own 
estimates, utilizing these to a cer- 
tain extent when making final ad- 
justments in the company quotas. 

Experience quotas, however, have 
a serious fault in that their deriva- 
tion ignores the possibility that 
some of the sales opportunities may 
have been overlooked in certain ter- 
ritories. Perhaps territory B’s ex- 
perience quota has been worked out 
as only 5.1 percent of the Gompany’s 
sales, when it should have produced 
9.3 percent when judged by economic 
data on buying power for the prod- 
uct or products concerned. 

The only way to determine this 
point definitely is to bring together 
statistics on the extent of the poten- 
tial market in the several territories. 
Such statistics may cover populatio1 
and income — suitably 
number of dwellings, 


subdivided. 
number of 
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homes wired for electricity or tele- 
phone, number of retail outlets of va- 
rious sorts, or others perhaps more 
likely to indicate the market for the 
particular commodity or service 
under consideration. Judgment 


a 
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should be supported by rather care- 
ful tests showing how well or badly 
each set chosen has actually worked 
out as a barometer of sales in the 
past, whether for the entire trade or 
for the particular company. 


Thoughts for the Dealer 


How Many Lines Can Salesman Handle and How 


Vuch Technical Knowledge is Needed? 


CHARLES M. SLOAN 


Regarding the story of “The Dis- 
tributor’s Place in the Industrial 
Picture” in a recent issue of MILL 
SUPPLIES, is it not advisable to study 
fundamentals before plunging into 
the pros and cons? 

Consider the suppiy distributor as 
an economic force. He creates values, 
not in anything he puts in the 


Charles M. Sloan 


+ 


merchandise, but time 


ind place. 


values of 
accom- 
well as 


The economy\s he 
plishes in distribution, as 
the selections he offers, are essential- 
relative time and place. 
For these reasons, now and always, 
there will be distributors. And just 
so long as there are manufacturers 
who can travel men and sell direct 
for about the same cost as dealer dis- 


tribution, 


Values oO! 


there will be a controversy. 

It is that the distributor 
will limit in certain lines 
more rapidly than in others, depend- 
ing upon profits and the technical 
knowledge required. Also, when one 


evident 


“ 
reacn nis 


item is withdrawn from the hands 
of the distributors, there is gener- 
ally a lot of talk, while at the sam: 





time one or two other lines slip in 
quietly to take its place. Publish 
the fact and the name of the dealer 
whose credit is good, and who has 
any trouble in getting excellent lines 
of everything he is qualified to turn 
into profitable items? The missing 
items would be offered him within a 
week. 

Another fundamental is simply the 
survival of the fittest. The distribu- 
tor with a modern viewpoint and 
modern lines, and who has carefully 
trained salesmen, is meeting condi- 
tions as they come along. On the 
other hand, a few are found to be on 
the way out because they have lagged 
behind. 

There will always be “too many 
distributors.”” It works out on the 
old principle of A being in a wealthy 
business. B sees it and starts as 
competition. A makes and B 
makes more. C sees two comfortable 
livings. He goes in, too. There may 
be scant room for him, but he hangs 
on anyway, getting a slim living and 
cutting the others’ down. Finally, 
one drops and another comes from 
somewhere. If there were too few 
distributors, the situation would be 
corrected soon because of the large 
profits observed. Just the right num- 
ber is of necessity the “too many” 
that writers like to talk about. 

One of the most vital subjects for 
the distributor to consider today is 
not his place in the industrial pic- 
ture, but rather how many lines his 
salesman can sell profitably, and 
how much technical information each 
salesman should have about his lines. 
I have always seen in the advertising 
pages of MILL SUPPLIES an oppor- 


less 


tunity to talk, not so much to the 
distributor’s office as to his sales- 
men, for the mill supply dealer’s 


salesman reaches for MILL SUPPLIES, 
just as I reach for Printer’s Ink. If 
he hasn’t been instructed by his 
house in the details of a line, here 
is the opportunity for the manufac- 
turer to get his oar in constructively 
and helpfully. 


Over-Selling is a Fault 

Over-selling is a fault rather than 
a virtue, states Frank H. Cole in 
a fairly recent issue of Advertis- 
ing and Selling. He believes that 
one-half of a firm’s credit troubles 
can be traced to its salesmen over- 
selling the buyer. “It is very fine to 
have a high-powered salesman sell a 
bill of $2,000 when the merchant 
should have bought only $500, and 
it seems good to you, but is it? I 
have had salesmen and houses urge 
me to buy more than I wanted, but 
I do not remember that any house or 
any salesman ever said to me, ‘You 
can get more of these as you need 
them; don’t buy so much,’ ” 
Mr. Cole. 


stated 


As When Spring Springs 

The accompanying photograph 
suggests the breaking up of winter 
and the opening of spring. True, it 
is only the first of January, and the 
longest, hardest months of winter 
are ahead, but almost before we real- 
ize it the snow that the 


covers 





ground and the ice that crusts the 
streams during the dreary period 
will give way before the smiling 
attack of the sun, and spring will be 
with us. Perhaps the best way to 
help the winter months pass quickly 
is to work hard, and the man who 
buckles down and throws all his 
energy into sales efforts during these 
first months of the year will find 
that business, like the spring, will 
soon open up with orders that will 
bring plenty of satisfaction and 
reward. Take another glance at the 
open water, think of spring being 
not so far off, and plunge into, not 
the water, but your work. 
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Selling in Dull Times 


Go After the Small Orders When Business is Bad and 


You 


Vay Accumulate Sizable Ones 


B. C. REBER 


Several weeks ago I was stopping 
at a hotel in a small town, some dis- 
tance from my home, and during my 
stay there I met a salesman for a 
mill supply house whose observations 
on salesmanship are well worth pass- 
ing on. 

“How do you find things around 
Millport?” he was asked by another 
salesman. “I was down there last 
week and there wasn’t a thing stir- 
ring.” 

“IT did pretty 
friend replied. 


well,” our new 
“Of course business 
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Little Items Make Big Orders 





fallen off a bit, but I 
that bother me much. I have always 
found that there was some business 
to be had if vou took the trouble to 
look about a bit.” 

“What makes vou think that there 
is always some business if you look 
about a bit?’ I asked. “I 
how you can expect 
he isn’t 


has never let 


can't see 
to sell a man if 
doing any business and is 
taking every means to cut down his 
overhead.” 

“Oh! I agree with you there, all 
right,” he replied, with a quick smile. 
“It wouldn’t be good salesmanship if 
it was evident that he was stocked up 
with, let us say belting, and you tried 
to sell him more. But how do you 
know he is stocked up in everything? 

“T had the same idea as others at 
one time,” he went on without wait- 
ing for me to answer his questions. 
“T used to think that if you went into 
a man’s office and he told you he 
didn’t need anything, that was all 
there was to it. Those were pretty 
lean years for me, too. But I learned 
that he often needed some few items, 
and that as a result of not giving me 
the order he later had to go to con- 
siderable trouble to satisfy his needs. 


“Tt all back to an evening 
when I was a guest at a banquet. 
One of the speakers on the program 
was called upon to give an address 
on salesmanship. It looked like the 
same old line, and I was trying to 
figure some way whereby I could 
sneak out and get back to the hotel. 
But when that man began to speak 
he made some statements that made 
us all sit up and take notice. 


goes 


“He stated that when business was 
dull he gave up the idea of trying to 
sell big orders unless he knew there 
was a real market. Instead, he spent 
his time seeking out the small order, 
a small pulley, some belt dressing, a 
few repair parts and such things. 
He would go into a factory and make 
a thorough canvass of every depart- 
ment whenever noting 
things required as he went along. No 
single item was very much, yet when 
he had finished, he would have a very 
sizable order: and every item on that 
order would be something which the 
shop really needed at the time. No 
big orders, part of which would be 
kept in stock for some time before 
they were used. Nothing for future 
delivery. 


possible, 


“It seemed simple when you 
thought it over, but it took hard work 
and some study to put it into prac- 
tice. You had to accustom yourself 
to watching for the little things. 

“But I started to follow his plan. 
I found chucks which were badly in 
need of repair, and a_ suggestion 
brought an order for new ones. I 
found a few belts which needed re- 
placing, and got an order for them. 
There were other items of equip- 
ment, all small, but totaling up. To- 
night, for instance, | have made out 
one of the largest bunches of orders 
i ever sent into the home office. And 
they all came out of a_ territory 
which was reported dead.” 

It didn’t much thought, fol- 
lowing these remarks, to understand 
why this salesman headed the list in 
sales volume. It didn’t require any 
explanation to understand why he 
increased his earnings more than 
100 percent during the year. He 
was getting business where there ap- 
parently was no business. He cre- 
ated something which it was thought 
did not exist. 


take 
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HE proof of the pudding is in 
the eating thereof and the proot 
of the belting is in the running 
thereof. We found out long ago that 
when a belt buyer tried Ladew belting 
on his toughest drive he always 
hought Ladew belting for all his 
drives thereafter. Try this test for 


yourself, 


Send for the “Proof Book.” 
a record. in word and _ pic- 
ture, of some typical Ladew 
Belting performances. 


epbw.k. [ A JDK W CO. Ine. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street. New York City 





If a policy is right, the years cannot 
change it. Thirty years ago Monarch Ball 
Metal was offered to the mill supply trade 
as a bearing metal to be distributed ex- 
clusively through mill supply houses. 
That the policy has been rigidly adhered 
to is confirmed by the fact that this com- 
pany is an associate member of the 
National Supply and Machinery Distrib- 
utors’ Association—recognition of a con- 
sistent record of fair dealing. 


MONARCH METAL CO. Chicago 
119 South Lincoln Street 














TOLES VISES 


For Woodworkers 


Reduce the Cost of Production 


Rapid Acting 





20 Numbers 
The Most Complete Line Made 


For Thirty Years TOLES VISES have been 
recognized as standard equipment, and as 
representing the nearest to perfection in rapid 
acting vises. Our recent move from Chicago 
to Woodstock has given us increased capacity 
and lower production costs, and we have 
added a new line of “convertible vises.”’ 


W. C. TOLES COMPANY 
Woodstock, Ill. 


St Miles Northwest of Chicago 











Copper 
Pipe Fittings 





Copper Pipe Fittings are not commonly used, 
and many supply houses seem to be at a loss 
to know where to secure them. 

Our foundry is well equipped with pipe fitting 
patterns and orders for copper fittings are 
made up and delivered promptly. Their 
sharp, clean-cut threads make perfect joints. 


We also cut Brass and Copper Pipe and 


Tubing to order, and manufacture Brass and 
Copper Coils and Bends. 


ARTHUR HARRIS & CO. 


Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 N. Curtis St., Chicago 
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Personals 





L. T. Kay has been appointed pur- 
chasing agent for the General Fire- 
proofing Co., Youngstown, Ohio, suc- 
ceeding C. Y. Farrell. 

Cc. A. Strelinger Co., Detroit, an- 
nounces the appointment of B. J. 
Thomas as city buyer to succeed 
George B. Williams, deceased. 

Thomas Jones, formerly sales man 
ager for the Bowles Co., Portland and 
Seattle, is now promotion manager for 
the Stulsaft Co., San Francisco. 

Howard Coonley, president of Wal 
worth Company, Boston, has been ap- 
pointed chairman of the board of 
Bearium Bearings, Inc., New York. 

George S. Trayser, for some time 
connected with the sales department of 
J. kK. Larkin & Co., 253 Broadway, New 
York, has been made manager of sales 
for the company. 

Van H. Weaver has joined the sales 
force of the Queen City Supply Com 
pany. He was with this company 
seven years ago, and is an experienced 
mill supply salesman. 

Harry H. Kerr, Boston Gear Works, 
was elected president of the Kmploy- 
ers’ Association of Eastern Massachu- 
setts at the annual meeting Decembe 
Sth at Young’s Hotel, Boston. 

Ralph R. Browning, president of the 
Oxweld Acetylene Co., and the Union 
Carbide Sales Co., was elected presi- 
lent of the J. B. Colt Co., a subsidiary 
of the Union Carbide & Carbon Co. 

Stewart M. Bunting, previously sales 
manager of the miscellaneous depart- 
ment of the Niles-Bement-Pond Co., 
New York, is now connected with the 
Smith, Booth, Usher Co., Los Angeles. 

Mefford R. Runyon was _ recently 
made New York district sales manager 
of the Bridgeport Brass Co., Bridge- 
port, Conn. Mr. Runyon has had many 
years experience in the brass, copper 
and bronze industry. 

George M. Dyke, former assistant 
secretary of the Chain Belt Co., Mil- 
waukee, is now a director and treasurer 
of the Stearns Conveyor Co., Cleve- 
land, which company was recently ac- 
quired by the Chain Belt Co. 


William C. Roddy has been appointed 
district sales manager of the new Phil- 
adelphia office and warehouse of the 
Humphreys Manufacturing Co., Mans- 
field, Ohio. He formerly represented 
the company in the Middle West 


Fred H. Lewis, until recently pur- 
chasing agent of the United States 
Chain & Forging Co., Pittsburgh, has 
been appointed plant manager of the 
company’s York, Pa., works. He is 
suceeded as purchasing agent by Roy 
J. Nelson. 

H. F. Murphy has been made general 
manager of the Standart Brothers 
Hardware Corporation, 501 Jefferson 
avenue, Detroit. Mr. Murphy was for- 
merly “associated with the Chicago 
branch of the Winchester Simmons 
Company. 

A. W. Secarratt has been made chief 
engineer of the Hyatt Roller Bear- 
ing Co., Newark, N. J. Previously to 
joining the Hyatt Company he was 
connected with the Minneapolis Steel 
& Machinery Co., Minneapolis, for 
hirteen years. 

W. M. Bastable, until recently gen- 
eral sales manager of the Wilson 
Welder & Metals Co., Brooklyn, has 
been made manager of the New York 
office of the Electric Welder Controlle: 
Co., Pittsburgh, with office at 28 Cort- 
landt street, New York. 

1. 1). Gentry, formerly associated 
with the Moline Tool Co., Moline, Il., 
ind with the National Automatic Tool 
Co., Richmond, Ind., is now connected 
with the sales department of the Mar- 
shall & Huschart Machinery Co., 571 
Washington boulevard, Chicago. 

The Timken Roller Bearing Service 
& Sales Co. announces the following 
changes in its personnel: J. H. Ridge 
is now branch manager of the Pitts- 
burgh branch of The Timken Roller 
Bearing Service & Sales Company, and 
G. G. Weston, branch manager of the 
Omaha branch. 

Mr. Paul Ackerman has been ap 
pointed engineer of the service depart- 
ment of the Timken Roller Bearing 
Company. All service work of the 
automotive, industrial and steel mill di- 
visions will be co-ordinated under his 
direction. Headquarters will be main- 
tained at Canton. 

Anson W. Richards has joined the 
staff of the Simmons Machine Tool 
Corporation, Albany, N. Y. He has 
been in the machine tool business for 
more than thirty years, previously hav- 
ing heen associated with Manning, 
Maxwell & Moore, Henry Prentiss Co. 
and Van Dyke Churchill Co., all of 
New York. 

Albert J. Pfeiffer, who has _ been 
sales manager of the city department 
of the Van Camp Hardware & Iron 
Co., Indianapolis, for the past ten 








years, has resigned. Prior to his asso- 
ciation with the Van Camp Company, 
Mr. Pfeiffer was in business with hi- 
father in the firm of H. Pfeiffer & Son 
at Fort Wayne, Ind. 

Stanley C. Hope, for several years 
Kuropean representative of the Gilbert 
& Barker Manufacturing Co., Spring- 
field, Mass., has been elected second 
vice-president of the company. Other 
officers named at the recent annual 
meeting are: R.H. McNall, president; 
C. C. Ramsdell, vice-president; W. T. 
Raynor, treasurer, and P. H. Dills, 
sistant treasurer. 


At a special meeting of the stock- 
holders of The Keystone Manufacturing 
Co., Buffalo, N , held December 17th, 
F. A. Haist was elected president, F. 
Engelking, vice-president, and C. H. 
Chur, secretary and treasurer. Mr. 
Haist succeeds Edwin S. Miller, who 
died September 20. Mr. Engelking suc- 
ceeds J. W. Crafts, retired, and Mr. 
Chur sueceeds Mr. Haist. 


G. M. Faton, chief mechanical engi- 
neer of the Westinghouse Electric & 
Manufacturing Company, is now identi- 
fied in a sales engineering capacity 
with the Molybdenum Corporation of 
America. Mr. Eaton had been asso- 
ciated with the Westinghouse Company 
for twenty years, is a native of Wor- 
cester, Mass., and is a graduate of the 
polytechnic institute of that city 

F. Royal Gammon, formerly assist- 
ant manager of the semi-finished and 
wire department of the Bethlehem 
Steel Co., Bethlehem, Pa., has been 
appointed manager of the New York 
branch of the Chicago Belting Com- 
pany, Chicago. Prior to his association 
with the Bethlehem company he was 
vice-president and general manager of 
the Frank Mossbere oe Attlel Oro, 
Mass. 


Glenn WV. Christopher, formerly 
Pittsburgh district manager of sales 
for the Youngstown Sheet & Tube Co., 
was transferred to Youngstown and 
maae manager of bar and wire sales. 
Hix successor in the Pittsburgh office 
is Arthur Purnell, who has been dis- 
trict sales manager at Boston, and Mr. 
Purnell is succeeded by Frederick 
Egglestone, formerly district sales 
manager at Atlanta. 

J. F. Hofman, for the past six years 
secretary and sales manager of the 
Phillips-Laftitte Co., Philadelphia, has 
resigned to enter business for himself 
as manufacturers’ representative and 
distributor in Lansdowne, Pa., with of- 
fice in Philadelphia at 1713 Ranstead 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 
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Victor Balata 


Belt 4 


Ampere 





oat ad CANVAS STITCHED 
Sh BELTING 
y Sold Extensively by 
Mill Supply Houses 
— — list of distributors and other interesting data sent Ask for Prices 
req t. old by the remost dealers. ° ° ° 
es ese Cees © Victor Balata & Textile Belting Co. 
 Amensieen helins File & Tool Co. Main Sales Office, 38 Murray St., New York 
410-416 Trumbull St., Elizabeth, NN... 5. Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 











* “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 


Ask your jobber or_ nickel plated. 


, s log. 7 
write us for a catalog TURNBUCKLES 
— _ Strong and durable. Furnishec 


CO., either plain or galvanized. 
(feeeeseennnny 


Fort Wayne, Ind. Ot: 


BROWNIE NOS) 
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BAND SAWS __ 


“The Toots in the Piaid Bor” 
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AMERICAN SAW & MFG. Co. SPRINGFIELD. MASS. 
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Cushman Chuck Cocostieeeeeeees timers 


HARTFORD, CONN. HENEW, TRIPLEX CHUCK 




















SKINNER Clamps 
Stop Leaks 








MOTOR PULLEYS 


| PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


“souct" — SBIRKLEMAcHINEWorks 


ss woe 
456 N. Union Ave., Chicago 





























ELCO Wood Screws 


Prompt shipments are made Iron and Brass 
from our large stock of Iron 
and Brass Wood Screws and 


Machine Screws. 


You will be pleased with the at- 
tention given to your orders 


and instructions. 
Let ELCO Serve You 


ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Ill. 
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street. He will continue to represent 
the Phillips-Laffitte Co. in all its lines 
in the states of New York, Pennsyl- 
vania, New Jersey, Delaware, Mary- 
land and Washington, D. C. 


Robert S. Glenn, manager of the New 
York store of the Cleveland Twist Drill 
Company, has been appointed assistant 
o the president, Jacob D. Cox, Jr., with 
headquarters in Cleveland. He is suc- 
ceeded as manager of the New York 
store by Oliver B. Hansen, who has 
been a representative of the company 
in the southeastern territory. Irving 
P. Farnum, for several years represen- 
tative covering one of the territories 
served by the Chicago store, has been 
appointed representative for the south- 
eastern territory, succeeding Mr. Han- 
sen. 

A majority of our readers are fa- 
miliar with the personality of Alfred 
F. Howe, for a long time manager of 
sales for the Borden Company, manu- 
facturer of pipe cutting and threading 
tools, Warren, Ohio. Mr. Howe some 
time ago became enamored of the bus- 
iness possibilities of the western coas 
and then of the California climate, and 
now appears as western sales manager 
of the Oswego Tool Company, Oswego, 
N. Y.; Hall-Will, Inc., Erie, Pa., and 
General Industries Company, with of- 
fices in the Rialto Building, San Fran- 
Elsewhere -in this issue Mr. 
Howe tells MILL SUPPLIES about the 
business situation on the coast and 
what he is hoping to do in the future. 


cisco. 


Jesse H. Neal, who for eleven years 
has served as executive secretary of 
The Associated Business Papers, has 
resigned, effective January Ist. He and 
Mrs. Neal will leave on a six-months’ 
Mediterranean trip in January. The 
executive committee of The Associated 
3usiness Papers has created a new of- 
fice for the association, that of manag- 
ing director. Frederick M. Feiker has 
been appointed to this office. After 
January 1 the headquarters of the A. 
B. P. will be located at 52 Vanderbilt 
avenue, New York. The appointment 
of Mr. Feiker marks the inauguration 
of a more active policy and a broader 
program of The Associated Business 
Papers in the promotion and develop- 
ment of higher standards of journalism 
for the business press. 


George M. Bakewell is the new head 
of the export department of The Bunt- 
ing Brass & Bronze Company, Toledo, 
Ohio. Mr. Bakewell was formerly over- 
seas representative of the Champion 
Spark Plug Company of the same city. 
Just before joining the Bunting Brass 
& Bronze Company he completed his 
third trip around the world, covering 
178,000 miles and visiting every place 
where there is any form of commerce 
or industry, and is now organizing his 
department for an intensive drive for 
overseas business for the Bunting 
Company, in all the lines that company 
produces, which include finished phos- 
phor bronze bushings and _ bearings 
made to blue print, standardized stock 
sizes of finished bushing bearings for 
original assembly in automobiles and 
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machinery, automotive bushings for 
service Yeplacement, and cored and 
solid bars of Bunting phosphor bronze. 
Mr. Bakewell will make his headquar- 
ters at the export office of the company, 
254 West 54th street, New York City. 





Factory Additions 





Tilden Mfg. Co., Ames, Iowa, is plan- 
ning to build a two-story addition, 
75x140 feet. 

The Harrison Bolt & Nut Co., Harri- 
son, N. J., will build a two-story addi- 
tion, 100x100 feet. 

The Merchants & Evans Co., Phila- 
delphia, will build a one-story extension 
to cost about $15,000. 

The Trenton Brass & Machine Co., 
Trenton, N. J., has awarded contract 
for a one-story addition. 

Acme Steel & Malleable Iron Works, 
Inc., Buffalo, will build a one-story fac- 
tory addition, 60x200 feet. 

The Pottstown Pipe Products Co., 
Pottstown, Pa., is planning to build a 
one-story addition, 56x75 feet. 

Hubbard & Co., Pittsburgh will build 
a one-story addition to cost approxi- 
mately $135,000 with equipment. 

Bradley Wash Fountain Co., Milwau- 
kee, will build a one-story addition, 
62x 90 feet, to cost about $40,000. 

Erie Lighting Co., a subsidiary of the 
Penn Public System, will build an addi- 
tion to its power plant, 77x95 feet. 

The William Moulds Foundry Co., 
Benton Harbor, Mich., is planning to 
build a new one-story foundry addition. 

The Connecticut Foundry Co., Rocky 
Hill, Conn., has awarded a contract for 
the construction of a one-story addi- 
tion. 

Marvel Carbureter Co., Flint, Mich., 
will build a one-story addition at an 
estimated cost of $20,000 with equip- 
ment. 

New Metal Products Co., Emeryville, 
Calif., is planning extensions to its 
plant at a cost of approximately 
$40,000. 

Stockham Pipe & Fittings Co., Birm- 
ingham, Ala., is planning to build an 
addition to its plant to cost about 
$50,000. 

The Chicago Smelting & Refining 
Co., Chicago, will build a three-story 
addition, 45x200 feet, to cost about 
$85,000. 

Plans have been completed for a 
plant addition for S. L. Allen & Co., 
Philadelphia. The Ballinger Co. is 
architect. 

The Galion Metallic Vault Co., Ga- 
lion, Ohio, has awarded contract for a 
one-story addition to cost approximate- 
ly $20,000. 

Farnes Mfg. Co., Decatur, IIl., manu- 
facturer of electrical equipment and 
fixtures, will build a one-story addition, 

10x100 feet. 

The Schwitzer & Cummins Co., In- 
dianapolis, will build a one-story addi- 
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tion, 200x300 feet, to cost about $70,000 
with equipment. 

S. L. Allen & Co., Philadelphia, is 
planning to build an addition to its 
plant at an estimated cost of $50,000 
With equipment. 

Dodge Brothers, Inc., Detroit, plans 
to build a one-story machine shop ad- 
dition, 200x1,600 feet, to cost approxi- 
mately $250,000. 

The Bryant Heater & Mfg. Co., 
Cleveland, will build a one-story fac- 
tory addition, 75x280 feet, at an esti- 
mated cost of $150,000. 

The Power Specialty Co., Dansville, 
N. Y., is planning the erection of an 
addition at an estimated cost of about 
$150,060 with machinery. 

The C. F. Church Mfg. Co., Holyoke, 
Mass., is building two one-story addi- 
tions to its plant at Williamsett, Mass., 
40x160 feet and 45x46 feet. 

Republic Bank Note Co., Pittsburgh, 
has awarded contract for the construc- 
tion of a three-story addition, 90x145 
feet, to cost about $300,000. 

Westinghouse High Voltage Insu- 
lator Co., Derry, Pa., plans to build a 
one-story addition, 100x400 feet, to cost 
about $100,000 with equipment. 

The Atkinson Armature Works, 
Pittsburg, Kansas, is arranging for 
the construction of a one-story addition 
to its electrical equipment plant. 

The Vit-O-Net Mfg. Co., Chicago, 
has awarded a contract for a two-story 
and basement addition, 65x100 feet, to 
cost about $50,000 with equipment. 

The Faries Mfg. Co., Decatur, IIl., 
has awarded contract for the construc- 
tion of a one-story addition, 40x100 
feet, to cost approximately $25,000. 

The Shearman Brothers Co., Ine., 
Jamestown, N. Y., will build a two- 
story addition, 55x159 feet, at an esti- 
mated cost of $50,000 with machinery. 

The Metallic Binding Co., Paines- 
ville, Ohio, is reported to be planning 
the construction of a one-story addition 
at a cost of about $25,000 with equip- 
ment. 

The De Mattia Foundry & Machine 
Co., Clifton, N. J., is reported to be 
planning the erection of two additions 
to cost in excess of $50,000 with equip- 
ment. 

The Brown Sheet Iron & Steel Co., 
Minneapolis, Minn., manufacturer of 
steel tanks and barrels, is building an 
addition, 75x75 feet, to cost about 
$25,000. 

Goodyear Tire & Rubber Co., Akron, 
Ohio, will build a five-story addition, 
100 x 200 feet, to its mill at Los Ange- 
les, at an estimated cost of $260,000 
with equipment. 

The A. & J. Manufacturing Co., 
Gadsden, Ala., plans to build two addi- 
tions, each one story, 80x 130 feet, and 
80x 100 feet, the latter to be equipped 
for a foundry. It is reported that the 
expansion will cost about $50,000 with 
equipment. 

The Turner Brothers Co., Terre 
Haute, Ind., will soon begin the con- 
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Electrical Tools and Equipment 
Sold by Mill Supply Jobbers 








Standard 
Ball Bearing Grinders 


Made in sizes from '; H.P. up te 
5 OP. 
Tool Post Grinders '4 to 2 H.P. 
Polishing and Buffing Lathes '4 to 5 
H.P. 

Aerial or Hand Grinders '4 to 3 H.P 
Bench Grinders and Buffers ' to 2 
H.P. 

Drills ™” to 122” 


S 


The Standard Electrical 
Tool Co. 


1946 W. Sth st. 
Cincinnati, Ohio 


PIONEER frctue DRILL 
ELECTRIC 

Light weight, yet sturdy. Heat 

treated alloy steel gears. Every i 





tool inspected and tested. New 
type of ventilating fan. Rugged 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage 
Universal motors. Single speed 
and two-speed. 


The PIONEER Line include 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
obbers’ prices 





— . Ball Bearing Equipped, but cost 
Louisville Electric Mfg. Co. no more than the plain bearing 


Louisville, Kentucky tools now on the market. 


THE CORRECT 
Grinder and Buffer 


iriaces for 








MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 


We need a few more 
Distributors for 





Economy Pumps 


They are made in various types for heating, ventilating, 
and building service; vacuum and boiler feed; bilge and 
sewage, field work, etc. Electric 
and gasoline driven. 


To Help You Sell 


each type of Economy Pump is illus 
trated and described in an 8'%”x11’ 
bulletin, well printed on enamel stock 
Ask for a set of bulletins and state 
territory you are covering. 





Economy Pumping Machinery Co 


142 N. Curtis St., Chicago 








Factory Maintenance with 


Stow Flexible Shafts 





Drilling —Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


Built for the Work! 
$28.00 | She Cincinnaig 


1,” Size 


Hetty 


line of portable electric 
drills, grinders and buffers 
is complete, including all 
types, sizes and prices for 
every purpose. 


Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 


1525 Freeman Avenue Cincinnati, Ohio 


Type M2 1-10 HLL.P. Motor 





Flexible Shaft Grinding, 
Polishing and Buffing 


Machine 
is a Mighty Handy Tool 


When once installed it becomes the 
most popular machine in the shop 


Several sizes 
1-10 to 2 HP. 


Catalog Upon Request 
Manufactured by 


N. A. Strand & Co. 


5001-09 No. Lincoln St., Chicago, Ill. 


Electrical Equipment 
and the Mill Supply Jobber 


The Mill Supply Jobber does not need to become 
an electrical jobber to sell electrical equipment. 
Electric drive and electric heat have been applied 
to so many tools, machines and other equipment 
used in mills, mines, factories and shops that the 
mill supply house that does not stock such lines is 
overlooking one of its most profitable oppor- 
tunities. 
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struction of a one-story and basement 
addition, 100x200 feet, to cost $140,000 
with equipment. 

The Hughes Tool Co., Houston, 
Texas, has work under way on exten- 
sions and improvements to cost about 
$65,000, including the installation of 
additional machinery. 

Williamsport Wire Rope Co., Wil 
liamsport, Pa., is planning to build an 
addition to its factory branch at Chat- 
tanooga, Tenn., to cost approximately 
330,000 with equipment. 

Boykin Machinery & 
manufacturers of oil well 
plans the construction of a one-story 
annex to its plant at an estimated cost 
of approximately $150,000. 


Supply e. 
machinery, 


The United State 


tion, Chicago, has 


Gypsum Corpora- 
preliminary plan 
for extensions and improvements to its 
mill at Loveland, Colo., estimated to 
cost $300,000 with machinery. 
General Fire Extinguisher Co., Prov 


idence, R. 


+1 


l., has awarded contract for 
addi 
200x 


1e construction of a one-story 
tion to its plant at Auburn, R. I., 
200 feet, to cost about $75,000. 

R. Hoe & Co., New York, ha 
awarded a contract for a one-story ma 


chine shop addition, 75x100 feet, to it 
branch plant at lunellen, N. J., at an 
estimated cost of S40,000 ith equip 
ment 

KE. I. du Pont de Nemours & Co., 


Wilmington, Del., planning the con 
truction of five new one-story units at 
its Duco manufacturing works at Flint, 
Mich. The expansion will cost 


$425,000. 


about 


The Lehigh Portland Cement Co., 
Allentown, Pa., will build an addition 
to its branch mill at Mason City, Iowa, 
estimated cost of $200,000 with 
equipment, including improvements in 


at al 


its present plant. 

The Firestone Tire & Rubber Co., 
\kron, planning to build a 
factory addition to cost ap- 
proximately $300,000. Wilbur Watson 
& Associates, 4614 Prospect 
Cleveland, are architects. 


Ohio, is 


five-story 
avenue, 


The Buffalo Brake Beam Co., Buf- 
falo, formerly known as the Acme 
Steel & Malleable Iron Works, has 
awarded contract for the construction 
of a one-story addition, 60x200 feet, 
to cost about $45,000 with equipment. 

The Dahlquist Mfg. Co., South Bos 
ton, Mass., has awarded a contract for 
the construction of a two-story and 
basement addition. The Warren Engi- 
neering Corporation, 50 Terminal 
Wharf, Charlestown, Boston, is engi- 
neer. 





New Factories 





Standard Foundry Co., Racine, Wis., 
is building a new foundry building 110 
x240 feet. 


The United Casting Co., Los Angeles, 


plans to build a new one-story foundry, 
10x60 feet. 


Voras Co., Long Island City, N. Y., 
will build a new _ two-story plant, 
50x100 feet. 

The Portage Tool Co., Akron, Ohio, 
plans the erection of a one-story plant, 
50x150 feet. 

Columbia Metal Box Co., New York 
City, will build a three-story plant, 
100x132 feet. 

The American Stove Co., Cleveland, 
has awarded a contract for a one-story 
factory, 52x182 feet. 

The Standard Stamping & Perforat- 
ing Co., Chicago, will build a two-story 
factory, 25x122 feet. 

Wright Roofing & Metal Works, 
plans to build a new plant at an esti- 
mated cost of $30,006. 

The Gasco Pump & Burner Mfg. Co., 
Tulsa, Okla., plans to erect a one-story 
machine shop, DOxXOD feer. 

Central Iron Works, Rockford, Tl., 
is building a one-story factory, 60x112 
feet, to cost about $20,000. 

Penn Brass & Bronze Works, Brook- 
lyn, N. Y., plans to build a new two- 
story foundry, 40x100 feet. 

B. P. Lientz Oil Furnace Co., Kansas 
City, Mo., plans to build a one and 
two-story plant, 50x100 feet. 

The Grove Dowling Hardwood Co., 
Gunntown, Fla., will build a lumbe: 
mill at a cost of about $500,000. 

The Corcoran Mfg. Co., Indianapolis, 
Wash- 
ington, Ind., to cost about $25,000. 


plans a new factory branch at 








The American Stove Co., Cleveland, 
will build a one-story factory, 50x200 
feet, at an estimated cost of $60,000. 

The,Goldner Specialty Co., Chicago, 
will build a three-story plant, 115x125 
feet, to cost $115,000 with equipment. 

The H. F. Watson Co., Chicago, will 
build a one-story boiler house, 52x58 
feet, at an estimated cost of $21,000. 

The Siegler Enamel Range Co., le 
catur, Ill., is building a new factory, 
which will cost approximately $30,000. 

Southern Wheel Co., Atlanta, Ga., 
has awarded contract for the construc- 
tion of four buildings on Westwood 
avenue. 

Super Auto Products Co., Oakland, 
Calif., plans the erection of a factory 
and shop at an estimated cost of about 
$20,000. 

U. S. Cast Iron & Foundry Co., 
Chattanooga, Tenn., will build a new 
foundry at an_ estimated cost of 
$300,000. 


The Columbia Metal Box Co., New 


York City, will build a_ three-story 
building, 100x132 feet, to cost about 
$300,000. 


The Ohio Rubber Co., has awarded 
contract for the erection of a one-story 
factory, 90x160 feet, to cost about 
$100,000. 

The Pelkin Sign Co., Charlestown, 
Mass., will build a new two-story plant, 
45x70 feet, to cost about $27,000 with 
equipment. 

The Bowie Switch Co., San Fran- 
cisco, plans to build a two-story ma- 
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chine shop to cost about $30,000 with 
equipment. 

The Golding Sons’ Co., Trenton, N. 
J., will build a new one-story grinding 
mill to cost approximately $50,000 with 
equipment. 

The Voras Co., Long Island City, is 
planning to build a new _ two-story 
plant, 50x100 feet, at an estimated cost 
of $25,000. 

The King Pneumatic Tool Co., Chi- 
cago, will build a one-story brick fac- 
tory, 90x108 feet, at an estimated cost 
of $35,000. 

The American Steel Works, Kansas 
City, Mo., plans to build a one-story 


and basement steel fabricating plant, 
60x130 feet. 
Talley Iron & Mould Co., Youngs- 
Valley I d 2 


town, Ohio, plans to build a 66x1,100 
feet plant here at an estimated cost of 
about $500,000. 

Weidmiller Die Mfg. Co., Chicago, 
will build a three-story 46x 125 feet 
factory at 5313 Ravenswood avenue, to 
cost about $45,000. 

Goldsmith Metal Lath Co., Cincin- 
nati, will build a one-story plant, 80x 
300 feet, at an estimated cost of $75,- 
O00 with equipment. 

The J. J. Harrington Co., Chicago, 
will build a new one-story plant, 125x 
230 feet, at an estimated cost of $90,- 
000 with equipment. 

The Goldsmith-Ely Co., Jackson, 
Mich., will build a new one-story and 
basement plant to cost approximately 
$20,000 with equipment. 

The Holmhoe Co., Oklahoma City, 
Okla., will build a one-story shop t 
repair construction machinery, 70x100 
feet, to cost about $21,000. 

The William Wurdack Electric Mfg. 
Co., St. Louis, has awarded contract 
for a one-and two-story plant to cost 
about $75,000 with equipment. 

Somerville Machinery & Foundry 
Co., Somerville, Mass., plans to build 
a one-story factory at an estimated 
cost of approximately $40,000. 

Lareo Refining Co., Winnfield, La., 
is reported to be planning to build a 
new refinery at Tansey, La., to cost 
about $100,000 with machinery. 

Dodge Brothers, Inc., Detroit, has 
awarded contract for a one-story ma- 
chine shop, 200x 1630 feet, to cost 
about $500,000 with equipment. 

The Ketler & Elliott Co., Chicago, 
will build a one-and two-story machine 
shop, 60x62 feet and 20x40 feet, respec- 
tively, at a cost of about $25,000. 

National Aluminum Mfg. Co., Peoria, 
Ill., has awarded coniract for the con 
struction of a new one-story foundry, 
80x150 feet, to cost about $30,000. 

The Cleveland Trencher Co., Cleve- 
land, has awarded contract for the 
erection of a one-story factory, 59x60 
feet, to cost approximately $40,000. 

The Lion Oil & Retining Co., Eldo- 
rado, Ark., is planning the erection of 
a new refinery at Amarillo, Texas, to 
cost about $750,000 with machinery. 

C. F. Braun & Co., Alhambra, Calif., 
has begun the erection of a machine 
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~ Waco and San Francisco. 


Warehouses in first four 
= cities. 
Write for catalog and price 
list. 


The Cleveland Cap Screw Co. 


2921 East 79th St., Cleveland, Ohio 


CLEVELAND 


WE WANT sone 


Guaranteed to contain no rosin 


WIZARD ( ee Belt Dressing 


is sold exclusively through jobbers! 


Our system of advertising for our jobbers gets the orders. 


\ COMPLETE STOCK eS | 
IN ALL STANDARD SIZES} 7 | 
5. A. EE. and U.S. 5. Threads en 
nie cee. tae ae alway ‘atk. Cai. S | 
New York »s Angeles, Atlanta, Boston, St. SS | 
Paul, Cincinnati, Norfolk, SS ; 
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Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


Common Sense Flue Cleaner 


Adjustable to Tubes, Never Sticks in Flue, Passes Welds or 
Obstructions 





Guaranteed to Give Satisfaction 
Against Defects in Material or Workmanship 


Shaves Carbon Perfectly. 


Fries & Company, 91 Main Street, Buffalo, N. Y. 





Longer Service 
Write us for Prices 


THE LAWSON MFG. CO., Cleveland, O. 
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When writing 
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The HOLLANDS Line 


will increase your 
vise sales 
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Send for 
Catalog and 
: Terms 
\ 


\ 
HOLLANDS MFG. CO. 


ESTABLISHED 1887 


ERIE, PA. 





a successful friction clutch 
Has but a few simple parts. 
Any workman can replace friction 
blocks and reassemble the clutch. 
Takes up slight mis-alignment of 
shafting. 
Made in solid and split types. 
Cannot engage or dis-engage acci- 
dentally. 
Occupies relatively little space on 
shaft. 


Used successfully on hardest drives «2 





‘ ‘ 4 . SCHULTZ & SON 
in many industries. 1675 Elston Ave. 


isk for Catalog 


and Distributors’ Prices. 


Chicage, Tl. 


D4vis Valve Specialties have 
been performing satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 

You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 
108 Milwaukee Ave. Chicago, Ill. 


DAVIS VALY IE 


STEAM SAVERS SINCE 1875 


SPETc Chae uES 


MBS Gray 
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PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH ~ 
NO CRUSHED POINTS ~ GUARANTEED 


JD BURRILL & SON.” ILION N.Y. 
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shop, 80x118 feet, and a garage, 110x 
120 feet, to cost approximately $30,000. 

The Standard Oil Co., New York, 
has plans for a one-story machine shop, 
410x140 feet, at Port Jefferson, N. Y., 
to cost about $40,000 with equipment. 

The American Can Co., San Fran- 
cisco, is reported to be planning a new 
works at San Jose, Calif., at an esti- 
mated cost of $200,000 with machinery. 

The Shrader Battery Co., New Al- 
bany, Ind., will build a new one-story 
plant for construction and repair work, 
to cost about $24,000 with equipment. 

The Rock Asphalt Co., Wichita, 
Kans., plans to build a new asphalt 
manufacturing plant at an estimated 
cost of about $50,000 with equipment. 

The Lamson & Session Co., Kent, 
Ohio, has awarded a contract for the 
construction of a one-story building, 
45x 90 feet, estimated to cost $40,000. 

The Standard Iron & Steel Co., Har- 
risburg, Pa., will build a_ two-story 
storage and distributing plant 40 x 100 
feet, to cost about $30,000 with equip- 
ment. 

The Philadelphia Motor Service Co., 
Philadelphia, plans to build a new mo- 
tor equipment and repair works, at an 
estimated cost of $70,000 with equip- 
ment. 

Wayne Tool & Pump Co., Fort 
Wayne, Ind., has awarded contract for 
the erection of a one-story factory, 
140x300 feet, at an estimated cost of 
$46,000. 

International Harvester Co., Chicago, 
will build a one-story sales and service 
station, 130x225 feet, at 611 West 
Roosevelt road, at an estimated cost of 
$140,000. 

Associated Oil Co., San Francisco, 
will build new shops at Emeryville, 
Calif., for building auto truck bodies 
and steel tanks, which will cost 
$100,000. 

Straley-White Machine Works, 
Stuttgart, Ark., plans to build a new 
one-story machine shop, 75x140 feet, 
at an estimated cost of $50,000 with 
equipment. 

Massey-Harris Harvester Co., Ba- 
tavia, N. Y., plans to build a new 
factory branch and assembling plant at 
Kansas City, Mo., to cost approximate- 
ly $50,000. 

The Roxana Petroleum Corporation, 
will erect an oil depot, having a 
capacity of 8,000,000 gallons, to cover 
15 acres of land, at an estimated cost 
of about $2,000,000. 


The Penn Brass & Bronze Works, 
Brooklyn, plans to build a new two- 
story foundry, 40x100 feet, at an esti- 
mated cost of $21,000. A portion will 
be used for an office. 

The Missouri Pacific Railroad Co., 
St. Louis, will soon begin the construc- 
tion of its proposed engine house with 
repair facilities at Nevada, Mo., to cost 
approximately $75,000. 


The Harper Refining Co., Aurora, 
Ill., will proceed with the erection of a 
new one-story refinery, 100x100 feet, 
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at Elgin, Ill., to cost approximately 
$75,000 with equipment. 

The Magnavox Co., Oakland, Calif., 
has acquired property at Emeryville 
and contemplates the early erection of 
a new plant to cost approximately 
$200,000 with machinery. 

The Hughes Electric Co., Bismarck, 
N. D., will build a new steam-ocperated 
electric generating station at Beulah, 
N. D., at an estimated cost of about 
$200,000 with equipment. 

The United Ice & Coal Co., Harris- 
burg, Pa., is planning the construction 
of a one-story ice manufacturing plant, 
80x100 feet, to cost approximately 
$130,000 with equipment. 

The Prest-O-Lite Co., New York, 
plans to build a new plant on the 15 
acres acquired on the Brotherton Road, 
Oakley, Cincinnati, to cost approxi- 
mately $300,000 with equipment. 

The White Co., Cleveland, is plan- 
ning to build a_ two-story factory 
branch and assembling works, 175x350 
feet, at Syracuse, N. Y., to cost ap- 
proximately $250,000 with equipment. 

Strong-Scott Mfg. Co., Minneapolis, 
Minn., will build a one-story factory 
building, 100x500 feet, at a cost of ap- 
proximately $200,000. Larson & Mce- 
Laren, 308 Baker building are archi- 
tects. 

The Birmingham Fabricating Co., 
Birmingham, Ala., has work under way 
on a new plant, consisting of two main 
one-story buildings, 90x90 feet and 86x 
90 feet, to be ready for service in about 
sixty days. 

The Southwestern Bell Telephone 
Co., Kansas City, Mo., plans to build 
a new one-and two-story equipment, 
storage and distribution plant, 120x180 
feet, and a garage building, 108x145 
feet, to cost approximately $280,000. 

The Baldwin Locomotive Works, 
Philadelphia, plans to erect a new shop 
at its Eddystone plant for the manu- 
facture of locomotive tenders. Plans 
have also been approved for a new six- 
story administration building, 150x200 
feet, at the Eddystone works. The en- 
tire expansion will cost approximately 
$500,000. 





Field Notes 





The Jones, MacNeil & Camp Co., 
Warsaw, Ind., manufacturer of electric 
drills, has changed its name to the 
Power King Drill Co. 

The Electric Controller Mfg. Co., 
Cleveland, announces the appointment 
of Farr Electric Service, Inc., 228 
West South Temple, Salt Lake City, 
Utah, as its representative. 

The Midland Plumbing & Heating 
Supply Co. is the name of the new 
supply house recently opened at 2819 
Belmont avenue, Chicago. F. E. Dobbs 
is president and J. W. Hutson is secre- 
tary and treasurer. 


The Standard Electrical Tool Co., 
Cincinnati, recently moved into new 
and larger quarters, necessitated by the 
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growth of business. The new factory 
is located at 1938 to 1946 West Eighth 
street, Cincinnati. 

Joseph T. Ryerson & Son, Inc., Chi- 
cago, has been awarded the contract by 
the navy department for furnishing 
343 tons of medium steel plates for the 
reconditioning of the U. S. S. Wyom- 
ing, at $15,915.20. 

The Union Manufacturing Company, 
New Britain, Conn., appointed the 
Mountain States Rubber Company, 
Salt Lake City, Utah, its exclusive dis- 
tributor for Union chucks in the states 
of Utah, Arizona, Montana and Ne- 
vada. 

The R. K. LeBlond Machine Tool 
Co., Cincinnati, has appointed the 
Kecles & Davis Machinery Co., Los An- 
geles, its representative in southern 
California, and The C. F. Bullotti Ma- 
chinery Co., San Francisco, will repre- 
sent the company in northern Califor- 
nia. 

E. C. Atkins & Co., Indianapolis, 
manufacturer of silver steel saws, has 
added a file department to its organi- 
zation. All types of standard files for 
all classes of work will be marketed 
through the regular channels, and the 
company trademark “Silver Steel” will 
be used. 

Don M. Compton, chairman of the 
board of directors of the Gill Manu- 
facturing Company, reports that the 
company has just received contract for 
2,000,000 piston rings to be delivered 
during 1927. This contract is in a new 
field that heretofore has not’ been 
touched by this company. 


The Box Crane & Hoist Corporation, 
Philadelphia, has separated its crane 
and hoist business into two divisions. 
The crane business is under the sales 
direction of G. A. Mitchell, secretary 
and sales manager, and the electric 
hoist division is under the supervision 
of R. H. MeGredy, former general sales 
manager of the Shepard Electric Crane 
& Hoist Co., Montour Falls, N. Y. 
Branches will be opened in several in- 
dustrial centers, the first having been 
opened December 1 at room 1649 
Strauss building, Chicago, in charge of 
R. J. Wadd, former chief engineer of 
the Shepard Electric Crane & Hoist Co. 

R. L. Wilkinson, who was associated 
with The Cincinnati Rubber Mfg. Co., 
Cincinnati, for a number of years, re- 
cently as assistant sales manager, has 
resigned to accept a position with the 
Electric Hose and Rubber Company. 
He is succeeded as sales manager by 
S. A. Johnston, who has been with the 
company for the past seventeen years. 

The Columbian Vise Manufacturing 
Co., Cleveland, announces the appoint- 
ment of Karl F. Lehnhardt, 86 Warren 
street, New York, as metropolitan rep- 
resentative, William W. Crowell, 86 
Warren street, New York, as export 
manager, and The Bolton Company, 
261 Franklin street, Boston, as exclu- 
sive representative in the New England 
States. 

The business of the Coates Clipper 
Co., 237 Chandler street, Worcester, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








Your Customers Know 


MASON REGULATORS 


esponsibility tor depen 








control Engineers seek 
accuracy 
economy and they 


Mason Re 


MASON REGU LATOR CO. 


Boston, 


ELKHART 


Blow-Off, Gravel and Drainage 


CATCH BASINS 
Used between steam boiler and 
sewer, or drainage system and 
sewer to intercept vapors, 
gases and solids. 







Write for circular to get 
full list of sizes and prices 
ind be able to quote. Spe 
cial or extra heavy con- 
struction if required. 


Elkhart Iron Works 


2010 South Main Street 


Elkhart, Indiana 


“Reliable” Y g ser 3: a 


Cap and Set Screws 


3 SS 
S. sx S 
Hexagon, Fillister and Flat Head ZS CSS 


Cap Screws 
Square Head Set Screws 


Milled Nuts 
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RELIABLE CAP & SET SCREW CO. 
411-413 S. Clinton St. Chicago, Ill. 
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The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
lay. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 





Champion Blower & Forge Co. 


Lancaster, Pa. 


No. 40! 


BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing doe s not injure it as it is self draining. 


Ss for Latest Pr List and Catalogue 








Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 








None Genuine Without Trade Mark 


| BLAKESLEE MFG. CO. 
Du Quoin, III, 


10 Q Street, 


“Use-Ew-Up” 
Sockets 
and Sleeves 








One solid piece Standard except the flat 
AN ORDINARY DRILL SOCKET will drive a twist drill 
only as long as the drill has a tang. When the tang twists off 
or the shank breaks, the drill is useless in the ordinary socket 
BUT—grind a flat (time 3 minutes) on the broken drill, slip 
it into a “Use-Em-Up” Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type Specials made to order. 


Write for Jobber’s proposition, 


LOVEJOY TOOL WORKS 


328 West Ohio Street 


ERT Lorman amet BNE 


ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill. 








Burn fectly jn the wind and extremely 
t They are the best Torche 
e for all callous Or outside work 
They ive atistaction, save time and tue 
ar alway please the user. 
Jobbe ipply at factory price 
CLAYTON & LAMBERT MFG. CO. 
Ask for latest price 6257 Beaubien st., DETROIT, MICH 
————— 
\\ rit Adver 


please mention Minti Supriit 
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Mass., has been taken over Ly Coates 
Clipper & Mfg. Co., a new Massachu- 
setts corporation. The incorporators of 
the new company are Albert W. Darl- 
ing, president; E. Howard Reed, treas- 
urer, and M. Clifton Nelson. The com- 
pany will continue to manufacture 
flexible shafting and hand and power 
clippers. 


The General Electric Company of 
Schenectady, N. Y., recently installed 
a 60,000 kilowatt turbine in the New 
York Edison Company’s new East 
River power station. It will do the 
work of 1,000,000 men. It is the first 
of nine generating units to be installed 
in the new East River station. This 
one unit will consume, for condensing 
purposes, 138,240,000 gallons of water 
per day-—enough to supply drinking 
water for 552,960,000 people for 24 
hours, allowing a quart for each per 
son. 


Following a meeting of creditors on 
November 16, application was made foi 
the appointment of receivers for the 
Milton Mfg. Co., Milton, Pa., manufac 
turer of iron and steel bars, bolts, nuts, 
Federal Judge Albert W. 
Johson, at Lewisburg, Pa., appointed 
W. Walter Wilson, president of the 
First National Bank of Milton, and 
State Senator Charles Steele, and the 
receivers will operate the plant until 
financing can be arranged that will 
give the company additional working 
capital. 


washers, etc. 


On December 6, at the receiver’s sale 
of the assets of the John Steptoe Co., 
Cincinnati, machine tool manufacturer, 
he Rahn-Larmon Co., Cincinnati, pur 
chased the patterns and manufactur 
ing rights of the Steptoe lathe; The 
Western Machine Tool Co., Holland, 
Mich., bought the patterns and manu- 
facturing rights of the Steptoe shapers, 
and the Artisan Mfg. Co., Cincinnati, 
purchased the manufacturing rights 
and patterns of the Steptoe milling 
machines. The building and real estate 
were bought by the Bank of Commerce, 
Cincinnati. 


The E. H. Jacobs Manufacturing 
Company, Danielscn, Conn., announces 
the establishment of a factory in Char- 
lotte, N. C., to manufacture a full line 
of textile mill supplies. The Danielson 
plant will continue to operate to the 
fullest capacity possible to take care 
of the New England and Western busi- 
ness of the company. Joseph H. 
Cladbourne, Jr., vice-president and sales 
manager will take up his residence per- 
manently in Charlotte as southern rep 
resentative. Harold Bigelow, of Daniel- 
son, will be in charge of manufacturing 
operations at the new plant. 


Joseph A. Seallan and his associates 
have purchased the Dayton Safety 
Ladder Co., Miamisburg, Ohio. The 
general offices of this company have 
been moved to 121 West Third street, 
Cincinnati, and the entire plant will be 
moved to that city very soon. The 
Dayton Safety Ladder Co. manufac- 
tures a patented step ladder, which is 
the only ladder of its kind on the mar 


ket. The sales policy of the new, own- 
ers will be to distribute through mill 
supply houses, and it is their intention 
to maintain a strict resale price, with 
absolute protection for the distributor. 


Officers and members of the execu- 
tive committee of the Associated Indus- 
tries of Massachusetts for the fiscal 
year of 1926-27 have been chosen. One 
of the vice-presidents of the associa- 
tion is Col. Frederick H. Payne, presi- 
dent of the Greenfield Tap & Die Corp. 
Among the members of the executive 
committee are: Howard Coonley, 
president, Walworth Co.; Charles L. 
Newcomb, manager, Worthington 
Pump & Machinery Corp.; Frank H. 
Willard, vice-president and _ general 
manager, Graton & Knight Mfg. Co., 
and Mr. Payne. Joseph C. Kimball, 
treasurer, Kimball & Sherman, Haver- 
hill, Mass., is president of the organi- 
zation. 


The Bourne-Fuller Co., Cleveland, 
has sold its steel warehouse business to 
Joseph T. Ryerson & Son, Inc., Chicago, 
but will retain its plain and fabricated 
reinforcing bar and tool steel depart- 
ments, which will be removed to an- 
other location. The physical property 
taken over includes four large ware- 
houses and 200,000 square feet of 
ground. The Bourne-Fuller Co. will 
hereafter confine its operations to the 
manufacture of alloy and carbon steels, 
bolts, nuts and rivets, and other fin- 
ished steel products and semi-finished 
steel. The Cleveland purchase is the 
ninth plant owned by the Ryerson 
company, others being in Chicago, Mil- 
waukee, St. Louis, Cincinnati, Detroit, 
Buffalo, Boston and New York. 





CLASSIFIED 
ADVERTISEMENTS 


SITUATIONS WANTED 


EXPERIENCED in mill = supply 
heavy hardware and allied lines, 33 
years of age, seeking position as gen 
eral manager, sales manager or assist 
ant to either, or will consider any ex- 
ecutive position. Address No. 881, care 
MILL SupPeLiFs, 537 S. Dearborn street, 
Chicago. 

MANUFACTURERS’ AGENT de- 
sires to take on additional lines open 
te representation in Louisiana and ad- 
jacent territory, with headquarters in 
New Orleans. Address No. 870, care 
MILL SUPPLIES, 5387 S. Dearborn street, 
Chicago. 

PURCHASING AGENT—Versed in 
mill, mine, factory, railroad and con- 
tractors’ supplies, either for jobbing or 
for industrial operation and mainte- 
nance. Knows material and construc- 
tive buying. Address No. 872, care 
MILL SuPPLIES, 537 S. Dearborn street, 
Chicago. 


SALES AGENT, energetic and capa- 
ble, desires connection as distributor 
in New Jersey territory, with selling 
rights both direct and through dealer. 
Address No. 869, care MILL SUPPLIES, 
537 S. Dearborn street, Chicago. 

SALES ENGINEER, clean cut, capa- 
ble, energetic, 34 years old, married, 
desired to make change, proven rec- 
ord, with seven years general mil! 
supply sales experience, specialized in 
pumping equipment, steam specialties, 
machine tools, mechanical rubber goods, 
transmission material and oil engines. 
Wishes to represent manufacturer, live 
jobber or distributor in Middle West- 
ern States. Address No. 880, care 
MILL. SUPPLIES, 537 South Dearborn 
street, Chicago. 


SALESMEN WANTED 


WANTED—Several salesmen _ fo 
New York City Metropolitan district a- 
well as Northern New Jersey, who 
have had experience in selling mill 
supply and machinists’ tools, to become 
ecnnected with one of the oldest con- 
cerns in New York City. Applications 
are only desired from men who hav 
established clientele in this vicinity. 
Address No. 876, care MILL SUPPLIEs, 
237 S. Dearborn street, Chicago. 

WANTED—Salesman not over 35 
to assume complete charge of plumb 
ing supply department of Southern 
mill supply house. Do not apply unless 
you have sufficient experience and ex- 
ecutive ability to handle a difficult but 
lucrative job. Address No. 875, care 
MILL SUPPLIES, 537 S. Dearborn street, 
Chicago. 

WANTED Salesman 
sion Leather Belting, Pennsylvania 
Territory. State reference, experience, 
ete. Address M-28, MILL SUPPLIES, 537 
S. Dearborn street, Chicago. 

WANTED-—Salesman calling regu 
larly on mill and machinery supply 
dealers and jobbers to sell high grad 
line of grinding wheels as side line. At 
tractive proposition; fast turnove: 
Samples weigh one pound. Goodric! 
Wheel Co., 1500 West Madison st 


Transmis 


Chicago. 

WANTED—Traveling salesman, wel! 
educated, experienced in mill supplies, 
pumps, motor and power transmission. 
Age—thirty to thirty-five. Iowa terri- 
tery. Iowa Machinery & Supply Co 
Des Moines, Iowa. 

EXCLUSIVE AGENCY in Ne 
England territory for high grade prod- 
uct in the mechanical line, by a man 
with a thorough business and mechani 
cal experience. Address No. 873, car 
MILL SUPPLIES, 5387 S. Dearborn street, 
Chicago. 


MANAGERS WANTED 


WANTED—Man thoroughly famil- 
iar with mill supply line for manager 
of mill supply department. Must b 
able to handle salesmen. Are employ 
ing six salesmen at present time. Ad- 
dress No. 877, care MILL SUPPLIES, 537 
S. Dearborn street, Chicago. 
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| “Fortify for Fire Fighting” with 






Every factory, 
or wiping cloths has a vicious fire hazard if the material is loose 
and unprotected. 









Diener Safety Fire Appliances 
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Diener Products are 





sold by Jobbers. 

eet FECTIO, On» Write for complete 
AN) catalog of Waste 

exc EL' - SIOR C Cans, Safety Cans, 
Fire Extinguishers 


and other Safety Fire 


6 60 
\ ei W. DIENER pips! Ys 
— cHich>— 





° Devices. 
PERFECTION EXCELSIOR CANS 
Three Sizes. One, Two and Four Bales 


store, warehouse or garage using waste, excelsior 
Perfection Excelsior Cans are correctly 


designed 
strongly built and reasonably priced. 


r the purpose, 
Manufactured By 


GEO. W. DIENER MFG. CO. 
400 N. Monticello Ave., Chicago 








“Torrid” Blow Torches 
are made with the great- 
est care and precision 
by experienced and 
highly skilled mechanics. 
Fine torches of highest 
grade, tested and _ in- 
spected under rigid rules. 
they cost no more than 
other torches. 











The Valve with the Reversible Disc & Seat 





THE D. T. WILLIAMS VALVE CO. 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 


—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 


and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze 
for 200 Ibs. pressure. 
temperature 550 deg. F 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


body 
Total 
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Self Lubricating - Anti-Frictional 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
Sole Manufacturers 


1285 Elston Ave. Chicago, Ill. 
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SELF-OILING 
DIRECT 
WATER 

SYSTEMS 


i for Deep& 
WI 


(HAY TOOLS 6 DOOR HANGERS 





Fresh = run- 
ning water di- 
rect from the 
well or cis- 
tern to fau- 
cets or taps 
with ample 
volume for 
sprinkling and fire protection—here is water serv- 
ice that will appeal to prospective purchasers of 
water systems for home or farm. Self-oiling, self- 
starting, self-stopping, Myers Direct Water Sys- 
tems are demonstrating their superior qualities 
everywhere. 

You have many calls to recommend, sell and 
install water systems. With Myers Line your 
sales efforts are not limited to one or two styles. 
We are world’s headquarters for ,water systems 
with a proven style and size for every service. Ex- 
ceptional quality, dependable service, that is 
what the name MYERS stands for. 
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109 Broad St., New York 228 W. Fourth St., Los Angeles 
209 Broad St., Boston 2428 Riverside Drive, Minneapolis 
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| Turned and Polished Shafting | 














Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons | | 
and Screw Stock . 


' 
Shipments from stock made the same day. Jobbers—Send for our stock list. 
BLISS & LAUGHLIN, Inc. 
Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 : 
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i ee LEIMAN 
; BROs. 
| Pressure or Vacuum from the same Few parts, and those — -_ strong, — long Also used for Fuel Oil Burning 
| . fe for the machines. t you have had all sorts of n ; “5 P : ¢ 
' Machine teAutie Gotti iia aks Pre ay MAGy Gunatie: ies oatinell Thousands are jn daily use feeding paper in 
t The inlet gives the vacuum and the outlet eteggree err ns ei ae neu eee peat a Acer printing presses and other devices, fill'ng bot : 
{ the pressure without reversing the rotation placing other makes in the most difficult service. tles and tube with the products of the ' 
; Centrifugal force holds the wings out against aboratory and factory, heating homes with ' 
} the cylinder as they revolve, scooping up the These machines are very accurately made, each part oil, lifting and blowing all manner of stamp : 
| } air. This centrifugal force is always present being furnished and fitted with skill such as to be ings, chips, etc., from machine tools and for i 
Q and never wears out as springs do. found only with the highest grade products. hundreds of other uses. ; 
bf 3 
y 
f Our complete illustrated cata- i EIM BR 23 WALKER STREET ' 
log is free for the asking. 2 NEW YORK : 
, 
Makers of good machinery for nearly half a century 
: 
: 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs will be sent you free upon 
request. 


Catalog upon Standard Friction Clutches 
with single disc for moderate speeds. 


Catalog upon Standard Friction Clutches 
with double disc for moderate speeds. 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 
Split Pulleys. 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 





Nason Olympus 
Gauge Clock 


Renewable Babbitt Seat 
Regrindable Under Pressure by revolving 
with a screw driver 





Simplicity— Perfection 
Circular on Request 
Nason Manufacturing Co. 


Steam Specialty Specialists 
Established 1841 


71 Fulton St., New York 














CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 








Economy 
with 


Unfailing 
Service 





Penberthy Automatic 
Injectors 


Because they’re made of the highest grade 
steam metal and because the principle is right, 
Penberthy Injectors are most dependable and 
economical. 


Over a million have been sold and nations all 
over the world are our customers. 


Write for catalogue—it tells the why of Pen- 
berthy Fame and describes the complete Pen- 
berthy Line. 











kee 


Established 1886 


Penberthy Injector Company 


1262 Holden Ave., Detroit, Mich. 
Canadian Plant: WINDSOR, ONT. 
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PUMP JACKS 


F, E. Myers & Bro. Co. 
PUMPS, AIR 


Leiman Bros, 
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F } \I\ 
G D. Roeper Cory 

PUMPS, GAS AND VACUUM 
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PUMPS. HAND AND POWER 
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PUMPS, JET 
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Blakeslee Mfg. Co. 
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Detroit Lubricator Co, 
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PUMPS, TANK / 

Economy Pumping Machinery Co. 
Goulds Pumps, ine. 
kk, E, Myers & Bro. Co, 

PUNCHES AND DIES 
Royersford Foundry & Machine Co, 

PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERTICAL 

TUBE 


Nason Manufacturing ‘‘o 
RAILS, ELECTRIC MOTOR | 
Birkle Machine Works 
RAILS, STEEL 
L. B. Foster Co. 
RASPS 
Delta File Works 
Scundinavian Western Importing Co,, Ltd. 
RATCHETS 
Armstrong Bros, Toul Co, 
REAMERS 
Cleveland Twist Drill Co, 
Morse Twist Drill & Machine Co, 
REAMERsS, ELECTRIC 
Black & Decker Mtg. Co. 
The Van Dorn Electric Tool Co. 
KEDUCERKs, SPEED 
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REELS, ELECTRIC LAMP 
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RESEATING TOOLS, VALVE 
he Black & Decker Mfg. Co 
M. b. Skinner C« 
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T. B. Wood Sons Co 
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Hise Wolf Machine Co 
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The I t State Elect 1 Tool Co 
The Van Dorn E tr Tool Co 
SCREWDRIVERS, HAND 
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x Set s Ww oO. 
Standard | d Steel Co 
SCREW PLATES 
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I ia Cap & Set S ( 
The Superior Screw & Bolt Mfg. Co 
SCREWs, HAND 
Adju lamp Com; any 


SCREWS, LAG 
Eleo Tool & Screw Corp 
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onom\ Screw Corporation 
Eleo Tool & Screw Corp. 
SCREWS, SAFETY SET 
Allen Mfg. Co, 


The Bristol Company 








Standard Pressed Steel Co ' 
SCREWS, THUMB 

Economy Screw Cornoratior 
SCREWs, WOOD 

I Pec & Serew Corp 
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THE COLUMBUS 
ANVIL & FORGING CO. 





The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 





Glasses that reflect 
the character of the house 


When: you ave selide 


Viasses. Vo 
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JENKINS BROS. 


80 White Street New York, N. Y 
524 Atlantic Avenue Boston, Mass 
133 No. Seventh St..Philadelphia, Pa 
646 Washington Blvd. Chicago, Ill 

















‘Cleveland Type” “smith Type” “Industrial Type” 
Oi Film Hill Prietion Spur Gear Speed 
Bearings Clutches Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Oil Film Bearings 
“Industrial Type’? Spur Gear Speed 
Transformers 
**Steelarm”’ Automatic Belt Tighteners 
Flexible Couplings 
Your customers’ wants mean more to us than “so 
much material’. A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 


lerns. You receive the accumulated experience of 


“half a century" serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


General Office and Plant, Cleveland, O. 














A Glue Pot Saved 
$1450: 


on Fire Insurance 


\ gas-heated glue pot ina large New York 
Hotel was replaced by a 


ta-Warm 
ELECTRIC GLUE POT 


A ss 
, saving the hotel $1450.00 





the first year on insur 
ance because it reduced 


fire risk. 


Free Counsel for You 

Perhaps you too can save 

insurance money — and reap 

added profits in smaller glue 

bills, greater efficiency ot 

¥ a ng A workmen, better work and less 
Insulation 

Brush Wiper 

STA-WARM POTS AND a os host 


I u 1 


glue-heating cost. 


WRITE or MAIL THIS AD 





STA-WARN wexree LORPIRATION 
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Black and Decker Plant at Towson, Md. 
1927 


cea Yesterday and loday | 
I? 1920 . 
“If a man write a better book, preach a better 

sermon, or make a better mouse-trap than his 


neighbor, tho he build his house in the woods, the 
world will make a beaten path to his door.” 













—EMERSON 
| FIRST FACTORY | . 
Baltimore. Md. = 1910 a typical city factory—the smallest of 33: Manufac- 
1910 turers of portable electric tools. 








In 1920 a vision of ideal working conditions, reduced over- 
head and. a divorcing of dirt, smoke and the other attendant 
evils of a city factory—the company by this time had become a 
factor to be reckoned with in the electric tool industry. 

And now, in 1927, Black & Decker, the Manufacturers of 
Portable Electric Drills, “With the Pistol Grip and Trigger 
Switch,”.are the largest in the world. 

We have only been able to illustrate the factory where the 
Black & Decker tools are actually produced but this is sur- 
rounded by an ideal Black & Decker community of ‘beautiful 
homes. 

All this 1s of interest to you who use portable electric tools, 
because it means a higher grade of workmanship, produced 
under ideal conditions. 

The size of our business has now given us a buying power 
which, together with quantity production and low overhead, 
makes it possible to turn out electric tools of Black & Decker 
quality at costs no greater than ordinary tools. 


Add to this the size and stability of the company behind the 





guarantee and itis no wonder that the answer in the selection of 


portable electric tools is usually 
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